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The new Medium Size Eveready Layerbilt ‘‘B”’ 
Battery No. 485. 3% inches thick. Price $3.50. 


NOW that there are two Eveready Layer- 
bilts, everybody except the portable-set fan 
can be sold an Eveready Layerbilt “B” 
Battery. 

The famous Heavy Duty Eveready Layer- 
bilt No. 486 is the lengest-lasting Eveready 
ever built. 

The new Medium Size Eveready Layer- 
bilt No. 485 is a smaller battery, and hence 
costs less. It will be especially valuable to 
dealers in making sales to those who do 
not wish the large size. This battery lasts 
longer than the corresponding cylindrical 
cell battery of the same size, No. 772. It 
is, therefore, the most economical Ever- 
eady of its size. 

The Eveready Layerbilt long ago dem- 
onstrated its remarkable effect on battery 
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Radio Batteries 


-they sell faster 
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The famous original Eveready Layerbilt ‘“B” 
Battery No. 486. 4 7/16 inches thick. Price $5, 


These two batteries 
will “Layer-build” our tra 


sales. Its long life means economy, conve- 
nience, satisfaction, and these things are 
business-builders. The unusually effective 
national advertising back of these batter- 
ies helps dealers sell them to people who 
have yet to learn by experience how supe- 
rior they are. 

Now that there are two Eveready Layer- 
bilts, the benefits of the Eveready inven- 
tion of the unique flat cell battery can be 
used in full effect in practically every bat- 
tery sale, retail and wholesale. 


NATIONAL CARBON COMPANY, INC. 
New York, N. Y. 


Branches: ATLANTA, CHICAGO, KANsas City, 
Lone Istanp City, SAN FRANCISCO 


Unit of Union Carbide and Carbon Corporation 
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a EMPUS certainly does Fugit, 
: one of our sport writers re- 
CONTENTS cently wrote, and it certainly does. 
Here we are back again to our “Sum- 
Page mer Sales Prize Contest. 
* * * 
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A Department of Timely and Workable Ideas for Whole- But that isn’t good business. And 
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Quick and Profitable Sales for You 
with Signal Engineering Products 








ELL Signal Engineering Equipment. 

It achieves the absolute ultimate in sim- 
plicity without the slightest sacrifice of 
efficiency or durability. Signal Engineer- 
ing products are the kind your customers 
will be glad to buy and you will be glad to 
sell. The satisfaction they give will in- 
crease your prestige, and the 33-1/3% 
margin they afford is most agreeable. 





Write for our new linen price lists 
today. They will make your selling easy 
—Everything effectively illustrated, and 
everything boiled down to a convenient, 
easy-to-decipher minimum. 

This page pinned to your letterhead 
will bring our distributor’s plan and the 
whole story. 


Market 


Electrical Contractors 

Industrials 

Fire Alarm Manufacturers 

Electrical Equipment Manufacturers 
Municipalities (for traffic signals, etc.) 


Other Signal Engineering Products 


Code Calling Systems 

Fire Alarm Systems 
General Control Equipment 
All Types of Relays. 




















Note Full Name and Address 


Signal Engineering Products Incorporate the Latest Developments in Electrical Engineering 


SIGNAL 


ENGINEERING €&& MFG. CO. 
49 Seventh Ave. New York, N.Y. 




















The products of this company are entered in the prize contest for this month., A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 








PROTECTIVE ELECTRICAL SUPPLY CO., FORT WAYNE, IND. 


E. M. Popp, Secretary-Treasurer 


HE Protective Electrical Supply Co. was 

incorporated under that name in 1907. 

M. B. Larimer, president, and E. M. Popp, 
secretary-treasurer, were the organizers; old tele- 
phone men, identified at that time with the manage- 
ment of the Home Telephone & Telegraph Co., of 
Fort Wayne. H. W. Henline, sales manager and a 
director of the company has also been with it for a 
number of years. 

The company was started in one story of a build- 
ing at 610 Clinton St., a space of but 20 by 40 ft. 
One year later it moved to 123 W. Columbia St. into 
a three story and basement building 20 by 150 ft. 
After five years at that location it moved again to its 
own building at 132 W. Columbia St., a six story 
and basement structure, 40 by 110 ft., wholly de- 
voted to the electrical jobbing business. 

A territory of approximately 100 miles radius from 
Fort Wayne is covered aggressively by this organ- 


H. W. Henline, Sales Manager 


M. B. Larimer, President 


ization, now comprising 36 people, including 12 sales- 
men. The business well departmentalized and the 
lines handled are of the best class of nationally 
known and advertised products. 


LOOKING AHEAD TO 1950 

The electrical wholesalers with their stocks of electrical 
merchandise, equipment, etc., located as they are, all over 
the United States, all carrying complete and adequate stocks 
to take care of the needs of every community, are so im- 
portant in the distribution of electrical supplies and mer- 
chandise, and we believe the great service they render to 
the general public through the contractor dealer, the utili- 
ties and industrial plants, is so much appreciated by all 
that they are going to grow bigger and better as time 
goes on. 

I firmly believe that the future of the electrical wholesaler 
is assured and that in 1950 there will be more and better 
wholesale houses in the United States than there are at the 
present time and that conditions will be greatly improved 
and very satisfactory to everyone. 
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You can win one of the $25 
prizes this month by selling “a per- 
fect splice” each time you sell an 
order for rubber insulated wire. 


Remember that it is not the skill 
of the minister which makes a 
happy marriage nor is it altogether 
the skill of the electrician which 
makes a good wiring joint. It is 
the quality of his materials. 


When you sell insulated wire, 
therefore, sell Okonite, Manson or 
Dundee Tapes to splice the joints. 
They are made to Okonite stand- 
ards—a standard which assures 
your customers a “perfect 
splice” combined with 
the ability to “stick 


The Okonite Company 


Company, Inc. 


FACTORIES: 


SALES OFFICES: NEW YORK 
ST. LOUIS 
SAN FRANCISCO 


CHICAGO 
ATLANTA 
LOS ANGELES 


Novelty Electric Co., Philadelphia, Pa. 


F. D. Lawrence Electric Co., Cincinnati, O. 


Canadian Representatives: 
Engineering Materials Limited 
Montreal 
Cuban Representatives: 
Victor G. Mendoza Co. 
Havana 






The products of this company are entered in the prize contest for this month. 





A Prize For You 


The Okonite-Callender Cable 


PASSAIC, N. J. PATERSON, N. J. 


PITTSBURGH 
BIRMINGHAM 
SEATTLE 
General Electric Supply Corporation, Boston, Mass. 
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together” through a long and use- 
ful life. 


Under the rules of “The Job- 
ber’s Salesman” Prize Sales Con- 
test there will be a prize of $25 
awarded to the salesman selling 
the largest volume of Okonite, 
Manson and Dundee tapes during 
the month of July. A similar prize 
will be awarded in August. Who's 
going to win? That’s up to you! 
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National Electrical Wholesalers 


A New Name Adopted and New Enthusiasm Displayed Over 
Constructive Movements Initiated at the Hot Springs Meeting 


“wholesaler” not “jobber.” 


Put it on your stationery, and all printed standpoint of cost or any feelit 


H EREAFTER, say 


forms and circulars. Use ‘wholesaler’ in in the shuffle if he joins. All a 


your conversation. Such 
amounting to an edict, that went out to the membership 
of the National Electrical 


which is the new name 
adopted for what was 
the Electrical Supply 
Jobbers Association. 
This change was made 
at the Hot Springs, 
Va., meeting held June 
k to 8. 

Perhaps the new 
name had something to 
do with it. At any 
rate, there was a new 
kind of spirit pervading 
the assembly—an_ un- 
dercurrent of feeling 
that the association had 
been born again, as it 
were, and was on the 
way to much broader 
activities. The  inde- 
pendent wholesalers 
were especially active 
at this meeting, as evi- 
denced by the work of 
the Free Lance Club, 
reported in detail 
farther on. 

A much larger 
and more representative 
membership for the as- 
sociation is expected as 
the result of prepara- 
tions made at Hot 
Springs this year. The 
whole set-up has been 
changed so that there is 
no need for any legiti- 
mate electrical whole- 


was the suggestion, almosi 


uous effort will be made to get 


Wholesalers Association. the high spots of this meeting 

















G. E. Cullinan, Graybar Electric Co., Inc., Chairman of the 
Board of Directors, National Electrical 
Wholesalers Association. 


saler, small or large, staying on the outside, from the 


ig that he will be lost 
re wanted and a stren- 
them in. 


Without following any chronological order, a few of 


will be touched upon 
which will interest all 
members and _ prospec- 
tive members alike. 

Take the _ executive 
committee first. Its 
complexion has been 
materially changed. 
Seven new members 
were elected: H. O. 
Smith, Hardware & 
Supply Co., Akron, 
Ohio; J. A. Dunean, 
Illinois Electric Co., 
Chicago; Geo. H. 
Wahn, Geo. H. Wahn 
Co., Boston; E. J. 
Coyle, Colonial Elec 
tric Co., Philadelphia: 
L. ‘IT. Milnor, Milnor 
Electric Co., Cinein 
nati, (chairman central 
division); W. E. Rob 
ertson, Robertson-Cai 
aract Electric Co. 
Buffalo (chairman At 
lantic Division), and 
A. J. Cole. MeGraw 
Eleetrie Co., Omaha, 
Nebr., (executive com 
mitteeman at large). 
What this means as to 
the division of the 
executive  commit- 
tee among the inde 
pendent and_ afhliated 
wholesalers is shown in 
the report of the Free 
Lance Club. 
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No definite decision was arrived at during the June 
meeting, but a committee was appointed to study 
the question from all angles and then to report 
its plan of association organization at the meeting 
next fall. Furthermore, it was definitely decided to do 
away with the Atlantic and Central Divisions, upon 
the adoption of the above-mentioned plan. 

The fall meeting, by the way, will be held the 
week beginning November 19, and in Chicago. 
This will be the first time in many years that Chi- 
cago has had the pleasure of entertaining the as- 
sociation. The 1929 annual meeting will be held 
at Hot Springs again, the week beginning May 27. 

Three new members were elected at the June 
meeting and a number of wholesalers were in at- 
tendance as -guests of members to see for them- 
selves how the association functions, The new 
members are: L. Sisskind, president, Central 
States General Electric Supply Co., Chicago; Roy 
Roberts, president, Roberts Empire Electric Co., 
Houston, Tex., and Joseph Kurzon, of Joseph 
Kurzon, New York. 

In the course of the meeting, a standard cata- 
log page size was adopted—734 by 105% ins. In 
the case of loose leaf price sheets, it was voted to 
retain the present size; namely, 814 by 10 ins. 

The association as a body also got back of the 
Industry Sales Conference movement now under 
way, and appropriated its proportionate amount 
toward the cost of the preliminary survey which 
the Conference is about to carry out. 

For the first time since the association was or- 
ganized, Treasurer Franklin Overbagh was absent, 








Edwin M. Keatley, Virginian Electric, Inc., Charleston, W. Va., 


Vice-Chairman, National Electrical 
Wholesalers Association. 


So good had been his stewardship the past year, that 
George E. Cullinan, vice-president of the Graybar Elec- 
tric Co., Ine., was elected again as chairman of the 
executive committee, with Edwin M. Keatley, president 
of Virginian Electric, Inc., Charleston, W. Va., vice- 
chairman. 

E. Donald Tolles, formerly executive secretary, was 
elected managing director. Tolles, by virtue of his ex- 
perience for so many years with the association, and 
his personal acquaintance with almost every member in 
it, is in the best position to correlate the numerous ac- 
tivities of the association and keep the machinery in 
good running order. 

Under 
the new plan, members doing under $300,000 annually 
will pay $800; under $500,000, $325, and so on by 


There has been a revision downward in dues. 


$100,000 steps at $25 per $100,000. This is less a 
discount which materially reduces the cost. Branch 
house dues have been eliminated. In addition §trans- 


portation is allowed to and from the two conventions, 
with a $5 attendance fee allowed at each session. 

Next in importance are the plans in process of de- 
velopment to change the structure of the association. 
There had been considerable talk of a zoning plan of 
some kind which would permit of greater local activi- 
ties and at the same time tie-in effectively with the 
national association on all broad and general problems. 


illness preventing his attendance. This was 
keenly felt by all the members of the association 
and sympathy publicly expressed from the con- 
avention floor. 
The recent meeting was well attended, although not 
a record breaker from that standpoint on account of 
the unfortunate “‘congestion” in important electrical con- 
vention dates around the first to the fifteenth of June 
this year. For the first time, registration of those in 
attendance was made and published. This work was 
carried out by THe Jopper’s SatesMan and the list 
shows 275 names of individuals in attendance, includ- 
ing wholesalers and manufacturers, but not including 
the ladies, of whom there was a goodly representa- 
tion as is usual at this attractive meeting place. 


The Free Lance Club 


The Free Lance Club met at Hot Springs Wednes- 
day, June 6, 1928, at 4:15 p. m., with McKew Parr as 
acting chairman and W. T. Rockford acting secretary. 
Mr. Parr reported the election results. With the 
hearty approval of all other elements in the association 
these men, who are active Free Lancers, were elected 
to places on the executive committee of the National 
Electrical Wholesalers Association. 

Hoyt Smith, Akron, Ohio 

Ed. Coyle, Philadelphia, Pa. 

L. T. Milnor, Cincinnati, Ohio 
Geo. H. Wahn, Boston, Mass. 

W. E. Robertson, Buffalo, N. Y. 


This gives the executive committee a membership 
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from houses with the following affiliations: 
8—Free Lance 
2—Graybar 
5—General Electric 
3—Westinghouse 

Mr. Parr pointed out that this gives Free 
Lancers a definite voice and obvious recognition. 

Standing committee reports were then submitted. 

Mr. Robertson, as chairman of “Suggested Con- 
stitution and By Laws Committee,’ made his re- 
port in the form of a recommendation. He recom- 
mended that no formal Free Lance organization 
be perfected. That no constitution or by laws 
be adopted. That open meetings with a chairman 
selected to function at and between each meeting 
be the better plan. He pointed out that in the 
very nature of the Free Lance relationship with 
other elements within the industry, and with each 
other, the vital work done and to be done would 
better be handled in open meetings where frank- 
ness and truth should prevail; that Free Lancers 
would get greater benefits by personal contact at 
and during meetings; that, after all, the vitality of 
the Free Lancers depended not upon committee 
work or formal organization but rather upon the 
whole-hearted intelligent co-operation of each in- 
dividual member. To this view-point all present 
assented. 

Fred Baldwin of Baldwin-Hall Co., Syracuse, 
N. Y., then read the report of the Free Lance 
Club “Suggested Activities committee.” This com- 
mittee was appointed at the Detroit meeting and 
had been at work ever since. Its last meeting 
prior to the Hot Springs meeting was held in 
































E. Donald Tolles, New York, Newly Elected 
Managing Director, National Electrical 
Wholesalers Association. 


McKew Parr, Parr Electric 
Co., New York, Chairman, 
Free Lance Club. 
Buffalo on April 27, 1928. This report was re-read 
paragraph by paragraph and freely discussed. 

The following men took part in its discussion: Fred 
Baldwin, Baldwin-Hall Co., Syracuse; Harry Car- 
roll, Carroll Elec. Co., Washington-Baltimore; C. 
Robt. Churchill, Electric Appliance Co., New Or- 
leans; Thos. Christianson, Tidewater Electric Co., 
New York; Ed. Coyle, Colonial Electric Co., Phila- 
delphia; F. R. Eisemann, Revere Electric Co., Chi- 
cago; Ross Hartley, Electric Corporation, Los 
Angeles; E. F. Hardey, Central States Elec. Co., 
Kansas City; L. T. Milnor, Milnor Electric Co., 
Cincinnati; T. J. O’Brien, Hartford Elec. Supply 
Co., Hartford; McKew Parr, Parr Electric Co., New 
York; G. L. Patterson, Stanley Patterson Co., New 
York; G. W. Provost, Doubleday-Hill Elec. Co., 
Pittsburgh; R. R. Roberts, Roberts-Empire Elec. 
Sup. Co., Houston; W. E. Robertson, Robertson- 
Cataract Co., Buffalo; Martin J. Wolf, Electric Ap- 
pliance Co., Chicago. 

The definite view-points meeting with general 
agreement were :-— 

First—That independently owned and _ operated 
electrical supply houses not affiliated with any so- 
called “chain” had certain definite advantages. While 
not enjoying certain purchasing (Turn to Page 142) 











8 THE JOBBER’S [A] SALE 





SMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


PRacricaL SUGGESTIONS FOR 





NDOW IRIMMI 


A Department of Timely and Workable Ideas 
for Wholesalers’ Salesmen to Pass on to Their 
Dealers, With Questions and Answers. 


How often can a display of lighting 
fixtures be put in when I have only one 
display window? 

J. R. 

Your fixture department should and 
can be represented at all times. With 
only one window, a suitable overhead 
fixture may be displayed with every 


group of merchandise for kitchen, 


bedroom or living room; the style of 
it should correspond to the setting it 
accompanies. An entire display may 
be made up of wall brackets and a 
ceiling unit by mounting the former 
on plaques made from composition 
board covered with pieces of decora- 
tive material you happen to have or 






































The Interior of the Store Is Important 
HILE everyone agrees that the display window 
has great selling value, arrangement of the elec- 
trical store interior should receive its share of the 
credit for closing sales. 'The show window first attracts 
the prospective buyer, then the well layed out store, care- 
fully planned as to placing of counters, sales tables and 
‘ases makes the desired merchandise easily found. In a 
great many instances, the floor plan was decided upon 
when the store was first opened and has never been 
changed or given any particular thought when really it 
could be improved upon. It is important that your deal- 
er be advised to shift the positions of certain merchandise 
at least three times a year giving the public a new picture 
as they enter and also giving prominence to seasonable 
articles. ‘This merchandise for which there is periodical 
demand is the sort that can be brought forward and with- 
drawn without involving complicated changes. 

For instance, fans are featured for spring and summer, 
heaters for fall, electrical toys and gifts for Christmas. 
If the size of the store permits it, it is best that articles 
for different uses be distinctly separated from each other 
no matter how small the departments may be. All mer- 
chandise on display in the store should be arranged in 
such a manner as to attract favorable attention, and so 
far as possible have surroundings suitable to its use. A 
large linoleum mat may hold together the kitchen group, 
a rug and library table, the lamps, and so on. Many 
useful articles in the electrical line are comparatively new 
to the public and sales of them may be increased by hav- 
ing a simple and practical demonstration of their use in 
the store by a sales person if a regular demonstrator is 
not available. 














Conducted By PAUL SUTTON 


wall paper; samples are large enough. 
These plaques are usually about 12 
by 18 ins. high, each holding one 
bracket. Screw eyes placed in the 
top make it possible to: hang them 
against the background wall of the 
window or they may be propped up 
on the floor. Fixtures always appear 
to better advantage in a display when 
lighted. It is important that the 
bulbs be always perfectly clean and 
that the center fixture hang perfectly 
straight. 


When fans are displayed, should they 
be kept running in the show window? 


a. kM. 
Any moving object in the display 
window will attract attention. For 


that reason, it is best to have at 
least one third of the fans in opera- 
tion, selecting for the purpose some 
of each size from the eight to the 
eighteen inch. Ribbons are tied to 
the wire guard to blow in the cur- 
rent of air from the running fan. 
Colored ribbons give a very good ef- 
fect especially if they are cut in 
lengths of six, eight and twelve inches 
to keep them from tangling. When 
fans on counters in the store 
running, the ribbons serve as a warn- 
ing, particularly to children, to keep 
hands off. Show cards are generally 
used to put over the early summer 
sale of fans, the comfort idea being 
brought forward strongly. In sum- 
mer weather it is best to devote a 
window entirely to fans, for with 
the attention of the public directed 
toward them, many fans may be sold 
on a single hot day. 


are 


Is it a good thing to have rugs on the 
floor of the store? 
M. R. 


An up-to-date electrical store will 
have to have a few rugs of medium 
size for the demonstration of vacuum 
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This department is open to 
all subscribers. Send in your 
questions on any point in win- 
dow trimming or on special 
problems of display confront- 
ing your dealers and they will 
be answered promptly in this 
department or by mail. 


—Paul Sutton. 


cleaners; they are a necessary part 
of the equipment for that depart- 
ment. For decorative purposes, a rug 
will add greatly to the attractiveness 
of the lamp section. Particularly, 
the floor lamps will appear to better 
advantage if they stand upon a rug. 
The value of the merchandise is en- 
hanced by providing a setting some- 
what like that of the home. If one 
corner of the store is outfitted for 
kitchen equipment, linoleum rugs may 
be used to good purpose there to 
provide the right atmosphere. Also, 
they are more easily cleaned. 


How about price cards in window dis- 
lays? Do you recommend their use? 
sie ; M. D 


The old subject of price tickets in 
a display window has been much dis- 
cussed but can never be definitely 
settled one way or the other because 
localities differ so greatly. In an 
industrial community where money 
is spent with care and thought and 
where the people are looking for good 
bargains, the electrical store will 
profit by use of price tickets in the 
display window. But in wealthier 
districts where artistic displays are 
the rule, where quality and attrac- 
tiveness of the merchandise is what 
makes the strong appeal, there price 
cards should be omitted. Their gen- 
eral effect is to give the window a 
spotty appearance. 


What is meant by a well balanced 

window display? 
es es 

By this term we mean a display 
in which the merchandise is evenly 
distributed throughout the window, 
each piece having an equal chance 
to be seen. In such a display, there 
may be few or many articles but they 
are so placed that they do not build 
up to a single center on interest. 


What advantage has the full window, 
crowded with as much merchandise as 
it is possible to put in? Wi}, 

A “stocky trim” is often used with 
profit for a sale, the idea being to 
show a great number of articles at 








Fan Window Suggestion For 
Your Dealers 


cl 
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Materials Required 


Six lengths of light colored 
material for draping, each 
three yards long. 

Three pedestals 24 or 30 
ins. high. ward back of window. 

One plateau or covered box, One 18 ins. fan for extreme 
18 by 36 ins., 6 ins. high. left. 

Two plateaus or boxes 12 Three 12 ins. fans for low 
ins. square, 6 ins. high. plateaus. 

Three showcards. Two 8 ins. fans for floor at 

One bolt of narrow ribbon. front of display. 


Merchandise Required. 
Eight electric fans. 
Two 16 ins. fans, one for 
each side of large card, to- 


OR THE window of average size, this arrangement of fans will 

work out very well. Various sizes are shown to fit every need. 
The largest of the show cards is made from a full sheet of white 
cardboard cut to imitate a folding fan; panels are marked off and 
the lettering, FANS, done in black with one letter in each panel. 
The card at the front of the window is 8 by 30 ins. and bears the 
legend ALWAYS COOL. Like the large card at center back, the 
upright panel at the left, made from a half sheet of cardboard, is 
held up by an easel support. Lettering on this third card reads 
INSURE YOUR SUMMER COMFORT WITH AN ELECTRIC 
FAN. The narrow ribbon, about one-fourth inch wide, is cut in 
short lengths varying from 6 to 12 ins. and tied to the guards of 
the fans in operation. It may be of any color which will harmonize 
with the draping material. 


Watch for the August Model 
Window in the Next Issue On 
the Subject of 
“General Windows”’ 























a reduced price. The window of 
this type is a difficult one to decorate. 
It remains only for the period of the 
sale, usually not more than three 


days. Certain kinds of stores like 


the cigar and variety store which 
sell only small articles are obliged to 
use this kind of trim altogether be- 
cause of the nature of their mer- 
chandise. 
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What We Do—It’s Wanted! 


Interest is the Vigor of Life; the Continuous Renewal of 
Our Energies and the Preparation for the Day’s Adventures 
By MAURICE C. MOORE 


HAT is it that makes life so thoroughly worth 

while? Most of us would answer readily 

enough: “First and foremost, good health.” 
That is true; yet it isn’t the whole cause. Many people 
enjoying splendid health do not seem to find that there 
is anything particularly worth while in their scheme of 
things. And on the other hand some of the world’s 
happiest people, its most vigorous workers, its greatest 
inspirers, have been shackled 
with physical infirmities that 


over the border! We have all come from somewhere, out 
of the night, as it were, into the daylight of the world, 
knowing nothing of whence we came, except sometimes 
for a shadowy intimation of something felt to be dimly 
remembered. The bulk of us, however, are keen to learn 
about the earth we have come to, but just that uninter- 
ested few have not wakened up. 

Interest is the vigor of life that precedes action. It 
is conscious of what it is doing. 
It knows one thing very defin- 





called for the patience and en- 
durance of Job. What next? In- 
terest, undoubtedly. That plays 
a tremendous part. Interest 
leads to the exercise of 
mind and body, benificial and 
strengthening to both. It in- 
duces the maximum of func- 
tioning. No state can be truly 
worth while to any living crea- 
ture where all its faculties are 
not regularly—this is a differ- 
ent thing from saying contin- 
uously, without a break—em- 
ployed. Not long ago the doc- 





BSOLUTELY the best 

equipment to ensure hap- 
piness and success of the right 
kind is capacity to be interested, 
and after that, confident belief 
in your job as something that 
needs to be done just in the way 
that you alone are able to do it. 
When we have discovered for 
which nature seems to have fitted 
us, let us go at it happily, and 
with a single mind. 


itely—that it can neyer know 
enough. The appetite of curi- 
osity about the conditions in 
which we find ourselves grows 
by what it feeds on. It is a 
passion for knowledge in gen- 
eral, for understanding above 
all—understanding of self 
first, which leads to the cor- 
rect valuation of others. The 
desire for knowledge and new 
experience becomes a passion. 
We may give it the fullest rein. 
Being “in tune with the in- 
finite,’ there is no element of 
destruction in it. Except, of 








tors were puzzled by what was 
said to be the strange case of 
a man who would not work. He would not even get out 
of bed, except under compulsion. They all certified him 
to be a perfectly healthy, well-developed specimen. He 
would not trouble to shout for his dinner—although I 
believe he did it full justice when it came! They 
called him the World’s Laziest Man, and the tendency of 
most people was to laugh at him as a knowing rogue, one 
who had mastered the art of living entirely without ef- 
fort. Some, possibly, felt a little bit envious, especially 
the overworked ones. They must have rather wished they 
had so complete an indifference to public opinion, the 
pluck likewise, to “take it easy,” in big, ample chunks. 
Yet the probability is that that strong, healthy man, ap- 
parently conserving all his energies by sheer inaction, will 
shuffle off this mortal coil before many of those who daily 
brace themselves afresh to carry a prodigious load of dif- 


ficulties. It takes a long time for us to wear out through 
use. In fact, most of us never wear out at all, but worry 
out. Or perhaps it would be better to say that far too 


many travellers on life’s railway miss their connections, 
and eat their heads off, as it were, interminably waiting 
about on draughty platforms. 

Interest means ready response. Some of us see from 
the beginning, with something like awe and a catch of 
the breath, that this is an altogether wonderful and chal- 
lenging world. Everything makes an impression. Others 
seem relatively insensitive. I always feel about these 
that, in some queer way, they have never come wholly 
into our world. They don’t seem to have stepped right 





course, that one must not over- 
do even this. There is a time and place for all things. 
The man who sat up all night to try and satisfy his 
desire to learn what the other side of the moon looks 
like would quickly reap the fruits of that kind of ex- 
cess, as he would of any other kind. It is not always 
sensible or practicable to satisfy even the desire to know. 
Everywhere we have to exercise self-control. Brainy men 
who have not governed their wish for knowledge have 
turned this highest virtue of all into a vice, and have 
ended by becoming overstrained and cracked. 

The continuous renewal of our energies and the prep- 
aration for the day’s adventure! That is what makes 
life so “worth while.” Keen anticipation of the stresses 
of the effort ahead, whatever it may be. And I have 
come to the conclusion that it matters very little what 
form the effort takes—I mean in regard to the quantity 
of satisfaction that it may yield. The most intense effort 
of the ploughman and the most intense effort of the Presi- 
dent provide equal satisfaction to the individuals them- 
selves. The statesman who is not interested in everything 
that figures on his horizon finds life to that extent lack- 
ing in the “worth while” quality just as the ploughboy 
finds it lacking who is not interested in everything that 
concerns his job and its re-action upon associated jobs. 

When we have discovered the vocation for which nature 
seems to have best fitted us, let us go at it happily, and 
with a single mind. Maybe there are other jobs more 
exalted and more remunerative, but that is our job, meant 
specially for us, for oneself and (Turn to Page 87) 
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You Can’t Do Business On a 
Brokerage Discount 


Times Have Changed. The Wholesaler Who Keeps On Thinking He Can 
Operate On the Same Basis That He Did in Former Years Is Going to-Be Sunk 
By E. C. WEHLE 


President, Southern New York Electrical Supply Co., Binghamton, N. Y. 


should find their place in the junk pile. 

I know what is the matter with the electrical 
wholesale trade today. Many of us wholesalers are going 
along as we did in the old days when overhead costs or ex- 
pense of doing business were far lower than today. We are 
still striving to exist by taking 


QO: OLD methods and systems of doing business 


Some wholesalers having heard that the turnover rate 
will increase their profits, strive to overcome their dilem- 
ma in this way. But turnover is something which works 
both ways. Increase your turnover too much and you 
also increase your overhead cost. I don’t care how much 
turnover a wholesaler may have, he cannot afford to do 

business on a basis of cost plus 





a good share of our business at 
cost plus five or ten percent. We 
have not kept up with the 
changed conditions as they exist 
today. This percentage of gross 
profit may be all right for the 
broker who conducts his busi- 
ness from rented desk room in 
another’s office and with a com- 
paratively little overhead ex- 
pense. 

With present day conditions, 
however, the wholesaler can no 
longer go on doing business ex- 
pecting to make a profit if he 
continues to handle a good vol- 
ume of his sales from manufac- 
turers who issue a suggested 
resale price to the trade and 
who will permit him only a 
gross profit less than the cost 








five or ten percent. 

When you are considering 
this, do not lose sight of the 
fact that we that 
overhead to consider and try 


have item 
and get this down to five or 
ten percent. It is true that 
some items cost us less to mer- 
chandise than others, depend- 
ing upon conditions. It is also 
true that it would cost a tre- 
mendous lot of money to find 
out the exact overhead on every 
item we sell so the least ex- 
pensive thing to do is to take 
the average expense of doing 
business and apply that to each 
item we sell and use that as a 
basis of cost of doing business. 

More attention must be paid 
by the wholesaler to profit on 








of doing business. The elec- 
trical wholesaler today has an 
overhead expense which justi- 
ties him in demanding profits of not less than his overhead. 

The real fault in the electrical wholesale business is that 
the wholesaler keeps on thinking he can do business the 
same way as was done in former years. Another fault is, 
we go too far away from our base of supplies for our sales. 
We neglect our real territory which is our local territory. 

In the early days in the wholesale business the overhead 
was, comparatively, smaller. In most cases then, the 
wholesaler could afford to accept a certain volume of his 
business at a profit of cost plus five to ten percent, and 
still be more or less successful. The reason was that 
he had comparatively little overhead expense. 

Conditions today are vastly different. Now many of 
the wholesale concerns maintain large offices with a com- 
plete personnel to perform the proper sort of service to 
the community. They have large investments, tremendous 
credit risks and their overhead expense may run from 
$75,000 upward, annually. 

The big problem facing the electrical wholesaler today 
is he does not seem to have the moral courage to demand 
a fair profit on the goods he merchandises. 


E. C. Wehle 


each item sold, instead of work- 
ing all the time for greater 
turnover, if he expects to be 
successful. He must eliminate from further consider- 
ation those manufacturers who continue to offer only 
five or ten percent, over cost. He must choose the 
that the 
penses have increased materially, and who offers us a 
decent profit. 

The average manufacturer doubles his cost, gives the 
trade from 30 to 50 percent discount in standard package 
lots, and then adds 10 percent for the wholesaler. Then 
he puts out a resale price sheet on this basis, expecting 
the distributor to pay his bills promptly, and push his 
merchandise. 

Some of the manufacturers, knowing the average whole- 
saler is a poor business man, probably feel there is no 
great need to give him more than 10 percent anyway, in 
standard package lots. For they probably feel that the 
wholesaler, in striving for more business, would pass along 
the extra discount to the trade anyway. Perhaps the 


manufacturers who realize wholesaler’s ex- 


manufacturer is right, in some cases. 
We wholesalers probably feel that the average electrical 
contractor is not a good business man. Perhaps he is not. 
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But if so. from where did the contractor get his ideas of 
business? From the wholesalers, of course. We are the ones 
at fault. He gives his profits to his customers, because 
most of the wholesalers seemingly are giving their profits 
to him. 

It is a state of affairs which must be corrected, or the 
wholesale trade will continue to suffer. The only way it 
can be corrected is to demand our rights from the manu- 
facturers and sell every item at not less than the per- 
centage of cost of overhead. We are asking only for a 
fair and decent profit. We are not getting the results 
we should from the volume of business we do, considering 
the wholesale trade as a whole. We know this is true, 
tor the bankers tell us so. 

The paltry 10 per cent discount tossed to the wholesaler 
by some manufacturers is nothing more or less than a 
brokerage discount. It is not a discount which can longer 
be seriously considered as sufficient by an electrical whole- 
saler who is maintaining a big organization to render 
proper service to the trade. 


Naturally, I am not suggesting any “‘set’’ resale prices. 





I have too much respect for Federal laws to entertain 
any thoughts of this kind. What I do say is that electri- 
cal wholesalers, generally speaking, are not keeping up 
with the times. They are conducting their businesses as if 
they were still simply acting as brokers—as most of them 
did in years gone by—and forgetting that they must 
now make sufficient profit to meet their overhead cost as 
well as give them a fair return for their efforts. 

So far as my concern is considered, we are handling 
only those goods which come from manufacturers who 
realize the changed conditions in the electrical wholesale 
We refuse 





trade, and who are giving us a fair “break.” 
to push the sale of goods from manufacturers who con- 
tinue to offer us only a paltry five or ten percent dis- 
count. We cannot afford to do business in that way. If 
we did that we would be “on the rocks” in short order. 

Big volume means nothing on the ledgers, unless a 
fair return is obtained from the goods handled. The elec- 
trical wholesaler, if he wishes to survive and make the 
profit he should make, had better forget that he can con- 
tinue to take orders on a five or ten percent gross profit. 

















At moments the sun shone in 
meeting of the National Electrical Wholesalers Association 
in June. At those times we snapped a picture here and 
there regardless of whether the subject was good looking or 
not. In the group above you will find Jim Gleasun, of Gray- 
bar, Chicago; A. E. Tregenza, of Chicago-Jefferson Fuse & 
Electric Co.; C. E. Ludovici, Jones-Beach Co., Philadelphia; 
J. L. Qwen, E. B. Latham & Co., New York; Fred Rost; T. D. 
Halliwell, Economy Fuse & Mfg. Co., Chicago; Al Scheuler, 


Hot Springs during the 











Square D Co., Detroit, and Emmett Moore, Yale Mfg. Co., 
Brooklyn. 
In one picture will be seen A. I. Appleton, of the Apple- 


ton Electric Co., Chicago, holding up one club—a putter. Be- 
side him is Russell R. Howland of New York, provided with 
a bag full of clubs. Appleton bet Howland he could beat him, 
using only a putter, Howland to use all the clubs he chose. 
Appleton won, making a score of 102 and Howland 108. 
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etting Down to Brass Tacks 


A Few Thoughts for the Boys 
Just Starting on the Road 


By E. T. ROWLAND 


Local Sales Manager, Southern New England Electric Co., Hartford, Conn. 


XVII. CO-OPERATING WITH YOUR HOUSE. 


HERE is an old saying that it takes all kinds of 
people to make up the world and the same is true 
to a certain extent with the organization of an elec- 
trical supply wholesaler. Everyone has one ambition in 
common, the desire of accomplishment, but each individual 
must work out this desire in his own way according to 
his opportunities and to his natural likes and dislikes. 
Fortunate indeed is the man who has found his life work 
in something which he really enjoys. The mechanic pre- 
fers to work with his hands, the accountant delights in 
winning a skirmish with figures, the financier enjoys dis- 
secting a balance sheet, and the executive likes to analyze 
conditions and solve problems of management. ‘The sales- 
man deals with other people rather than with tools or 
figures. He is a social individual who enjoys contact with 
his fellow men. He gets a greater thrill out of persuading 
hard-boiled buyer to think his way than he does by 
building a radio set or getting his checking account to 
balance. But he will not be successful unless he possesses 
another important qualification which is team work, or the 
ability to work in harmony with others. 
Some men are naturally “organization” men, others 
can school themselves to become such while still others 


can work successfully only as individuals. While the last 





group may be very successful in the professions or as 
proprietors of small one-man businesses, they do not fit 
into a large departmentalized organization. ‘The same is 
true in athletics. A man may be a wonderful sprinter 
and win his letter on the track but fail to make the 
baseball or football team where his running would be 
a great asset because he cannot school himself to make his 
desire for individual accomplishment secondary to team 
accomplishment. As a quarter back, for instance, he 
would be unable to resist the temptation to try to carry 
the ball over for a touchdown himself, even though he 
knew the chances for success would be much greater if 
he gave the ball to one of the other backs. 

The better a salesman knows his associates in the other 
departments and understands their problems and just 
what they are trying to accomplish, the greater will be 
the co-operation between him and them. Perhaps, there- 
fore, a short discussion of the work of the other de- 
partments will prove helpful in developing team work. 

The Credit and Collection Department.—The credit 
man probably gets more cussing from the man on the 
road than anyone else in the home office and largely be- 
cause the salesman does not appreciate just what the 
credit man is trying to do. ‘There are two things in 
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Do You As a Salesman Ever Cultivate the Bankers In Your 
Territory? Do You Ever Introduce a Dealer to the Banker 
and Have the Latter Explain How He is Prepared to Make 
Short Time Loans to Enable the Dealer to Discount His 


Bills? That is One of the Things the Banker is in Business 
For He Will Be Glad to Co-operate With You in Put- 
ting Your Dealers On a More Business Like Financial Foot- 
ing. 
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particular which the credit man must do. 

First, he must keep his accounts receivable down to the 
bogey set for him by the management of the company. 
He has to get a certain turnover on his receivables just 
as the service manager must make his turnover on in- 
ventory. For instance, if sales run at the rate of $100,000 
a month and the credit man is on a 80 day basis, he 
must collect enough money to bring his accounts receiv- 
able down to an amount equal to one month’s business, 
or $100,000. If he is on a sixty day basis his bogey 
would be two months’ business, or $200,000. If he fails 
to make his bogey consistently the chances are he will 
lose his job and a man who can make the grade will be 
found to succeed him. So it is no wonder that he some- 
times gets hard boiled when a customer tries to get an 
extension of time on his account. 

To make money, a wholesale house must turn over its 
capital as often as possible. Its capital is invested pri- 
marily in two ways: merchandise in stock and not yet 
sold (inventory), and merchandise sold but not yet paid 
for (accounts receivable). Turnover is fully as impor- 
tant on one as on the other because it is the combined 
turnover of the two that determines profits. This is 
clearly shown by the so-called “Morgan” formula which 
also includes the other factors which affect net profits. 
Familiarity with this formula should help a salesman to 
understand the reasons underlying many of the policies 
of his house. 

The letters of the word “Morgan” are used to denote 
the following factors: 


Unit 
M Merchandise in stock Days 
OQ Orders shipped from stock Fraction (as 3/5) 
R Accounts receivable Days 
G_ Gross profit % 
A Average expense rate % 
N Net return on investment % 

and the formula is 
G—A 
N = —————— x 360 (days per year) 


M 
—++R 
O 

Oftentimes customers expect a wholesaler to perform a 
banking as well as a warehousing function by carrying 
his account over long periods. This means increasing the 
value of “R” in the above formula and it is readily ap- 
parent if this goes beyond a reasonable figure the net 
profits of the house will be seriously impaired. So it 
becomes one of the salesman’s most difficult tasks to sell 
such customers on the idea of going to their banks for 
a short term loan so they can pay their wholesaler 
promptly. Many small customers do not realize that 
banks are in business for just this purpose. 

The second important duty of a credit man is to keep 
his credit losses down to the limit set for him by his 
superiors. His losses must be neither too low nor too 
high. The writer knows of a department store credit 
man who was asked to resign because his credit losses 
The theory was that he was so strict that 
he refused credit to many customers who, while not first 


were too low. 


grade risks, would nevertheless have met their obliga- 
tions satisfactorily. 


As a 
rule a credit man never refuses to pass an order without 


But such instances are rare. 








good reason and a salesman should never criticize him 
until he has had an opportunity to discuss the case with 
him personally. 

Especially on new accounts a salesman can help his 
credit man very materially by sending him all possible 
information concerning the customer, covering as many of 
the following points as possible: 

Nature of business. 

Number of years in business. 

Bank references. 

Trade references. 

Appearance of store, if a retailer. 

Amount and character of stock on hand. 

Local reputation. 

Without such information the credit man may be com- 
pelled to base his decision on commercial ratings which 
may or may not do justice to the customer. 

The question as to whether or not the salesman should 
assist the credit man by personally making collections 
is one of house policy which is beyond the scope of these 
articles. 

The Service Department.—Probably a salesman comes 
into more intimate contact with the service department 
than with any other part of the organization. So it is 
quite essential that he should have a thorough knowledge 
of its functions and problems. Fortunately many whole- 
salers’ salesmen are graduates of this department and 
have, therefore, a sympathetic understanding of its inner- 
most workings. 

Briefly, the service department is responsible for all 
orders from the time they are received by the house until 
the goods leave the warehouse. But this is no light task. 
First of all the service manager must keep his stocks 
down to a point which will give the turnover rate which 
is set for him. At the same time he must keep his stocks 
in balance so that his ratio of back orders to orders 
shipped from stock will not be so great as to impair 
service. This, in itself, is a full time job. 

But he must be a traffic manager as well. He must 
know how long it takes to receive goods from each manu- 
facturer so as to re-order in ample time. He must know 
the best way to ship goods to all points in his territory 
and the hour of departure of the various auto, trolley 
and railway expresses. Outgoing shipments must be 
scheduled through the warehouse accordingly. 

He must maintain an adequate counter service and keep 
his organization sufficiently flexible to quickly handle a 
sudden rush of counter customers. 

He has to be a veritable encyclopedia of information 
on his goods and answer all kinds of inquiries both by 
phone and by letter. He is constantly quoting prices, 
receiving phone orders and answering customers’ in- 
quiries on unfilled orders. Truly, it is no job for a 
nervous man. 

To build up a smooth running service organization is 
no simple task. In even the best of such organizations 
shipments will sometimes be delayed and stocks of some 
items will run out. The successful service manager will 
assign all detail work to his subordinates, leaving him 
free to give the entire department his close supervision so 
as to make certain that all orders and all inquiries are 
followed through to completion without delay. Even then 
the human element is always present and some slips will 
occur. So a salesman should not (T'urn to Page 141) 
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Look For the 
Brass Bottom 


The Ordinary Virtues 


While the Belief in Genius Is Soothing, Success Is 
Simply Won by the Practice of the Ordinary Virtues 
By DR. FRANK CRANE 


DOLPH S. OCHS, the publisher of the 
New York Times, recently explained the 
success of that institution, and of him- 

self, by saying to a magazine writer: “Success 
is simply won by the 


believe them. We would rather think that there 
must be something else, something complex, im- 
palpable, mysterious—which they do not know 
about themselves—which accounts for their 
greatness among men. 
Greatness based upon 





practice of ordinary 
virtues!” 

This writer once 
asked a man who had 
traveled around the 
world and met many of 
the famous people in it 
what a certain noted 
man was like. “Why,” 
he said, “he is—well— 
er—oh, he is just a 
man.” 

When we meet a ce- 
lebrity we are usually 
disappointed. We ex- 
pect to see something 
unusual, and we don’t. 
We expect to perceive 
something mysterious, 
magnetic, occult when 
we are face to face with 
a great man. When we 
find “just a man’’—us- 
ually a weary-looking 
man—we feel cheated. 
So we resort to fairy 
tales. 











the practice of ordinary 
virtues seems less at- 
tractive to the world at 
large than any other 
sort. 

The belief in genius 
is soothing and sopo- 
rific. You either have 
genius or you don’t. If 
you don’t, there is no 
use trying to do much. 
This is the implication. 

The idea is as debili- 
tating as a hot bath be- 
fore a hard day’s work, 
unless you think your- 
self a genius. 

The mark of superi- 
or men is simplicity and 
a belief in simplicity. 
The common run must 
have their miracles and 
mysteries. 

The superior men 
understand that great- 
ness and success are 








When Lincoln, 
Franklin, Edison and 
others who have accomplished great things, tell 
trankly that they owe their place to the practice 
of simple virtues like hard work, sobriety, hon- 
esty, courage and common-sense, we refuse to 


Copyright, 1928, 


both simple and diffi- 
cult: as simple, and as 
difficult, as the practicing of “the ordinary 
virtues.” 

Practice “the ordinary virtues” and the suc- 
cess for which you are striving will be yours. 


by Dr. Frank Crane 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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MEN YOU SHOULD KNOW 


Roy R. Roberts 


OY ROBERTS is said to have one outstanding 
characteristic and it is that good old English 
quality, ‘“doggedness.”’ Roy in his career as a 
road salesman was a regular hound for a piece of busi- 
ness. He trailed it, worried it and stayed with it till he 
either got it or got shot, and he is still alive and going 
strong. He had a regular flair for going out into some 
of the most outlandish places and selling light plants. 
The first thing one would know of it would be when one 
went through some little, one-horse town and saw a clus- 
ter of new electric lights burning. Then some competitor 
would pipe up and say, “I'll bet Roy Roberts sold that 
bird,” 


generally was. 


and sure enough it 


He seemed to 





President and General Manager 
Roberts Empire Electric Co. 


July 1, 1927, when he resigned to take over the Empire 
Electric Supply Co. which was renamed the Roberts 
Empire Electric Co., of which he is president and gen- 
eral manager. 

Someone said that he knows every electrical man in 
Texas, as well as their dogs, wives and their cats. He 
covers, with his new company, the entire southern part of 
the state. 

Associated with Mr. Roberts in the Roberts Empire 
Electric Co. are J. S. Patterson and Major L. R. Quinn 
of Pittsburgh. The company, under its present manage- 
ment is building for itself a very strong position in the 
territory. This is for the rea- 
son that Mr. Roberts is a good 





have a sort of uncanny ability 


to smell out these out-of-the- 
way prospects. 

He is Texas born, Corsicana 
being the home town, 60 miles 
south of Dallas and the place, 
by the way, where the first oil 
field in Texas was discovered. 
His parents moved to Dallas in ES : 

| ing strong. 
when he was two years old and 
it was there that he spent his 
boyhood days and received his 
education in the public schools, 


graduating from the high 
school. This was amplified by 


a course in a business college. 
He started work for the old 
firm of Lipscomb and Hummel, 


landed it. 


then the largest electrical con- 
tractor in Dallas. This was in 
1894. He stayed with this 
concern 1897, when he 


the smallest 
until 





There at the Finish 


OU WILL not find Roy 

Roberts making a big lot of 
noise during the preliminaries 
but you will always find him 
right there at the finish and go- 
He has the good, 
old English quality of “dogged- 
ness” which stands him in good 
stead. In the days of his selling 
experience on the road he would 
trail a piece of business, stay 
with it and worry it until he 
In his business he is 
a good organizer and a stickler 
for detail and insists on service 
from his organization for even 
‘ash customer. 


organizer, a stickler for detail 
and insists on service from his 
organization for even the small- 
est cash customer. 
Roy isn't of the 
type, but on the contrary is of 
the type that doesn’t make a 
lot of noise in the _prelimi- 


'e2% 99 
mixer 


naries, and whom you will al- 
ways find right there at the 
finish, going strong. 

In the latter part of March 
this year he went on a trip to 
visit the company’s 
suppliers in New York, Pitts- 
burgh, Philadelphia and Chi- 


He has a very large ac- 


various 


. 


cago. 
quaintance among the electrical 
manufacturers. In fact this 
goes much beyond ordinary 
acquaintanceship, for his busi- 
ness ability and his integrity 








went to Chicago and entered 
the works of the Western Elec- 
tric Co. in the Hawthorne plant, then newly completed. 
There he took up telephone and power work. 

Leaving this company he went back to Texas, going 
with the Southwestern Telephone Co., taking a position 
as wire chief at San Antonio. He stayed with this com- 
pany for a number of years becoming finally manager in 
This 


took him up to the year 1904 when he went back to the 


the district comprising Marlin, Reisel and Reagan. 


electrical contracting business, establishing his own com- 
Continuing this until 1907 he then 
South- 
western Telephone Co. as wire chief at Greenville, Tex., 


pany at Paris, Tex. 
sold out to Hackler Bros. and returned to the 
where he remained one year and then became salesman 
for the Hobson Electric Co. at Dallas (Charlie Hobson's 
company). He remained with them through the various 
evolutions of this company as salesman, manager of the 
supply department at Dallas, and manager of the Hous- 


ton office. This transfer to Houston took place on the 


first of May, 1918, and he remained in that position until 





are highly esteemed in that 
field. When Mr. Roberts 
bought out the Empire Electric Co. to form the present 
company, the news got to Tom Bibber who promptly 
wrote to Mr. Roberts as follows: ‘First I want you to 
confirm this. Next if you confirm it I want to say that 
I don’t know your credit rating but the whole works as 
far as we are concerned is yours if you are running the 
business.” 

This in a general way typifies the confidence that the 
manufacturing branch of the industry has in Roy Roberts. 

His firm is numbered among the independent electrical 
wholesalers, and was elected to membership in the Na- 
tional Electrical Wholesalers Association at the meeting 
in Hot Springs this year. Both he and H. F. Reichardt, 
sales manager of Roberts Empire, were in attendance at 
the meeting. 
ence of Association activity for there he found three other 
of the old “Hobson boys’’—Martin Wolf, Max Sterrett 
and Harry Hobson himself—and they held quite a re- 
(Turn to Page 87) 


He immediately felt the wholesome influ- 


union. 
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Roy R. Roberts 


President and General Manager, Roberts Empire Electric Co., Houston, Tex. 
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Right: A patient receiving treatment from 
the new “electric doctor,’ whose high fre- 
quency current is said to absolutely cure a 
cold in 10 minutes—a feat heretofore not ac- 
complished. The machine was invented by 
Professor Bordier, of the Faculty of Medi- 
cine at Lyons University, Lyons, France. The 
high frequency current, known as “diathermic 
heat” penetrates to the tissues of the nasal 
mucous membrane and kills the germs with- 
out injuring the delicate membrane.—Under- 
wood, 


Left: A dog trained for war. This pup 
is shown carrying the end of a telephone line 
in his mouth. The infantryman holds the coil 
of wire. The Germans believe dogs will play 
an important part in the next war, and are 
training veritable armies of them for defence 
work.— Underwood. 


Above: Among the interesting things that were 
shown in Atlantic City, when the N. E. L. A. Conven- 
tion was held was this illuminated modernistic 
fountain. Over 10,000 watts of illumination has been 
put into this fountain—P. & A. 

Left: About three thousand people made an inspec- 
tion trip to the mine of the Northern Illinois Coal Corp., 
near Wilmington, Ill, to witness the production and 
preparation of the famous old “Wilmington Third 
Vein” coal. The mine is equipped with gas-electric 
locomotives; a sizing, cleaning and loading plant of the 
very latest design, and marion electric shovels, the larg- 
est in the world.—Underwood. 
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What the 
Well Dressed Window Will Wear 


Just think,—that store window being remodelled just around the corner 
from you,—the show windows of the big office building going up in the center 
of town,—and the windows in that row of shops out in the newly developed 
section,—the majority of these will have modern X-Ray lighting. 





If you make a little effort to get it, the business is yours. 


And there’s a nice profit in the X-Ray line,—X-Ray fittings include ceil- 
ing flanges, CurtiStrip, the handy wiring device, louvers, color equipment, 
window floodlights, control rings and footlights. 


Behind each scientifically perfect X-Ray Reflector is the word of the world’s 
largest lighting concern, built by your confidence in it. 


To help you in every possible way to sell more and more X-Ray Reflectors, 
competent illuminating engineers in all principal cities are always ready to 
find prospects, plan your window layouts, and help you bring back the jobs. 
Call upon the Curtis man near you any time. 


If you want to know how we can help you still further, write today to 


CURTIS LIGHTING, INC. 
1119 W. Jackson Blvd., 


CHICAGO, U. S. A. 


New York Office Resident Engineers 
31 W. 46th St. All Principal Cities 
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“The Sign 
of 
A Better Job” 


WIGIEIELELCIaLE 
PYRUPRTEVEVESESES 


Do you sell 
€A)Panelboards? 


Of course your house supplies them, but do you actually sell them as a salesman 
should? It is not hard if you know @ Panelboards because your customers 
know them and only need your help in explaining them for the job they have 
on hand. They will produce an ever growing volume of business if you will 
study the @ catalog so as to knowthe specifications and the application of each 
type. @ Panelboards are standardized throughout, they are sectionally con- 
structed and sturdy enough to eliminate maintenance. Follow through on 
@ Panelboards and the staples will come too. 


Stock @ Steel Cabinets 


Steel Cabinets are cut from one 
solid sheet of metal—accurately made 
in standardized sizes. They fit the 
panelboards whenever and wherever 
installed. The @ stock proposition is 
a money making one. If you are not 
using it, ask your salesmanager to 
write now about it. 


Use @ Service 


There are thirty-one offices with capa- 
ble panelboard men in each to help 
you to greater @ Panelboard sales. 
See the €& man—call him whenever 
needed—he wants to help. Send for 
your copy of the @ catalog now 





Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 

DISTRICT OFFICES 
Atlanta, Ga. Cincinnati, Ohio Kansas City, Mo. New York City Tampa, Fla. 
Baltimore, Md. Cleveland, Ohio Los Angeles, Calif. Omaha, Neb. Montreal, Que. 
Boston, Mass. Dallas, Texas Memphis, Tenn. Philadelphia, Pa. Toronto, Ont. 
Buffalo, N. Y. Denver, Colo. Minneapolis, Minn. Pittsburgh, Pa. Vancouver, B.C. 
Charlotte, N.C. Detroit, Mich. Muskogee, Okla. San Francisco, Calif. Walkerville, Ont. 
Chicago, III. Jacksonville, Fla. New Orleans, La. Seattle, Wash. Winnipeg, Man. 
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Satie Simplicity, | 
Neatness and Economy : 







































































































SAVE one-half or two-thirds of your The Contractor who ties-up with this = 
customers’ time in wiring-up switches, new trend will take advantage of short- = 
receptacles and warning lights! Sell a cuts. Two devices in one—three devices = 
Es2 single-gang unit to take the place of two in one—make forthe speed andeconomy = | 
——- or three different devices. he needs, on competitive jobs especially. = | 
a= You'll save him money on materials, too. And you give him a new appeal to his = | 
One single-gang plate instead of two or customers. Two devices in one — three = 
three singles—or a two or three-gang devices in one — look neater than = 
plate. One wall box instead of two or spreading *em out. The controls are = | 


three. Besides the saving on switch and “bunched”; they’re easier to get at; 
handier to use. 





receptacle units. 




















H @H Uniriep Devices 


Tumbolier Switch No. 21096; 3 levers for 3-circuit 
control. See i//ustration in upper left corner. (Also 
furnished for 2- circuits No. 21095). 

Switch and Receptacle Combination, No. 8998. 
Illustrated in upper right corner. 

Receptacle and Warning Light, No. 1109. Illustrated 
in lower left corner. Lamp lights while plug is 
inserted and current is ON. 

Switch and Warning Light, No. 1160. Illustrated in 
lower right corner. Lamp lights while switch is ON. 


Send for new Catalogue ‘‘T’’ and see 
the latest in ALL needed Wiring Devices. 


THE HART &HEGEMAN MFG. CO. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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Age is not necessarily a guarantee of excellence—but the fact that Standards 
are made by the oldest exclusive manufacturers of electric ranges must have a 
certain significance to you as a distributor or dealer. ‘“To do one thing well’’ 
is always a laudable aim. It has been the aim of the Standard organization 
from the beginning—‘‘to do one thing well’’—to make electric ranges of the 
highest quality and of the greatest efficiency. And to accomplish this aim, 
Standard has brought to bear, as we have said, the longest continuous experi- 
ence devoted to this one object. Asa result, Standard Electric Ranges meet 
the requirements that distributors and dealers must place on every item of 
merchandise—shey se//. And they sell in every field of electric range use—for 
Standards cover all electrical cooking needs. ‘The Standard policy of mer- 
chandising through established distributors and dealers is one which assures 
full return for your efforts as a jobber’s salesman in developing increased busi- 
ness on this meritorious merchandise. 


monthly issue will soon be mailed. We shall be glad to place 
your name on the mailing list, upon request. . 


{ Do you receive the Standard News? The fiftieth consecutive | 


The Standard Electric Stove Company - Toledo, Ohio 


RE: lll aa 
STANDARD QUALITY IS NEVER QUESTIONED 
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Owing to the ever present moisture the ne- 
cessity for rugged equipment is evident and 
difficulty has been found in the use of ordinary 
insulated cable, drop cords and bare lamps. 
After making many tests the company operat- 
ing the cave property rewired the entire job 
using lead-covered cables and Benjamin reflec- 
tors and Benco sockets. 


hd 


‘. 





* 


From Berks County, 
Pennsylvania, comes an ex- 
ample of a most interest- 
ing and unusual applica- 
tion of electric lighting. 
Crystal Cave, situated near 
Kutztown, is visited daily 
by many tourist sightseers. 
Ordinary methods of torch 
or flashlight illumination 
have proved inadequate 
because of the difficulty of 
proceeding on foot into 
many deep recesses. At 
the same time without 
proper ,illumination many 
weird and remarkable for- 
mations remain undis- 
closed. 











It is now claimed that ultra-violet rays take care of 
the scalp troubles which are said to be the principal 
cause for the stoppage of hair growth, falling hair and 
other ailments that result in baldness. The violet-ray, 
according to the manufacturers, not only kills germs 
and remedies surface affections, but also penetrates the 
hair roots and stimulates their growth. Photo shows a 
beauty shop operator using a “Brite-Sun” ultra-violet 
machine for that purpose. 
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werrry 


Below: Anita Page, screen 
player, is the first to have her 
voice analyzed by the “telegra- 
phone” at the same time she is 
photographed by the movie 
camera. The tests were started 
recently by the University of 
Southern California to prepare 
the voices of motion picture 
stars for the coming of “talk- 
ing movies.” President Rufus 
B. von Kleinsmid of the 
U. S. C. is supervising the 
tests.—P. & A. 


The above photograph shows 
the new “Hubbard Line-builder” 
display truck. It consists of a 
2, ton White Truck chassis 
and a special body. The truck 
chassis is equipped with extra 
heavy tires, there being dual 
wheels on the rear. There are six 
doors, three to each side of the 
truck and six inside panels. The 
inside panels are lighted by a spe- 
cial lighting system which works 
direct from the truck ignition sys- 
tem. On these panels is mounted 
a complete line of samples of 
pole line hardware and construc- 
tion specialties. The truck is so 








wired that when it 
is used for display 
at conventions the 
current for light- 
ing the body can 
be taken from the 
regular 110 volt 
circuit and in this 
way save the stor- 
age battery of the 
truck. Inside the 
truck there are 
shelves and com- 
partments for 
carrying literature, 
luggage and other 
miscellaneous ma- 
terial, including a 
number of loose 
samples for in- 
spection by various 
engineers. It will 
also carry a com- 
plete set of in- 
struments for 
making field tests 
upon the products. 








to 
oO 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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May 15 to | General | May 15 to General May 15 to General 
COMMODITY June 15 Trend June 15 | Trend June 15 Trend 
Bis Taieletck | lalelelslt,latels | 
Sle lelelélsi gle (elzelé|s lslzZl2lzl2 8 | 
Teegetemmats tasters, detineion P| | vol xa| of au 1 | afrtan{ of mi a | al o| a] 0! 4] 0 | 
Poles and pole-line hardware...... ........ 3 | 8 | 13 | 0 | 20 a ae 17 5 1 22 0 3 | 7 | 0 | 0! 5 | 0 | 
Switchboards and accessories...........---- o| 12 | 15 | 0| 20 | 1 1| 12| 12 6 | 27 | 1 2 | 3} 2] 0| 7 0 | 
Motors and control apparatus..............-. nie | 15 11 0 | 21 | 0 ] 4 | 15 | 9 8| 27 | 0 1 4 2) o!| 3! 0 | 
Safety SWITCHES. 2.6: 0 00 cee ees pe aeeeenae aes | 11 | 16 | 1 | 0 | 20| 3 16 | 15 | 1 14 29 | 0 4 | 6 ! 0; 0 ! 5 ! 0 | 
Wiring Gevices.........cccccccecccccececces | 8 | 16 5 | 1 14 8 11 | 17 | 3 | 1 | 18 | 9 4 : 4| SiO) @i) 3 
Conduit and fittings.........-.++ss+++seeee- 12 13 | 4 1| 19| 2 || 1" | 14 | o| 1! 28 | 1 || | 5| 1| 0| 5| 0 | 
BUSOR si aoieia nist ie tihin hw clk. Helceiceiee'e SEV Sane 6| 20| 21 hae 2 tl] al “a a ee 0 1 x ai * ai 0 | 
R. C. wire and cable.......2.cccccccevcccee 4] 15 . Bi. ad 7 sad 15 a I 13 9 * 2 | 1 0! 3! 2 | 
Aes Serre reerrrrrrrererrry rrr | on ie 1} 10| ‘ 4 al ied sd + ee n 5 al Oo; 1! 4! 1 
LOE recom tre tlcosgctegteounwaamenepe | 7| 16! “1 ei oat 2 A . A ee 1 2} 5! 1! 0 5! 0 
Se ia so 6550205. 0s ncede n Gate | 4 14 13 0 21 | 1 9 18 | 4 0 | on 1 9 2 6 1! 0! 5! 0 
] j ] 
Commercial lighting units.................. | 5 | 10 11 0 20 2 8 . 15 | 7 0 26 1 4 7 5 1! 0! 1! Oo 
Residential lighting units................... 2 | 8! 11 | 0 14 | 3 7 | 8 10 0 23 2 1 2 | 2 | o! 3! 1 
| 
‘ . | | | | Bie 08 a | 
Street lighting equipment..................- | 2] 6] 14] 1] 18] 0 2! 6! 13| 0} 20] 0 o| 4] 3] 0! 4] 0 
PTT TUTTE TTT TOE TTT | 3 13 12 0 16 5 a 14 1 0 4 , 0 6| 2! 0! 4 0 
Motor-driven appliances.................... | 0 | 6 : 18 0 | 16 2 1 13 : 12 0 25 1 0 | 4 | 2! 0! 4! 0 
Rs te ae ravisies Plata’ Guat si Palka abatie tat clabel at « | 
WO scence ioe ie cM at wal arala Cul al cf el «3 | 
Flashlights and batteries................++.. | 1 | is| a| 0| sal 2 a 19 si a oi 1 o1 7! Oo! oO! 38 pa 
Telepmeme GUIMRORE.. ccc ccc cescces | 0 " | 14. 0 15 o | Oo 4 | 13! 0 14 0 0! 3 2! 0! 21 0 
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_|Good | Fair | Poor || Good | Fair | Poor || Good | Fair | Poor 
Ape. 15—BMay 16, WSS .......2cccccceies «| 16% | 430% | 19% 20% 48% | 32% |} 25% t 56% | 19% 
Mar. | Mi--Apr. 16, BOGB .... 00 cscvcvwcies 21% 3 Te _ 19% aT 50% I ore | 50% 23% 
i 2 . €« + serena 17% | 49% | 34% | 21% | 49% | 30% | 82% 34% 34% 








*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States all between. 
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The Goat-Getters 
T HAT we are sick, we dispute. That 


we are worried we don’t deny. 

These attention attracting words were 
uttered by George E. Cullinan in his address 
as chairman of the board of directors of the 
National Electrical Wholesalers Association. 
And he went on:—“When we think of a 
business as sick, we have in mind a business 
pierced through and through with failures; 
a business with more liabilities than assets. 
The electrical supply jobbing business has 
been surprisingly free of failures in the past 
year—very few financial failures and fewer 
failures to do the job for which the jobber 
has been established.” 

Here is a direct challenge to those who 
apparently are out to get the wholesaler’s 
“goat.” The wholesaling business is not 
sick, though it certainly has been jarred out 


of its complacency. It is a good business to. 


be in. It is a good business to bring your 
boy up in. There is money in it; achieve- 
ment in it. And don’t forget, it is a neces 
sary business, existing and increasing through 
its very necessity. 

What is the best way to fight the “goat 
getters?” 

By organization. If you must worry, worry 
ina group. And while you worry, plan. 

This industry has in the National Electrical 
Wholesalers Association an organization 
wherein the electrical wholesalers can pre- 
sent, if they will, a united front to the “goat 
getters.” There is no room and no need for 
two associations or three or any other num- 
ber. 

Time was when the independent whole- 
saler felt that in the old E. S. J. A. he was 
side tracked—while invited in a “come 
around sometime” way, he was not really 
one of them. But conditions have changed. 
The independents are actually coming into 
control of association affairs. And what is 
significant, the afhliated elements have in ef- 
fect, if not officially, said: “Here, if you 
wish to run the show and have any good 























plans for getting the crowd in and making 
the performance more worth while, go to it, 
and more power to you.” 

Electrical wholesalers, you are now facing 
new and serious problems that are arising out 
of rapidly changing conditions in all business 
in general and the electrical business in par- 
ticular. You cannot cope with these prob- 
lems single handed and even if, as individuals, 
you had the correct solution to every one of 
them, as individuals you could not get to 
first base in applying your solutions. As an 
organized, militant, resourceful body of 
wholesalers, and in that way only, can you 
bring about betterment of conditions in your 
industry. 

The way is open to you in the National 
Electrical Wholesalers Association to get into 
the fight, and help this industry keep its head 
up and moving. There is no wholesaler so 
small that his services and his opinions are 
not needed in association work for the com- 
mon good. 

There is of course need for small local 
groups and clubs of wholesalers to apply hot 
water bottles to their local pains. Do 
all of that kind of work you desire. But 
something far broader in its application and 
more drastic in effect is needed to bring the 
industry back to normalcy and stage a real 
counter charge at the “goat getters.” Get 
into the National Electrical Wholesalers As- 
sociation, get in at once and leave your coat 
out in the stockroom. 
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The Banker Man 
A SALESMAN is always on the lookout 


to give a tip to some other salesman 

as to where he can get business, pro- 
vided, of course, that it does not hit too close 
home. Among the fraternity it is a case of 
‘You help me and I help you.” 

Behind the railing in every bank sits a man 
who is just as much of a salesman as if he 
carried a sample case. There are several of 
them in every town in your territory, just as 
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Managing Editor 


hungry for business as you are. There should 
be some way in which they could help you 
and you help them. And there is, as sug- 
gested in Mr. Rowland’s “Brass Tacks” 
article in this issue. 

One of the difficulties in the wholesaling 
business is to get your dealers to pay, and, 
what is more, pay on time. All of them do 
business at banks, as far as carrying accounts 
is concerned and checking against them 
(when they absolutely have to). But few of 
them look upon the banker as a man having 
a service to sell them, or as a man who is 
willing and anxious to work with them in the 
conduct of their business. 

Did you ever try going in and getting ac- 
quainted with a good bank executive in each 
section of your territory and telling him you 
had a business “prospect” or two for him 
that you wanted to bring in some day and 
have him meet? Then did you follow this 
up by going to one of your slow pay dealers 
and saying: “Bill, I want you to go with 
me and meet my friend Jones at the First 
National. He’s a good scout and has got 
some ideas you can use.” 

Then take your dealer in and have Jones 
explain to him about short time loans, and 
how the bank is fixed to advance him cash so 
that he can discount his bills and save money. 

Everytime you put through a deal of this 
kind what are the results? You have estab- 
lished your dealer on a more solid financial 
looting, raised him in his own opinion and 
started him on the road to bigger business, 
meaning more sales for you later. You have 
made a prompt paying account for your 
house out of a slow one—more profit. You 
have made yourself solid with the banker by 
bringing him a piece of business, and he will 
be on the look out to do you a good turn 
when he can, and his connections make prob 
able that eventually he can turn some busi- 
ness your way. 

Again, we repeat, did you ever try this? 
It is worth thinking over. 


a * = 
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Chicago a Fortunate Choice 
HE Semi-annual Meeting of the Na- 
tional Electrical Wholesalers Associa: 
tion is going to be held in Chicago 
next fall—the week beginning November 
19th. It has been many years since its con- 
vention was held there. Whatever may 
have been the reasons governing the 
choice, it appears to us to be particularly 
fortunate from one standpoint. 

Chicago is the second largest electrical 
wholesaling center in the country as consid- 
ered from the angle of the number of small, 
independent electrical wholesalers that have 
sprung into existence in the last two years. 
As in the city of New York, the number has 
been augmented literally by scores. 

This has led to a serious problem, locally. 
These new wholesalers, many of them, have 
been, apparently, devoid of any ethical sense. 
Others, whose hearts were in the right place, 
perhaps, in order to secure some sort of a 
foothold, have been led into practices which 
have been nearly demoralizing locally. 

A few men like Fred Eisemann, Martin 
Wolf and John Duncan, have been working 
long and earnestly to try and bring order out 
of chaos. Innumerable meetings have been 
held. These new wholesalers have been 
brought into them in an effort to teach them 
the necessity of conducting their activities 
along lines having some respect for the ethics 
of the business. Much of this work has 
borne fruit, but on the whole it has been 
more or less discouraging to the leaders. 

Now comes the great meeting of the 
N.E. W. A., itself in process of rejuvenation 
and with new blood and a growing respect 
for the problems of the independent whole- 
saler. It would seem that this meeting in 
Chicago is going to come at a time when it 
will crystallize the efforts of these men who 
have put in so much effort toward improving 
conditions. The meeting should be a rallying 
point. Every wholesaler in the city can be 
brought in there and given a much broader 
viewpoint in respect to the industry. 
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News From The Wholesale Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 








out Monthly ‘What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 


and their Salesmen. 


All this Enables It to Reflect from Month to 


Month the Personal Element in the Industry. Your Co-operation is 


Solicited in Making this Human Side of the Magazine More Interesting. 


Frank Stewart Sells Out to 
G: E. 


The General Electric Supply Corp. 
acquired, on June 1, the business 
of the Frank H. Stewart Electric 
Co., Philadelphia. The business will 
be run under the name General Elec- 
tric Supply Corp., and the principal 
offices and warehouses of the Phila- 
delphia division will be continued at 


85 N. 7th St. 
Geo. H. Carnall, who has been as- 
sociated with the business for 24 


years, will be continued as general 
manager. No changes in the work- 
ing personnel are contemplated. J. G. 
Johannesen, of New York, is presi- 
dent of this division. 
* * 
New Home for Kiefer 
The Kiefer Electrical Supply Co., 
Peoria, Ill., recently moved into its 
new and larger quarters at 300 S. 
Washington st. The new house gives 
them the advantage of an attractive 
display of residence and commercial 
lighting units. The dealers, they say, 
are taking advantage of this display, 
in and making 
sales from the pieces shown. Another 
the switchtrack facilities 
permitting heavy material to be un- 


bringing customers 


feature is 


loaded directly in the warehouse. 
* * * 
Interstate Celebrates Twenty- 
fifth Birthday 


The Interstate Electric Co., of New 
Orleans, celebrated its 25th anniver- 
sary on May 5. There was a big 
jubilee banquet attended by more than 
100 officers, employees and business 

the 
Stern 
In 


12 page supplement in the 


friends of company. President 
the 


to that there 


Percival was principal 


speaker. addition 
was a 
Times-Picayune of Monday, May 7, 
all full of Interstate, its history and 
accomplishments together with pic- 
tures and biographies of all its men 
from the president down, including 
office and warehouse 


salesmen, men 


employees. 


President Stern said at the ban- 
quet: 

“It seems to me quite likely that 
where we now have a few branches 
and affiliated organizations, the end of 
our second quarter of a century will 
find us with from 50 to 75 such sub- 
sidiaries, operated by our friends and 


co-workers.” 


* * * 
Westinghouse Agent-Jobbers’ 
Meeting 
The Westinghouse Agent-Jobbers 


Association held a large meeting at 
The Homestead, Hot Springs, Va. 
There was an elaborate program as 
usual. Many of the delegates also 
stayed over for the meeting of the 
National Electrical As- 
sociation the following week. The 
next meeting will be held November 6. 


Wholesalers 


New officers elected are as follows: 


President, Walter Williamson, vic 
pres. and gen. mgr., Alpha Electric 
Co., New York; Vice President, J. S. 
Tritle, gen. mgr., Westinghouse Elec 
tric & Mfg. Co., Mansfield, Ohio: 
Secretary, H. M. Gansman, vice-pres. 
and gen. mgr., H. C. Roberts Elec 
tric Supply Co., Philadelphia; As 
sistant Secretary and Treasurer, H. 
T. Pritchard, office mgr., Westing- 
house Electric & Mfg. Co., Mans- 
field, Ohio. 

Executive Committee: W. I. Bick 
ford, sec.-treas., Iron City Electric 
Co., Pittsburgh; W. W. French, vice 
pres. and gen. mgr., Moore-Handley 
Co., Ala.: 
Karr Parker, treas., McCarthy Bros. 
& Ford, Buffalo, N. Y.; J. C. 


Schmidtbauer, vice-pres., Julius An 
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From a field of approximately 5000 competing salesmen, Leon N. Wells of the 
Central States General Electric Supply Co., came out winner in the Tungar “Boost 
the Battery” Campaign, thereby winning the grand prize of $400. This was a na- 
tional campaign divided into Eastern, Central and Pacific districts, and he was high 
man of all the districts. Central States also won first in the central zone in the 
dealer part of the contest. Mr. Wells has been in the electrical business for 25 
years, starting when he was 14 years old. The first 14 years were in Schenectady, 
with the General Electric Co. and the last 14 years in Chicago, with the Central 
Electric Co., now Central Staces G. E. Supply Co. 


























This fan is installed in 
the home kitchen window 
in a few minutes. 

Also made in wall-box 
model for built-in installa- 
tion. 

Our booklet 2321 gives 
complete information on 
the BREEZO line. Write 
for it today. 
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3 ere is a market “Planted” for 
you which you can sell during the 
“Summer Sales Contest.’ July and 
August are peak months for the 
sales of Buffalo Breezo Kitchen Ven- 
tilators. 


Every contractor-dealer in 
your territory should canvass his 
prospects and customers during 
these months when cooking odors 
are so obnoxious. 


Sell your contractor-dealers on 
the idea, and cash-in on their com- 
bined efforts. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


A Summer Market for the Contest 
= Sell Buffalo Breezo 


Buffalo Forge Company 


201 Mortimer St. Buffalo, N, Y. 


“BUFFALO BREEZO” 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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drae & Sons Co., Milwaukee; B. E. 
Finucane, gen. mgr., Rochester Elec- 
trical Supply Co., Rochester, N. Y.; 
A. E. Allen, vice-pres., Westinghouse 
Lamp Co., 150 Broadway, New 
York; N. G. Symonds, Northwestern 


dist. mgr., Westinghouse Electric & 
Mfg. Co., Chicago; M. C. Morrow, 


sales mgr., Westinghouse Electric & 
Mfg. Co., Mansfield, Ohio; T. J. 
Pace, director of sales, Westinghouse 
Electric & Mfg. Co., East Pittsburgh, 
Pa.; C. E. Stephens, Northeastern 
dist. mgr., Westinghouse Electric & 
Mfg. Co., New York; S. A. Chase, 


special representative, merchandising 


dept., Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio. 
* * * 


Manhattan’s New Chicago 
Home 


When the Manhattan Electrical 
Supply Co.’s Chicago warehouse and 
offices were destroyed by fire early 
this year, it was, of course, necessary 
to locate in a new home immediately 
so that business could be carried on 


without loss of trade, and without 


seriously inconveniencing customers. 
Accordingly the company quickly set- 
tled in a large building at 108-114 
W. Illinois St., manufacturers sup- 
plied new stocks with marvelous co- 
operation, and business was carried 


on with hardly a break. 


The new location of the Manhattan 





Home of Manhattan, Chicago 
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Location of Manhattan’s Chicago Warehouse 


house seems ideal in almost every re- 
spect. To begin with, it is near the 
former place of business and yet 
away from the heavy downtown con- 
gestion. Salesmen and customers have 
plenty of room to park their cars, 
with no time limit, as was the case 
in the loop. Dealers, contractors and 
other trade from the north and west 
sides find Manhattan’s new home 
much more accessible and find, too, 
that they can save considerable time. 

Another feature of the new home 
is its proximity to a large freight 
depot, making it possible to bring 
home incoming shipments of stocks 
in much less time than was possible 
formerly, and in much less time than 
it can be done by the average whole- 
saler in Chicago. 

Manhattan also is now much nearer 
that section of the north and north 
east sides where a great frenzy of 
building is going on, and the sales- 
men are primed to get their share, or 
more, of the business available. The 
La Salle Street widening, one of the 
biggest jobs being undertaken by the 
city at this time, bodes further good 
for Manhattan as they are just a 
half block off La Salle. 


As for the building itself—the of- 
are completely equipped with 
new desks, chairs, files and all other 
necessary equipment. Large windows 
all along the front admit enough day- 
light to do away with the necessity 
of lights, except on very dark days. 
A visit to the stock and shipping 
treat to the eyes—-new 
shelving and new stocks in perfect 
order, all arranged in a manner most 
convenient to the handling of the 
goods by the stockmen and shipping 
clerks. Conduit racks, as_ strong, 
solid and good looking as can be 


fices 


rooms is a 


found in any wholesaling house—- 
packed with shiny, new conduit. At 
the back, in the shipping room, is 
space enough for four big trucks to 
back in against the loading platform 
all at one time. One of the best fea 
tures is the 12 foot basement whic!) 
makes it possible to store conduit up 
right—a decided advantage, those whio 
have the usual eight foot basement 
will aver. 

Manhattan occupies the first floor 
and basement in a four story build 
ing and boasts approximately 2000 
sq. ft. more of floor space than was 
available on Wells St., where the) 
used three floors and the basement. 


Manhattan no longer caters to « 
counter trade. In a little hall off 
the office is a little counter about 31/, 
feet long, which is utilized as a pick 
up desk for the convenience of the 
few customers who must run in to 
pick up hurry orders now and then. 
Other than that there is no counter 
and no counter business will be car 


ried on. 
* * * 


Southern Electric Takes the 
G. E. Name 


The name of the Southern Electric 
Co., Baltimore, Md., has been 
changed to General Electric Suppl; 
Corp., as announced by President 
J. G. Johannesen. This is for th 
purpose of more closely identifying 
this company with the General Elec 
tric Co. and does not indicate any 
change in financial ownership. I 
merely evidences the continuation ot 
an association between the two com- 
panies which has existed for many 
years. 


No change in organization or pol- 
icy is involved. 
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Tell your contractor customers these 




















‘ 


1. Romex gives a safer 
job. 


2. Romex is easier to 
fish through old walls. 


3. Romex requires fewer 
fittings. 


4. Romex reduces labor 
costs considerably. 


5. Romex is lighter and 
easier to get to the 
job. 


6. Romex gives a neater 
appearance if any 
surface wiring has to 
be done. 


7. Romexshows alarger 
profit per job. 


If you would like further 
information, write 
for the latest Romex 
booklet. 


ROME WIRE COMPANY 
DIVISION of GENERAL CABLECORPORATION 
Rome, New York 


| “te 7 seasons 
for using Romex in old houses 











ROME WIRE 


2810-R 





FROM WIRE BAR TO FINISHED COPPER WIRE 
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Get These 





Known Everywhere 


Old in number of years, high in qual- 
ity, dependable in performance: these 
are a few reasons why Union Fuses are 





known and accepted everywhere. 
Preferred by 
Union “Renewables” are made in knife : 
blade and ferrule types—the knife blade type Experienced Toy Buyers 


for the larger capacities, one of which is 
shown. In the ferrule type, the links are 
furnished bent at one end to make renewal 
easy and quick. In the knife blade type the 
ends of the fusible link are notched so that 
nuts which hold them need be loosened only 
slightly to remove or replace the link. 




























Performance has built a widespread 
reputation for Jefferson Universal Toy 
Transformers—performance which as- 
sures safety to children, satisfaction to 
the toy buyer, and profits to the dealer. 










Five models operate all makes and 
sizes of electric trains and toys—safely 
and with perfect control of speeds 
which pleases everyone. Guaranteed 
quality—meet all requirements of Un- 
derwriters’ Laboratories. 


Union Casings withstand more blowouts. 
Because Unions are worth more, they really 
cost less. 


UNIGN FUSES 





















Get your full share of this profitable 
business by pushing the Jefferson Line. 







UNIVERSAL TOY TRANSFORMERS 
CRS REC RRR ORE TORS 






The 


Jefferson Nucode Transformer 
appeals instantly to every contractor 






It saves time, because both the transformer and drop 
light are quickly installed on one box—saving conduit, 
one box, and time. The Nucode fits round, square, 
or octagon outlet boxes, thus making a stock of various 
sizes unnecessary. 










The Nucode is a quality transformer throughout, 
highly efficient, guaranteed, and the name Jefferson 
gives it instant acceptance and active demand every- 
where. 


“UNION - GEM 


The products of this company are entered in the prize contest for this month. A $25 














prize will be awarded the salesman selling the greatest quantity during the month. ( 
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Good Profit Items 
on Every Ordev..... 


The Market Is Wide— 
Quality Well Known 


Here is a line combining all the 
qualities which make for bigger vol- 
ume and higher net profits: the 
Union-Gem-Jefferson Line. 


Every customer you call on— 
dealer, contractor, factory, office 
building or hotel—needs Union 
Fuses. Gem Powerlet Conduit Fit- 
tings and one or more of the many 
types of Jefferson Transformers are 
needed on every building job. ‘Thus 
the way is open to adding at least a 
few of these items to every order. 






















A Complete Line of 
Malleable Fittings 


Gem Powerlets are the original con- 
duit fittings cast from malleable iron. 
Heavily galvanized, they are rustproof. 







The margin of profit on the com- 
plete Union-Gem-Jefferson Line is 
and always has been based on the 
‘live and let live” principle. 






Cast in one piece, Gem Powerlets 
have no seams, welds or inserts, and 
because of the toughness of malleable 
iron they won't crack. 








And the widespread reputation for 
unsurpassed quality assures immedi 
ate acceptance everywhere for every 
Union-Gem-Jefferson Product. 


Hubs are threaded accurately, guar- 
anteeing waterproof joints and elimina- 
tion of high resistance points in the 
conduit run. 












Powerlets are easily, quickly installed 
because they provide plenty of room for 
wiring, lie flat and the assembling 
screws don’t drop out and get lost. 


GEM POWERLETS 





New Catalog 


To make the most of the oppor- 
tunities offered by Union-Gem-Jef- 
ferson Products, you need complete 
information. A new, complete 
catalog No. 33 is just off the press. 
Write in for a copy and see that 
each of your customers has one. 






CHICAGO-JEFFERSON FUSE & ELECTRIC CO. 
1519 West Laflin Street Chicago, Illinois 


‘JEFFERSON 


The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the. month. 
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Midway a Comer 

The Midway Electric Supply Co., 
of New York, celebrated its first 
anniversary on May 5, 1928. First 
there was a theatre party, after which 
the employees of the firm gathered 
at the Hotel President where enter- 
tainment and food were furnished in 
abundance. After an elaborate supper, 
some of Broadway’s celebrities fur- 
nished an entertaining program. The 
guest of honor was Stephen Amato of 
the Bright Star Battery Co. 


Since its entry into the wholesaling 
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Camp Co-operation VII 


The seventh electrical league con- 
ference—Camp Co-operation VII— 
held under the auspices of the League 
Council and sponsored by The So- 
ciety for Electrical Development, will 
take place at Association Island, 
Henderson Harbor, New York, Au- 
gust 2 to 7, inclusive. Invitations 
have been extended to officers and 
members of national associations and 
electrical leagues and to a selected 
list of executives of the various 
branches of the industry interested 








Left to Right: 





M. Katzman and L. H. Stiege, of the Midway Electric Supply Co.; 


J. Joseph, of the McGill Mfg. Co. 


field, this company has made consid- 
erable progress. At the present time, 
it is travelling five salesmen in greater 
New York and Westchester County. 


Messrs. L. Stiege and A. Baxter, 
who were formerly connected with one 
of the supply houses in New York, 
are the dominating factors of this 
concern. Considerable credit must also 
be given to Mr. M. Katzman, whose 
untiring efforts have helped to make 
the Midway Electric Supply Co., one 
of the fastest growing supply houses 
in New York. 

Some of the nationally advertised 
manufacturers whom they represent 
are: Hart & Hegeman Mfg. Co.; Mc- 
Gill Mfg. Co.; National Metal Mold- 
ing Co.; Bright Star Battery Co.; 
Pass & Seymour Co.; Hunter Fan & 
Motor Co. 


* * * 


Jos. L. Breen has been promoted 
from the office of the John E. Graybill 
company, York, Pa., to the outside 
sales force. 








in promoting business locally by co 
operative methods. Already, man, 
acceptances have been received 
which point to a well attended 
meeting. 
* * * 
Changes in Personnel 

Epw. Garney, formerly with Fish 
back & Moore, recently made connec 
tions with the firm of Joseph Kurzon. 
New York, as service manager and as- 
sistant buyer. 


M. D. WixuraMs has been appointed 
manager and sales manager of the 
Lake States General Electric Supply 
Co., Detroit. J. H. Freemeyer has 
taken a position as credit manager. 


Tue Star Electric Supply Co., 
Newark, N. J., has placed Wm. F. 
Slater, Jr., in charge of its new radio 
department. 

* * # 


Delinquent Accounts 

The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and wholesalers 
through its various divisions, for May. 
1928, as compared with the same 
month.the previous year. Also these 
figures are shown for the first five 
months’ period of 1927 and 1928. 


MAY 8381, 1928 
COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 


NUMBER OF ACCOUNTS REPORTED 

















Jo %o 
Increase Increase 

May or 5 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
INOW “TOU a cs GERI S59 'Sks os oe 248 337 «=+359 % &1815 #41548 —14.7 % 
Middle & Southern Atlantic . 144 218 +514 % 813 978 +20.3 % 
New Bingland «..Grcc ate «60 0s.02 5008 213 162 —23.9 % 767 635 —17.2 % 
Sg egy GS ae | 10 18 +80 % 84 84 —23.8 % 
RROD Sh. ssc RS oo Sc gaeu 827 753 — 895% 4857 4285 -—118 % 
TOTAL, Sees oak o's 1442 1488 + 3.19% 8336 7510 — 9.91% 

TOTAL AMOUNTS REPORTED 

% % 
Increase Increase 

May or 5 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
An eae $ 40,899 $ 47,608 +164 % $289,206 $218,462 —24.4 % 

Middle & Southern 
Co |i ae 19,772 32,905 +664 % 102,216 128,444 +25.6 % 
New England .......... 18,490 24,166 +30.6 % 78,786 81,458 + 3.39% 
Packoe Ceas .. 5 i66...6 1,924 2,811 +-46.1 % 12,002 11,685 — 3.06% 
COTE Cet ett 96,318 88,753 — 7.85% 571,611 514,959 — 9.91% 
TOTAL..........$177,403 $196,243 -+-10.6% $1,053,821 $954,958 — 9.38% 
AVERAGE AMOUNTS 

May 5 months 
Division ‘ 1927 1928 1927 1928 
fas. a Sn Sia $165 $141 $799 $711 
Middle & Southern Atlantic ................ 137 150 626 655 
eT Ean NL iis. ae 86 149 518 633 
Pa TEE ne reas ss oie ca SRR ks 192 156 926 728 
MME acon 5. o.-4, ab ae co sted ie edo a iis 116 118 592 603 
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SALES on Sterling Reflectors for 
the first six months of 1928 have 
been the greatest in our history. 


As the demand for efficient and ef- 
fective lighting grows more insistent, 
so, too, do the sales on Sterling Re- 
flectors. Quality equipment that ren- 
ders the largest measure of service 
and satisfaction always wins sales. 


And we enter the remaining six 
months of the year confident that 
our Wholesalers, Dealers, and Repre- 
sentatives everywhere will share in 
bigger and better sales and profits 
than ever before, by featuring 


the Sterling line. 


Reflector & Illuminating Co. 


* Representatives in All Principal Cities 


1411 Jackson Blvd., Chicago, U.S.A. 


Show Window of BALDWIN 

PIANO CO., CHICAGO, illu- 

minated with Sterling Reflec- 
tors No. 253. 











Central 
Electric 
Company 


Chicago, 
Illinois 


*Banks-Miller 
Supply 
Company 


Huntington, 
West Virginia 


Crescent City 
Electric 
Company 


Evansville, 
Indiana 


*Geo. H. 
Buckminster 
Company 


Boston, 
Massachusetts 


*Electric 
Appliance 
Company 


Chicago, 
Illinois 


*Canadian 
General Elec. 
Co., Limited 


Toronto, Ont., 


Canada 


Englewood 
Electrical 
Supply Co. 


Chicago, 
Illinois 


*Graham- 
Reynolds 
Electric Co. 


Los Angeles, 
California 


*Florida 
Electric 
Supply Co. 


Jacksonville, 


Florida 


Are You Asking 


Your Salesmen to 


Do the Impossible? 


As a jobber you are probably handling 
2000 to 5000 articles, including special- 
ties. Do you believe that it is possible for 
any salesman to keep so many articles 
adequately and continuously before, say, 
300 buyers by oral presentation alone? 
And particularly when his calls of a few 
minutes are made at intervals of from one 
to four weeks. 


The inevitable “slippage” through in- 
complete presentation of your goods in 
the territories of even four or five sales- 
men would much more than pay for the 
finest of catalogues, built to your measure 
on the Donnelley Unit Selection Plan. 


Such catalogues will multiply the influ- 
ence of your salesmen. They will pay 
dividends to you—and to your salesmen 
also. 


May we make a survey of your individual 
requirements for quotation, without ex- 
pense or obligation? You can have new 
catalogues at work for you by the opening 
of 1929. 


*These jobbers are among those who have had 
from two to ten editions of catalogues compiled 
by the Donnelley organization. 


The 
Hardware & 
Supply Co. 


Akron, 
Ohio 








*Indianapolis 
Electric 
Supply Co. 


Indianapolis, 
Indiana 


*Interstate 
Electric 
Company 


New Orleans, 
Louisiana 


Listenwalter 
& Gough, 
Inc. 


Los Angeles, 
California 














*Matthews 
Electric 
Supply Co. 


Birmingham, 


Alabama 


*Mills & 
Lupton. 
Supply Co. 


Chattanooga, 
Tennessee 


The 
New England 


Electric Co. 


Denver, 
Colorado 


*Northwest 
General Elec. 
Supply Co. 
St. Paul, 


Minnesota 








You Will Be 
in Good Company 
at the Lakeside Press 


Therepresentative jobbers listed on these 
pages have already had catalogues of Elec- 
trical supplies compiled on the new Don- 
nelley Unit Selection Plan, or are having 
us compile catalogues now. 











The Donnelley compiling service is 
maintained for jobbers who realize how 
necessary it is to concentrate all of their 
efforts for increasing turnover on a care- 
fully “hand picked” selection of goods, 
instead of “shooting at Electrical supplies 
in general.” 


The Lakeside Press offers you the best 
there is in supply catalogues, and the one 
highly specialized organization of prac- 
tical Electrical supply men, compilers, 
checkers and indexers to handle the 
work; undivided responsibility for the 
compiling, printing, and binding in one 
organization, with the highest financial 
responsibility, and the Lakeside Press 
standard of quality. 


R. R. DONNELLEY & SONS 
COMPANY 


Compilers of Electrical Supply Catalogues 
for More Than 20 Years 


CHICAGO, ILLINOIS 








*The 
Riechman- 


Crosby Co. 


Memphis, 
Tennessee 


*Pettingell- 
Andrews 
Company 


Boston, 
Massachusetts 


*Rumsey 
Electric 
Company 
Philadelphia, 


Pennsylvania 


*Union 
Electric 
‘Company 


Pittsburgh, 
Pennsylvania 


*Southwest 
General 
Electric Co. 


Dallas, 
Texas 


*The 
Washington 
Elec. Sup. Co. 


Spokane, 
Washington 


Stubbs 
Electric 
Company 
Portland, 


Oregon 


West Virginia- 
Ky. Hdwe. 
& Supply Co. 


Huntington, 
West Virginia 


*Swords 
Electric 
Company 
Rockford, 


Illinois 
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ive News 


bout Live Ones A 


9 








H. E. 


LinpBerG, who formerly 
called on the northern Minnesota trade 
for The Belmont Corp., Minneapolis, 
has been transferred to southern Min- 
M. S. Hezzelwood has taken 
over Mr. Lindberg’s old territory. 
Wm. H. A. Anderson, one of the com- 
pany'’s city salesmen has taken the 
fatal step. It is now Mr. & Mrs. Wm. 
H. A. Anderson. 


nesota. 


Tue Carroutzt Electric Co., Inc., 
Washington, D. C., recently added 
two salesmen to its staff—Messrs. Mc- 
Glosson and Moran. 


E. E. Hype has joined the Braid 
Electric Co., Nashville, Tenn., to 
travel western Tennessee. Geo. Ran- 
dolph, who formerly covered this ter- 
ritory, has assumed the duties of a 
traveling service man. 


Miss Parricia ReNnNiz, appliance 
manager with the Union Electric Sup- 
ply Co., Providence, R. I., has re- 
sumed her work after a six weeks’ 
stay at her home in Audubon, N. J., 
where she went due to her parents’ 
illness. 


J. W. Srover is a new salesman 
with the Ford Brass Co., Springfield, 
Mo. 


Wm. H. Timmons has been em- 
ployed as counter man at the Gettys- 


burg branch of M. A. Hartley & Co. 


Frep C. Puituips has been trans- 
ferred from road territory to the 
North Coast Electric Co.’s city sales 
at Tacoma, Wash., taking the place 
of Oscar Hagenson who will cover 
this company’s northern 
working out of Seattle. 


territory, 





Hoyt L. Hustep is a new man go- 
ing the rounds in southwestern Iowa, 
traveling out of Terry-Durin’s Des 
Moines house. 





S. E. Penrz has been added to the 
sales force of the Reiman Wholesale 
Electric Co., Los Angeles, Calif. 


E. P. Yocum, E. W. Gaughan and 
G. Short are three new names on the 
pay roll of the Erner Electric Co., 
Cleveland, the former two are sales- 
men and the latter is a counter man. 


Tue Lake States General Electric 
Supply Co., Detroit, Mich., has em- 
ployed F. A. Wilkind and Geo. Moore 
in the city sales department. 


R. W. Keiser, formerly in the re- 
frigeration department of the General 
Electric Co., is now field man for The 
American Light Co., Zanesville, O. 





Cuaries MitretMan, formerly with 
the Monarch Electric & Wire Co., 
Chicago, is now out selling for the 
Lappin Electric Co., Milwaukee. 


* * * 
Belmont’s First Anniversary 


The Belmont Corp., Minneapolis, 
Minn., celebrated its first anniversary 
last month. The one thousand square 


feet of floor space with which the 
business was started a year ago has 
been increased to over six thousand, 
all of which proves the satisfactory 
growth in the business which they re- 
port. This company was recently 
awarded the distributorship of Cen- 
tral conduit, Consolidated glass, and 
Rome wire. 
* * * 


Hartley Has Prize Winning 
Salesmen 
M. A. Hartley & Co., Northumber- 
land, Pa., has three salesmen who 
qualified in the prize money in the 
Westinghouse Lamp Contest. They 
are: William H. Deutsch, fourth 
place; Varnes W. Gemberling, sixth 
place; Robert M. Ayler, seventh 


place. 
* * * 


Fries Joins Hole-in-One Group 

Another life’s ambition was realized 
when C. G. Fries, of the Inland Elec- 
tric Co., Chicago, drove the elusive 
pill from the tee into the cup at the 
fifteenth hole, Wicker Park, and 
joined the ever-increasing but ever- 
popular ranks of the Hole-in-One 
lodge. 

The usual dozen golf balls and a 
year’s subscription to the Golfer's 
magazine will be awarded Mr. Fries. 























A group of representative jobbers’ men from the south. Left to right, top: Chas. 
Kinsey, city salesman, Graybar Electric Co., Inc., Atlanta, Ga.; A. J. Maschauer, 
Doubleday-Hill Elec. Co., Washington, D. C., whose signed articles you have read 
in Tue Josser’s SAtesMAN; S. A. Grecco, whose handling of quotations makes a hit 
with customers of Graybar at New Orleans, and C. R. Pritchard, merchandise 


manager for Matthews Elec. Supply Co., 


Birmingham, Ala. Bottom: Bennie Katz, 


city salesman with the Electric Supply Co., New Orleans, La.; A. H. Mulhall, oper- 
ating in Memphis, Tenn. for the Commercial Electrical Supply Co.; J. N. Roos, 
another of Leo Hirsch’s boys at Electric Supply Co., New Orleans, and A. H. 
Welch, manager of Knight & Wall's electrical department at Tampa, Fla. 
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If you sell light 
SELL IT 


Don’t sell Guesses 





NY display manager will tell you that display 
A illumination is not the simple thing that it ap- 
pears. The quality of light is such an indefinite 
thing, and the proper control of intensities so im- 
portant, that without great flexibility lighting equip- 
ment is costly and often worthless. 


Silverlite, Spot-O-Flod and Multilice are based on 
70 years experience and the illumination of thousands 
of stores. They come nearer solving the exacting 
requirements of modern display illumination than 
any equipment made today. Display men will 
confirm this. 


If then, you are after the business of display illumi- 
nation, sell equipment that you can be sure will 
deliver results under all conditions. Sell Frink equip- 
ment with Frink Service behind it and Frink experi- 
ence built into it. Either by mail or in person we 
will be glad to send you complete details. Write 
today. The Frink Corporation, 239-A Tenth Ave., 
New York. 


| “i i ov 





SILVERLITE Wed 
An all metal reflector susceptible to MULTILITE = 


adjustment for three different sized A continuous reflector using units built on the SPOT-O-FLOD 

lamps. This adjustment is made in- Silverlite principle, adaptable to lamps of 60 to A combination spot- and flood-light permit- 
stantly because of the collapsible 200 watt lamps. Multilite reflectors come in units ting of instant adjustment to any angle with- 
neck. No special holders are required. of two to ten individual reflectors. They are out the use of tools. The beam is controlled 
The reflectors fit the standard 3% inch wired and ready to install, eliminating cost of from a spot of 24 inches to flood of ten feet 
holders used everywhere. Color individual outlets. The unit construction gives at a distance of ten feet. Color frame and 
screens can be attached without extra far greater flexibility of light and color control screens come with each unit and permit of 
clamps, hooks, etc. Described in our and results in neater, more economical illumi- individual color spot or flood of entire 
circular No. 77. nation. Described in our circular No. 79-B. window. Described in our circular No. 84. 





Fbec FR SE Corporation 
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THe VY SAFETY SWITCH AIGE 

















The Leader 
in the Type “‘C’”’ Class! 





of industrial switches 


line 


We have improved our Type “C” 
by incorporating the very latest developments in safety switch 
construction so that our present Type “C” line is outstanding in 


its class. 
These switches are particularly designed for use in lighting 
loads or where the conditions are not as severe as to require our 


Current Breaker. 

The most important improvement made in these switches is the 
quick make and break feature which assures positive contact at 
all times. 

We use the same quick make and break attachments as on our 
Current Breaker and while the springs are not likely to break, 
even if they did, it would not prevent full operation of the switch. 

Another feature is the reduced size of the units and box which 
allow liberal wiring space. The sturdy handle with insulated 


ball contributes to easy operation. 


It will pay you to study this line carefully. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 


BANTAM, CONN. 
NEW YORK BOSTON CLEVELAND CHICAGO PHILADELPHIA 
DENVER On the Pacific Coast—C. Dent Slaughter DETROIT 





This is my column 


“Al 99 


Don’t Give Away Your Profits 


In these days of keen competition, 
where lines of safety switches are so 
standardized, it should be refreshing 
to wholesalers to be able to get a 
safety switch like the T-V Current 
Breaker, which is so far superior to 
any other type of switch that price 
does not enter into the matter. 


Our the industrial 


field thus far shows that when an en- 


experience in 


gineer of an industrial plant once has 
a chance to see the operation of our 
Current Breaker, cost does not con- 


cern him. 


He wants the Current Breaker be- 
cause it’s exactly what he’s been look- 
ing for. In performance it is so out 
standing that he realizes that here is 
a switch that will do his work as he 


wants it done. 


Wholesalers will find that it isnt 
necessary to give away profit in order 
to sell the It will 


open up new fields and give you an 


Current Breaker. 


entrée into many an industrial plant 
that you haven't, heretofore, been able 


to reach. 


Wholesalers, it will pay you to 
know all about the Current Breaker. 


It is one sure source of profit in the 


Yor“ 


safety switch line. 
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CONCENTRATE YOUR 
TERRITORY—-says Slaughter 





C. Dent Slaughter 


Every wholesaler knows right now that 
business is not up to the corresponding 
period 1927. 
about it? 


What are you going to do 


Here’s the way one big wholesaler has fig- 
ured it out. He has made a map of his 
territory and he has checked up on the 
sales in the various sections. He has found 
that his cost of doing business in certain 
sections has been high, and that the busi- 
ness in that section has not been profitable. 


Other sections have shown a good profit 
as well as volume. He has, therefore, con- 
centrated his attention on his profitable 
territory and worked it more intensively. 

In some cases he realizes that he has 
reached out too far and competition has 
caused that section to be unprofitable for 
him. He has, therefore drawn in his ter- 
ritory, and he finds that by this method 
of concentration he has reduced selling 
cost. He has covered his profitable ter- 
ritory in better fashion, and his profits 
have increased. 

It seems to me that this idea deserves 
the careful 
Check up on your best selling territory. 


study of every wholesaler. 
In- 
tensify your selling in the profitable terri- 
tories, and above all concentrate on lines 
that show you a profit, even if volume is 
reduced. Sell lines where it is profitable 
to sell them. 
C. Dent Slaughter 
District Sales Representative for the 

Pacific Coast 


THE YW SAFETY SWITCH AIDE 


T-V Current Breaker 


is not in the price class 
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The T-V Current Breaker is an industrial safety switch in 
which are incorporated new principles of construction. 


These are unit construction, positive quick make and break, 
perfect shielding, multiple contacts, self-aligning blades, remov- 
able Double break. 


removable from front. 


handle with insulated ball. All parts 


All of these features combined with exceptional engineering 
skill, make a safety switch that has performed perfectly in 
actual tests under many times normal operating loads. 


It is also made in cast iron 
box for all places where mois- 


ture, fumes and dust prevail. 


This T-V 
meets the needs of many in- 
definitely 


that its price is rarely ever 


Current Breaker 


dustrial plants so 


questioned. 


The Current Breaker is the 





P 


one Safety Switch that is not 


= 
in a price class. Cast Iron Current Breaker 


Send for complete information on Current Breakers. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


BOSTON CLEVELAND CHICAGO 
On the Pacific Coast—C. Dent Slaughter 


NEW YORK 
DENVER 


PHILADELPHIA 
DETROIT 
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N. E. L. A. Convention 

The Fifty-first convention of the 
National Electric Light Association, 
with its attendant exhibit, went over 
to another huge success in Atlantic 
City, June 4 to 8. It took a 24- 
page book to print the program and 
list the officers and committees. 

One of the keynotes of the con- 
vention was the address of W. W. 
Freeman, president of The Society 
for Electrical Development, on June 
7, when he called on all of the at- 
tending delegates, as central station 
representatives, to prepare themselves 
for the most intensive marketing and 
advertising campaign ever undertaken 
by the electrical industry. 

Predicting that 1929 should be a 
year of the electrical industry's great- 


est commercial achievement, if plans 
now being formulated for co-opera- 
tive marketing are carried through 
and supported by all branches of the 
industry, Mr. Freeman pointed out 
that while the industry may be said 
to have solved satisfactorily its sci- 
entific, technical and financial prob- 
lems, it still is confronted with the 
“acute necessity” of establishing a 
definite place for the electrical dollar 
on the family budget. 

“We have some seventeen and one- 
half million domestic electric con- 
sumers in this country,” Mr. Freeman 
said. “They haven’t been secured 
without effort, without very strenuous 
effort, on the part of many of our 
commercial people, but the work of 
securing those customers, connecting 





This group will be interesting to many Californians. 





At the top, left, is W. B. 


“Bert” Lewis, city salesman for the Graybar Electric Co.; right, Tom McDonough, 
district representative of the Benjamin Electric Mfg. Co.; bottom, left, C. C. Lawton, 
of C. C. Lawton Co., wholesale radio; right, Carl Setchel, Garnett-Young Co., sales- 


man. All are of Los Angeles. 


them to our lines, has been a much 
easier task than will be the task of 
securing the proper consumption of 
electric energy on the part of those 
customers in proportion to the utiliza- 
tion of our service which they should 
make in their own interests, no less 


than ours.” 
ar ee 


A. L. E. A. Holds Big Chicago 


Meeting 
The National Lighting Equipment 
Exhibition Convention of the Artistic 
Lighting Equipment Association was 
held in the Hotel Sherman, Chicago, 
June 11 to 16. This included meet- 
ings of the board of directors of the 
Artistic Lighting Equipment Associ- 
ation, the Stamping and Parts Manu- 
facturers’ group, Exterior Lighting 
and Lantern Group, Dealers and 
Wholesalers Section, Manufacturers 
Selling Through Wholesalers Group. 
and Floor and Table Lamp Group. 

all of the A. L. E. A. 


On display under one roof was a 
vast assemblage of residential, com- 
mercial and industrial lighting equip- 
ment, floor and table lamps, stamp- 
ings, parts, lacquers, enamels, sup 
plies of all kinds, illuminating glass- 
ware, furniture, novelties, ete. 


It is conservatively estimated that 
manufacturers spent nearly a million 
dollars staging the exhibit. 


There were special meetings for 
dealers. Prominent men discussed 
important problems of the dealer and 
gave him practical ideas and sugges- 
tions. All discussions were simple 
and practical, so that every one got 
worthwhile ideas. These meetings 
also gave an opportunity to mak: 
the acquaintance of dealers from 
other parts of the country and ex- 
change ideas mutually beneficial, and 
to draw new inspiration from th: 
meetings. 


* * * 
Collins Distributing Iroquois 
The Collins Electric Co., De- 


Moines, Ia., has placed Carl Her- 
selius in charge of its electric re 
frigeration department. This com 
pany is distributing the Iroquois lin: 
in several counties of Iowa. 

* * * 


Colonial Takes on Hot-Point 


The Colonial Elec. Co., Philadel 
phia, has taken on the Hot-Point lin 
of electrical appliances. 
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The 
Kwikon Line 


is a sure sale when shown 


Never before has any line offered so 
many advantages in products of a similar 
nature. 

The Kwikon Line is priced right and 
made right and absolutely guarantees 
every piece of its manufacture to be uni- 
form and 100% usable. 

All Kwikon fittings live up to their 
name and are not only easily and quickly 
put on, but have the exclusive habit of 
staying put. 

Each item in the Kwikon Line is of 
outstanding quality and contractors read- 
ily appreciate that the Kwikon Line con- 
forms in every detail to the highest 
standards of workmanship and quality. 

Write to-day and get prices and litera- 
ture and let us prove—‘to show is to 
sell.” 


SUUHHVQUUUOUUUUNOQUOOOOUUUUUANOEEEOOUUUUUOGUEEEOOUUUUAAOUEEOUUUUAAAUUOUU AAUP 


STcHMUUIIHSUUNUUUGUNOUUUAUOUUNUCOUUOUEOUUCUEAUOGRE A AGUROOAGE UAE 


AN i l HAUNT 









SZUUTATUUUIANUONUOUUUOUUCOOUUGQUEOEOUANAEEEUUAEAOEEUUA EAGAN 


IMPORTANT MAN IN TILE INDUSTRY. 
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Electragists to Meet in Chicago 


The 28th annual convention of the 


Association of Electragists, Inter- 
national, will be held in the Stevens 


Hotel, Chicago, August 6 to 10, 1928. 





Samuel Adams Chase 


Samuel Adams Chase is chairman of 


the Welcome Committee. An _ en- 
deavor will be made to make this 
the best attended convention in the 


history of the Association. 


* * * 


This Is An Easy One 


I am going to let the world in on a 
well guarded secret, at least I think it 
is a secret, for I have never seen any- 
one that acted as if it were common 
The 


sales are difficult or orders hard to get. 


think that 
business is obtained the same old way. 


knowledge. secret is that no 


Some wholesalers still 
No matter what the dealer buys or 
what price the wholesaler wants for it, 
he thinks dealers will buy just be- 
cause he has it to sell. I sometimes 
think that some wholesalers imagine 
their salesman can sell anything to 
somebody if they work hard enough, 
but look at their books and you will 
see their business steadily shrinking, 
and their profits becoming less and 
less. This class of wholesaler assumes 
the role of merchandise manager for a 
It is 
really a pity to see the futile efforts 
some put forth. Ask them by what 
they 
qualify for doing this job and they 
are dumbfounded. 


diversified list of retail stores. 


knowledge of merchandising 


The point I wish to bring out is 
that nothing sells except those things 
that the public is buying. It is our 
job to call our dealers’ attention to 
this fact and give them all the selling 
arguments. Is there anything hard 
about this job? Not so I can notice 
it. But be sure you bring out all the 
features. You might miss the one that 
predominates and you would have to 
ring up “no sale” on your order 
register. This fact was brought for- 
cibly to my attention a few years ago, 
and this is one lesson I never will for- 
get, for it has taught me the one rule 
that will make a salesman out of any- 
one. This rule is “Know all about all 
of your goods and tell it all to every- 
body.” 

The firm I was with put up a vari- 
ety of goods of about the same retail 
value, sold them as a lot for dealers 
to put on special sales. These sales 
were all around the $400 mark, whole- 
sale cost, so you see they were nice 
fat orders and well worth talking 
about. One month I was lucky and 
got four of these jobs out and proud 
of my efforts. I had been calling on 
a big hardware store for five months 
every trip talking about some part of 
this sale and telling the owner how 
well pleased other stores were and 
how some gave me re-orders. All this 


I put up to this man and yet lh 
wouldn’t buy. He kept on giving me 
regular orders, and he never turned 
me down flat on my special sale—just 
kept saying: “Well I'll see.”’ Finally, 
after I got about a 30 minute talk out 
of my system, he said to his chief 
clerk: “Fix this job up with the 
salesman, I think he has told me al! 
he knows, and he finally told me what 
I needed to know.” 

The two words “finally told” are 
Of course many bul- 
letin and catalog writers will still con- 
tinue to harp on “Our goods are best 
that is why they cost more” and never 
give one definite reason why the state- 
ment is true. They are guided by an 
ignorant enthusiasm that knows no 


the real lesson. 


merchandising quality nor does it care 
to learn. Many salesmen still get by 
without knowing merchandising, but 
their end is near, followed quickly by 
the wholesaler that does not realize 
that his future depends on how well 
he buys for the stores that he wants 
to supply. 

Martin ZIMMERMAN 

* * * 


Service Station at Joplin 
The Midwest General Electric Sup- 
ply Co., Kansas City, Mo., has opened 
a service station at Joplin, Mo., with 
R. E. McCoy as manager. 























5% 





Eight more wholesale executives, gathered here and there. Top, left to right: J. B 
Dunn, manager, Tower-Binford Electric Co., Richmond, Va.; Henry Lange, treasurer, 
Southwest Gen. Electric Supply Co., Dallas, Tex.; John Gleason, manager, North 
Coast Electric Co., Seattle, Wash., and W. A. Northington, manager, Graybar Elec- 


tric Co., Inc., New Orleans, La. 


Bottom: W. L. Perry, vice-president, Perry-Mann 


Electric Co., Columbia, S. C.; P. R. Metcalf, manager, Southern Electric Co., Norfolk. 
Va.; W. R. (Raymond) Brown, secretary, Matthews Electric Supply Co., Birming- 
ham, Ala., and L. H. (Les) Ruble, sales manager, North Coast Electric Co., Seattle 
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(left) Long Shank Type for 
wood cross arms. 

(center) Short Shank Type 
for steel arms and brackets. 
(right) Lag Screw Type for 
poles and transformer wir- 
ing. 


prrere heehee 


For complete information 
refer to page 13 of the 
Oliver Condensed Catalog 
of Pole Line Material. 


pra ABA Complete Line of 
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OLIVER FORGED STEEL PINS 


for low voltage insulators 


With “Perfect Bond” 
Lead Alloy Thread A 
That Can’t Come Loose ¢ 


NE of the outstanding features of 
Oliver Forged Steel Pins is the 
“Perfect Bond” Lead AlloyThread which 
is bonded on to the Pin by a special proc- 
ess insuring a perfectly uniform adhe- 
sion. This process positively prevents the 
thread from turning or becoming separa- 
ted from the Pin and the Lead Alloy easi- 
ly adjusts itself to any irregularities which 
may be in the insulator pin hole... thus 
insuring a perfectfit when the insulator is 
screwed in place. Pins are forged from 
high-carbon steel and will withstand 
strains in any direction. Galvanized by 
the “Fassinger Process” means many 
years of uninterrupted service on the line. 
All LongShank Pins are factory equipped 
with standard Three-Prong-Lock Wash- 
ers as an added convenience. Short Shank 
Pins are furnished with Rib-Lock Wash- 
ers. These Oliver Pins are THE Pins for 
low voltage transmission. 


Pole Line Hardware and Construction Specialties « 


Oliver Iron and Steel Corporation 


Mew York SOUTH TENTH AND MURIEL STREETS Dallas 
Philadelphia PITTSBURG H, PA. Kansas City, Mo. 
Chicago Detroit Atlanta 












“OLIVER THE LINE” 
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C. E. Juergens, Great Northern Electric Appliance Co., 
Minneapolis, is trying to tell his brother salesmen, G. C. Bymer 
and “Tubby” Schwartz (of Westinghouse) what a swell car he 
has bought. From their answering gestures it must be “the 
Tazz. 

“You're the father of twins!” shouts Sarah Lavelle Farring- 
ton to J. J. McDonald. “Hooray! Ill get standard package 
discount!” is the answer. Miss Farrington, of Fobes Supply 
Co., San Francisco, is one of those real telephone operators 
you read of in the September 1927 Josper’s SatesMAN. J. J. is 
with Beatty Electric Co., South San Francisco. He is also both 
customer and brother of R. F. McDonald, Fobes’ sales manager. 

Pierce Electric Co., Miami, Fla., goes on the warpath. The 
man with the Hibernian bouquet is R. V. Webb. Next come 
the victims, O. K. Weatherwax and E. M. Fay, and the hand- 
some gunman is J. C. Montgomery. ' 

A strain on the family tie at the Matthews Electric Supply 
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Co., Birmingham, Ala. C. V. Hawkins, salesman, threatens W. 
R. Brown, secretary, with a “punch in the snoot” if he doesn’t 
O. K. the credit on the order held by C. R. Pritchard, mer- 
chandising manager. 

All the trucks were out on the job and they were desperate 
for a conveyance. So they just up and killed the poor old 
junk dealer and used his wagon for the day. The driver is 
A. E. Olson and the salesman F. A, Griffen, manager of North- 
west General Electric Supply Co., Duluth, Minn. 

Nelson Bland and Mattie Johnson, Southern Electric Co., 
Richmond, Va., oblige with a few steps of buck-and-wing 
dancing. 

“Give this young man a great, big -order!” commands Ida 
Negin, General Electric Supply Corp., Tampa, Fla. to Jack 
Q. Forrester. Jack Mulholland is duly grateful for the as- 
sistance and W. R. Wiggin, of Tampa Hdw. Co, is backing 
up the lady bandit. 





General Electric Supply Buys 


one via Montreal, with stop over. and 


were considerably above their quota. 








Southeastern 
The General Electric Supply Corp. 
has purchased the Southeastern Elec- 
tric Co., of Chattanooga and Knox- 
ville, Tenn. R. A. Shackleford is 
manager of both houses with head- 


quarters at Chattanooga. 
* * * 


N. E. C. A. Meeting 
The National Electrical Credit As- 
sociation will hold its annual meeting 
in Boston, July 16 and 17, 1928. Two 
circle tours are offered from Chicago, 





one via Montreal, Boston and New 
York, with stop overs. 
‘+ «* @ 


News from American Light 
At a recent meeting of its board 


of directors, The American Light 
Co., Zanesville, O., made arrange- 


ments to separate the refrigeration 
department from other departments, 
calling the new division The Amer- 
ican Refrigerator Co. It was re- 


ported that G. E. refrigerator sales 


for the first five months of the year 


The above company also reports 
being awarded the distribution of 
Zenith radio in six additional coun- 
ties consisting of Franklin County. 
Union, Delaware, Piqua, Fayette and 
Madison. 

* * * 
Brown-Camp to Distribute 
Autovent 

The Brown-Camp Hardware Co., 
Des Moines, Ia., has been appointed 
a distributor of the Autovent Fan & 
Blower Co., Chicago. 
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-@=-AND EVERYBODY | 


KENMORE BOUGHT LAMPS 


Mr. L. R. Wilson, Manager of the Lamp 
Dept. of Ebling Hardware Co., knows the 
value of Edison merchandising methods. 











8 iy unavoidable loss of a $600 consumer 
contract came at an inopportune time for the 
Ebling Hardware Company, of Kenmore, N. Y. 


For their contract on Edison Mazpa* Lamps 
was due to expire in one month. Failure to 
reach their $2500 renewal basis was imminent. 


Then they put to work the merchandising 














2 -— = 
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methods of the Edison Lamp Works. In one 
month they rang up a lamp sales total of $641.11 
and met their renewal basis with plenty to spare 


Results like this are typical. Edison Agents 
who actively participated in the March Sales 
Activity, “OUT IN FRONT”, gained an average 
increase of 48% over the same period last year! 


*Mazpa—the mark of a research service. 


GENERALGR ELECTRIC 
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ANNOUNCEMENT 


“Summer Sales Prize Contest” for 


Jobber Salesmen 


(July Part) 








LL manufacturers whose advertisements 

A appear in the following section, pages 50 

to 82, together with certain additional 

ones elsewhere in the issue, all listed on the next 

page, are co-operating in THE JOBBER’S SALES- 

MAN “Summer Sales Prize Contest.” Their 
products are eligible in the contest. 


This contest is open to jobber salesmen whose 
names have been properly entered by their sales 
manager, and to them only. 


All entires have been acknowledged by THE 
JOBBER’S SALESMAN, and combination instruc- 
tion and score cards sent to each contestant. 


This magazine is offering a prize of $25.00 in 
cash for the greatest sales, at wholesaler’s sales 
prices, (what you bill the customer) of the 
products of each and every manufacturer in 
this section, and the other eligible manufac- 
turers, outside of the section, in the period of 
July 1 to July 31, 1928, both inclusive. (Du- 
plicate prizes awarded to tying contestants. ) 


With so many prizes offered, every salesman 
There 
is no limit within the scope of the contest to the 
number of prizes that one man can win. 


has a chance to win one or more prizes. 


Iirst, examine every advertisement in the sec- 
tion. Then pick out the manufacturers whose 


lines are handled by your house. 

Second, study the messages of these manu- 
facturers. ‘They have attempted to give you the 
help which will aid you in increasing your sales. 

Third, the contest is for the whole month of 
July. Do not fail to “follow through” to the 


very end in your efforts. You may land an or- 
der the last hour of the last day that will win a 
prize. 


NOTE CAREFULLY 


Sales records for the month are to be kept by 
each contestant himself. At the end of the 
month he adds up the totals for each manufac- 
turer whose lines he has been competing on and 
enters them opposite the names of the respec- 
tive manufacturers on his score card. He is 
then to sign this score card and send it to his 
sales manager who checks the figures, counter- 
signs the card and sends it to THE JOBBER’S 
SALESMAN, to reach there by August 20. 


City desk men or inside employes handling 
large volumes of business coming into the 
house, or officers of the company, are not eli- 
gible in the contest. Such business, however, 
may be credited to such regular salesmen as 


would be credited in the ordinary routine of the 
office. 


NO “BLANKS” IN CONTEST 


Aside from the scores of opportunities you 
have to win $25.00 cash prizes in the month of 
July, every contestant who sends in his record 
card, with sales shown for one or more manu- 
facturers, is going to be sent a “special pre- 
mium.” It makes no difference whether he 
wins a big cash prize or not. He is going to 
get something for simply following through. 
THERE ARE NO “BLANKS” IN THIS 
CONTEST. 
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MANUFACTURERS ENTERED 


nie ante 


The “July Summer Sales Prize Contest” 


HE following is a list of the manufacturers who are entered in the Summer Sales Contest 
for the month of July. The numbers on the right refer to the page numbers of their ad- 
vertisements. Most of the advertisements appear in this section but some will be found in 
other locations throughout the issue. In each case a notation appears on the page indicating that 
the company is entered. No prizes will be awarded for sales of manufacturer’s products whose 


advertisements are not so marked. 


American Flyer Mfg. Co.. 


Appleton Electric Co. De ea as Beto hus 


Arrow Electric Co. ... 

Beardsley & Wolcott Mfe. Co.. 
Benjamin Electric Mfg. Co.. 
Bryant Silectrio Co, ............. 
pe ee 
Burgess Battery Co. 

Bussmann Mfg. Co. 


Chicago-J efferson Fuse & Elec. Mig. Con. cS INE Ss ele ec SS 


Clements Mfg. Co. ...... : 

Colt’s Patent Fire Arms Mfg. Co 
Cutler-Hammer Mfg. Co. as ooo 
Day-Fan Electric Co. ae Pec area 


ESN TS EE RY TIES 


Economy Fuse & Mfg. Co. .. 


Erie Malleable Iron Co. Ray Taco Ae write. ~<a ae eS 
Pe es oo. ews esd cee davies s 


Findlay Mfg. Co., Robert . 
Hamilton-Beach Mfg. Co. 
ON oka vo ais ne es nue ean 
Hemingray Glass IE sodas saarusi hes 
Hubbard & Co. ...... bat 
Indiana Rubber & Ins. Wire Ca. ere 


Ivanhoe Division of the Miller Co..... > ieee geo 


McGill Mfg. Co. 


Metropolitan Device Corp. . .... .- Se a 


National Carbon Co. ..... ees 
CPR TD wok vnc cnc dw sees 


WI Bos bd is i os oe See eae 


Raytheon Mfg. Co. ........... 
Robbins & Myers, Ine. .... 
Sherman Mfg. Co., H. B.. 

Signal Engineering & Mfg. Cc 0. 
Square D Co. 


oS os. ss doetawicee wok eawaeen es 
yim Pmemcte Coy... oc ccs ccc cee ccc cee es 


Be 
Trumbull Electric Mfg. Co. ..... 
Tubular Woven Fabric Co. ...... 
United Electrical Mfg. Co. ....... 
Wadsworth Electric Mfg. Co. ... 
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For the Summer} 


BEN/AMIN 


Industrial Lighting Equipment 











i Check up on all your industrial plant calls for 

$25 00 the last year. You will find among them many 
for the Jobber’s Salesman that may now be ready. This is the time to 
selling the greatest amount . : ‘ 
in Industrial Lighting sell the idea of making necessary changes in 
Equipment included in , ‘ . F 
sinlne Ridiasbnke sane the lighting installation, before the short days 
i NS i ol come, and with the least interference with 
schadeales, Themen: production schedules. 
Schedule 2 poss 

Reflector Sockets Ben Jamim 


Sign Reflectors 
Glassteel Diffusers 
Sturdox Fixtures 

Type R R Equipment 
Shade Holder Reflectors 
Dust-Tight Glass Covers 


Schedule 4 


Gas and Vapor-Proof Fixtures 


Gas and Vapor-Proof Fixtures 


Especially good items at 
any time. Wherever fire 
or explosion hazards exist 
they are a necessity that 
knows no season. The great 


en naa pressure now being put on 
Gymnasium Fixtures plant executives to reduce 
a nn ee the hazard to life and property make them particularly ap- 











propriate for a selling effort now. 


Benjamin 
Dust-Tight Glass Cover 


A new light-weight, easily attached, entirely dependable, low- 
cost dust-tight cover for attachment to Benjamin reflectors 
that is meeting with tremendous acceptance. Maintenance 
of original efficiency of the lighting system and reduction of 
cleaning costs offset investment in these covers from the day 
of installation. 




















Our Booklet, “Points on Productive Lighting for Industry,’’ will give you 
many practical selling suggestions. We will be glad to send you a copy. 









Benjamin Electric Mfg. Co. 


120-128 S. Sangamon Street 


New York Chicago San F i 
247 W. 17th Street ' 448 haven il 

























The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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"Sales Contest= 


BENJAMIN 


Two-Way and Three-Way Plugs 





gee No matter how many new outlets there are, there is 
$25.00 always a place for another Benjamin Two-Way or 
for the Jobber’s Sales- Three-Way Plug. For that extra porch lamp, radio 


man selling the greatest 


amount in Benjamin socket connection, fan or appliance that makes Summer 
Two-Way and Three- 


oe housekeeping easier, these nationally known, reliable 
1083. Convenience Outlets are just the thing. Here’sa chance 

to fatten the old order book and win the $25.00. Look 
up the description of these plural plugs on Pages 158, 


159 and 160 of Benjamin Catalog No. 24. 











No. 808 \. No. 1083 


Benjamin Industrial Signals 


7, Here is another all-year-round good seller. In addition to 

$25.00 their use in Industrial Plants for i calls and alarms, 

Benjamin Industrial Signals are used by Municipalities for 

for the Jobber’s traffic warnings, police and firealarm signals and for railways 
Salesman selling dd brid ; d 
or ec and drawbridges, crossings, round- 
in: Pitinentee tae houses and terminals. The unusual, 

dustrial Signals. deep penetrating note commands in- 

stantattention where bells, buzzers and 

gongs cannot get through surroundin 


noises. For a. c. and d. c. circuits, indoor and weatherproof. 











Send for Special Bulletins on Benjamin Industrial Signals 


e J > 
Benjamin Electric Mfg. Co. 
120-128 S. Sangamon Street 
New York Chicago San Francisco 
247 W. 17th Street 448 Brvant Street 














The products of this dompany are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Do you 


Complete wiring makes the 
whole house home-like— 
gives the realtor selling 
points he will welcome. 




















C-H Flush peer ad the Toggle 
C-H Brass Shell Sockets because Type are constantly growing in 
of their rugged consiauiian and popularity because of their beauty, 
A positive switch mechanism rim and quality. Buile 
used, assure years of satisfactory aes: tna ey rate nag Yang 9 je 
service. Furnished in key, keyless, insta os en mye > ol a a 4 
pull-chain and ey he ee types. in Magie- pore, Gone fee oe 


Approved by the Underwriters. sway Se by the 





SELL COMPLETE CONVENIENCE 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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realize your own 





umportance: 


? 





Use your position as keyman of the 
industry to get every home completely 
wired—at a bigger iia to yourself 


OU as an electrical con- 

tractor, have experience 
in the building industry which 
few other men possess. You 
can make every house built, 
amore comfortable home, an 
easier house to sell. And your 
knowledge, if capitalized 
fully, can boost your profits 
on every job. 





remembered to your credit— 
will prove a big asset in get- 
ting and holding business. 
Since a quality job of wiring 
is just as essential as a com- 
plete job, protect your good- 
will by using C-H Wiring 
Devices. For over 30 years, 
C-H devices have been among 


The switch mechanism of the C-H Porce- the leaders for quality, de- 


lain Socket is st d positive. The con- ren . 
Take your knowledge of | structionthroughout isrugeedtowithstand pendability, and ease of in- 
years of service. A single center screw saves 


wiring to the architect, realtor, time in wiring and interchange of caps and stallation. Why not secure 


or whoever plans the house. 
Show him how little extra it 
costs to wire any house completely for all 
future needs. Because of your specialized 
experience, your recommendations will 
be respected, accepted, followed. On the 
wiring contract in immediate question and 
on future jobs as well, your help will be 


bases is possible. Made in the key, keyless, 
push-button and pull-chain types. Ap- 
proved by the Underwriters. 


the backing of the Cutler- 
Hammer reputation on every 
job you wire? 

The Cutler-Hammer Wiring Device 
Catalog, describing a C-H Device 
for every installation, will be sent on 


request. And most reliable jobbers stock 
the C-H Line. 


C-H Wiring Devices Are Sold Through Jobbers 
The CUTLER-HAMMER Meg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1286 St. Paul Avenue 


CUTLER 


MODERN WIRING 









erwriters, 


Se 4.5.4... G 











Because it doubles the number of 
outlets, at only a slight increase in 
cost, the C-H Duplex Receptacle is 
the simplest answer to the demand ience for basement installation 
for more outlets. Large binding 
posts, shallow construction make 
installation a Approved by the by the Underwriters. 


MILWAUKEE, WISCONSIN 


AMMER 


NECESSITIES 


C-H Toggle Surface Switches pro- 
vide the popular toggle conven- 


and other such uses. Neat and at- 
aaeees in appearance. Approved 


© © D wt L 





The products of this company are entered in the prize contest for this month.” A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Wherever individual light is needed —the BUSS will fit. 
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Hotels offer profitable field 
for BUSS Light orders 


Problem 1. In Columbus, Ohio, the Management of gested BUSS Lights and they were adopted by the Hotel 






Hotel Fort Hayes was giving particular attention to a Wolf. 
problem in individual lighting. They wished to provide There is nothing particularly unusual about these two 
each room with a light which guests could adapt to most instances. Other hotels are using BUSS Lights—some in 
any need which might arise. Such a light must be easily their guest rooms, some in their restaurants as handy 
moved from place to place, must be adjustable to throw lights for the wall tables, some in their writing rooms to 
light from any angle, must be neat of shape and attrac- light the desks individually, some to spot-light paintings 
tively decorated. in the lobby.—Anywhere individual light is required. 
Answer 1: The answer to the problem came from Ray All of these examples show how sales can be developed 
P. Dunning of the Graybar Electric Company, Columbus, simply by remembering that: 
who thought of BUSS Lights, and realized they just “filled Where individual light is needed, the BUSS will fit. 
the bill”. Suggestions of other sales outlets will appear next month. 


Problem 2. The lighting of guest rooms in the Hotel 
Wolf, Stockton, California, presented a similar problem. 
Here, too, the management sought a light that would add 
most to the comfort of their patrons. 

Answer 2. In this case it was a woman who put BUSS 
Lights on the job. Miss E. Huier, representing the Keeler- 
White Company, 509 Mission Street, San Francisco, sug- 


Hey Fellows!! 


$10.00 for your experiences 


Send us suggestions for new uses for BUSS 
Lights taken from your experiences. We w 
pay $10 for each one featured in this or other 
publications. 


BUSSMANN MANUFACTURING COMPANY, University at Jefferson, St. Louis, Mo. 


The products of this company are entered in the prize contest for this month. A“ $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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bes NEW Caddo Parish Court House and Jail, Shreve- | 
port, La., with spacious interiors, beauty of detail and | 
dignity, is worthy of the pride of every citizen. | 


Built of Indiana limestone, in a modern adaption of 
the Italian Renaissance architecture, this edifice will stand 
as a monument to the Caddo Parish Police Jury and to the 
tax-payers of Caddo Parish. 


The officials in charge of erecting this structure 
demanded all the equipment be of the best, give the 
utmost in performance and be dependable. BUSS Renew- 
able Fuses were selected as being the best qualified to 
meet these requirements. 


Again we come to you with an outstanding building in which Buss 
i Renewable Fuses are used. Ammunition of this character in your hands 
will go far toward convincing the prospects in your territory that Buss 
Renewable Fuses are the fuses to use for safe, dependable service. 


BUSSMANN MANUFACTURING CO., ST. LOUIS, MO. 








Tue New Cappo Parisu 
Court House Anp JAIL 
Shreveport, La. 
Architect —Edward F. 

Neild, Shreveport. 


Contractors —Glassell- 
Wilson Co., Shreve port. 
Electrical Contractors— 
Johnson, Electric Co., 
Dallas, Texas. 

Electrical Engineer —R. 
F. Taylor. 

Electrical Protection— 


BUSS Renewable Fuses. 























The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Control Each Lamp 


Individually 


With the New 
SLevotter 

































#EG, U.S, PAT, OF 


Fixture 
Switch 





PATD AND OTHER PATS 


The Smallest 6-Amp. 
Pall Switch Made 





Here is the key to a big business in lamps and 
reflectors for industrial plants and commercial 
institutions. Sell them individual control of 
higher wattage units and the installation of 
new equipment at low cost. 





The Levolier Fixture Switch cuts down extra 
wiring, conduit and wall switches and gives 


positive dependable unit control even under 
the punishing service of switching a cold 500- Skin and loop one leg of circuit to one 
watt gas-filled lamp. switch terminal. Attach one end of 
fixture wire to other terminal. Splice 
other end of fixture wire to other leg 
of circuit. 


Easy to Install 








s Dollars for Ideas 
For Canopies of For Shallow For Canopies of Used in Knockout : 
Pendant Fixtures Ceiling Pans Office and Store of Conduit Box Send us your suggestions for 
Fixtures uses of the Levolier Fixture 
Switch. For every application 
coe other than with outlet box, in 


canopy of ceiling fixtures, and 


Send for a sample. In addition to the unit con- in ceiling pans. 


trol of lighting equipment other applications of 
the Levolier Fixture Switch are being discov- 
ered every day. 














Our $25.00 is up in the Sum- 
mer Sales Contest for the 
Wholesaler’s Salesman who 
sells the most Levolier Fix- 
ture Switches in July. 






ESTABLISHED 1904 


VALPARAISO - INDIANA 


















The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Fourth 


| 1 Peirce Annual Summer 


ELECTRO-WELDED Sales Contest 
POINTS -stronger Period 







Y 


\ 
is Sy section 


2No LAPPING 


of material 
therefore no 


WEEPING 
JOINTS 





RACK No. 3848 





than original... 


July —August 


The 
Strongest 


Secondary 
rack for its 
weight ever 
produced 


SALESMEN! 
Get Started Now 


An opportunity for an easy $25.00 is now open. 
The annual summer sales contest is under way 
with the feature drive concentrated on the new 
Peirce Electroweld Secondary Rack. Give your 
other orders the same careful attention as always 
—Sell Hubbard Material, but remember—Push 
RACKS. A few suggestions to start them off 
and they sell themselves. 


Jobbers’ salesmen will find a ready market for 
this latest Hubbard development in Secondary 
Racks. The way has been paved for you by 
advance literature and samples. Give the terri- 
tory a thorough workout and collect. A $25.00 
prize is offered to the salesman selling the most 
during each separate month of the contest 
period. 


These Racks are furnished in two styles, 
heavy type and light type. Each type 
may be had for either 2, 3 or 4 line 
wires. The mounting holes on both 
styles have exactly the same spacing. 
This feature permits installing a Light 
Service and a Heavy Service Rack, back 
to back, on a pole using the same 
through bolts. 


Un bard and COMPANY 








PITTS BURGH ” OAKLAND, CAL.¥ CHICAGO 


The products.of this company are entered in the prize contest for this month. A $25 
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Here’s Real Help to Win 
the PARANITE Prize 


Paranite is a rubber- 
covered wire with a rep- 
utation. No dealer needs to 
guess or gamble; he knows 
exactly what he is getting. 


2? Thirty-eight years of 
experience and expert- 
ments are wrapped into 
every roll. Paranite has lit- 
erally grown up with the 
Electrical industry. 


3 Paranite has always 

kept pace with progress. 
We have made it our busi- 
ness to see that there is no 
better rubber-covered wire 
in the world. 


4. An increasing number 
of the best buildings in 
America are being wired 
100% with Paranite. Those 
prudent folk who want to 
forget wiring worries turn 
naturally to Paranite. 


5 For years, PARANITE 

has been consistently 
advertised to your dealers. 
Our determination is to 
make not only the best, 
but the best-known rubber- 
covered wire. 


And remember—if it’s 
PARANITE, it’s right! 


INDIANA RUBBER & INSULATED WIRE COMPANY 
JONESBORO, INDIANA 


811 Marquette Bldg. 
Chicago, Illinois 


63 Vesey Street 
New York City 


Western Representative 


H. F. Boardman 
400 Hibernian Bidg., Los Angeles 
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Walter I. F & Compan 
208 Baltimore Blig.. Kansas City, Mo. 
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The products of this company are entered in the prize contest for this month. 











A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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T “NTA” 
No-Thread Unilet 


“NTC” 
No-Thread Unilet 


Type “NTE” 


No-Thread Unilet 


Type “NTLL” 
No-Thread Unilet 


Type “NTT” 
No-Thread Unilet 

















= 


No-Thread Coupling 





No-Thread Connector 













1. Loosen nut 


and CONDUIT 


STANDARD FOR 











¢ 








Unilet installation 
on modern indus- 
trial construction. 





No-Thread Unilets 
Speed Up the Installation! 


That’s why your customers buy them! 


On any conduit installation job, 
there’s always a time when the work 
seems to almost stop. Sharp angles 
and curves must be followed by the 
wiring—conduit fittings must be set 
up in tight quarters where there's 
hardly room enough to turn a thread- 
ed unit. 


There are no threads to cut for 
Appleton No-Thread Unilets, and no 
unhandy screwing of the conduit into 
fittings. Just a few turns on the knurled 
collar with a Stillson, and the triple 
beading on the inner ring cuts clean 


through the conduit enamel, and into 
the metal itself, biting home with a 
bulldog steel grip that cannot loosen. 


The most up-to-date and experi- 
enced contractors and wiring men 
everywhere are using Appleton No- 
Thread and Threaded Unilets, and 
Appleton Conduit Fittings. You 
should be selling them to the grow- 
ing market that is demanding quickly 
installed, trouble freeconduit fittings. 
Our catalogue No. 9-Am tells the 
whole Unilet story. It will be gladly 
sent to you, without any obligation. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue - Chicago, U.S. A. 
New York—150 Varick Street 














Los Angeles—340 Azusa Street 














3. Tighten nut 








Reg._U. S. Pat. Off. 





FITTINGS 


BETTER WIRING 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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FLUSH 
TUMBLER 
. SWITCHES 


INDICATIONS 
ON HANDLE 


SHALLOW CUP 
es 


-— 
— 


y 
















ia 
5 (ed 






POSITIVE 
QUIET 
ACTION 


ELECTRICALLY RIGHT 
FEW PARTS 
MECHANICALLY STRONG 


Ask for the new Bryant Ne 5QAI Series 
jie BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONN. ? 
NEW YORK ~ ~ CHICAGO ~PHILADELPHIA~SAN FRANCISCO ta 
Manufacturers of Superior Wirin8 Devices” Since 1888 


The products of this company are entered in the prize contest for this month. A $25 
ntity during the month. 
















prize will be awarded the salesman selling the greatest qu 
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A Mater of Perseverance 


HE accomplishment of anything worth ( vm 
while is a matter of perseverance. _Your PRODUCT 
sales manager has entered you in the “Sales 
Contest” to show what you can do on “Ettco 
Products.” 











Armored Cable 

How closely you can come to winning the $25 prize Flexible Steel Conduit 
rests solely with you. It’s not so much a matter of many ' 
prospects as it is constant perseverance, day in and day Non-Metallic Sheathed 








out. Cable 
- llic Conduit 
Put particularly strong efforts on Ettco Flex and Ar- | iar pies 








mored cable during the Contest. , 


Stick to it and you will collect on Ettco. And don’t 
forget, our entire sales organization stands ready to back 
you one hundred per cent in your efforts. 





EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 








The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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A New ARROW Pull Receptacle 


FTTH 


One Piece Porcelain Shell | 


For 3% inch and Stud Boxes 
250 Watts - 250 Volts 













































6% 
Arrow - +t 
No. 1166 

No. 628 Strap sold separately for 
: Standard Porcelain Stud Mounting 
E Socket Shadeholder 

No. 833 

Low Priced | 
: Quick to Install | 
: Shadeholder Groove | 
| Deep Back for Stud Box i 
: Attractive Appearance 
Co. | Lat | Se 7. : eee ee a a, 
1 No. | Price Pkg. | 250 Watts—250 Volts _ | Wet. - 
E 832 | $0.40 50 Receptacle with short chain and 4 feet of cord i ae de ae 

833 | .40 50 | Receptacle with 7 inches of chain and insulator &. 1 
: 1166 .07 50 | Strap for Stud Mounting. ; | = 
1 This receptacle is provided with screws spaced 234 inches apart for direct mounting on 31% inch outlet boxes. : 
E | It is designed with a deep back, however, so that it can be mounted on stud boxes by using the adapter strap . 


No. 1166 which is sold separately. Diameter of base 348 inches. 


TO THE JOBBER’S SALESMAN 


You have a real opportunity in the contest to put across big sales on this receptacle. 
The low price and the one-piece porcelain shell are both points which will sell the device. 








THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 






MY SUNUseennenccennUstenn 


UNE AEN vanes 




















NUNIT 








USUAL LAN 


UISNOMUUASOLLT ALE ETYNOTEAUOTUH LEONE 





The complete line of Wiring Devices 








AMILAGAUIATO4 AAPOR ENT 









UN LISRENANERLLLESTUAGNEN HAN NGA USAPUULYNGENGSONG LLY AEDT 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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All Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 


Clearsite Fuses Worth Increased! 
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Liimiinate Servicing 
trom} YourVacuum Cleaner Set Up! 


Clements-Jewel is “‘straight-suction” with all the safe, 
simple and solid features of construction peculiar to this 
type cleaner—Backed by 18 years manufacturing exper- 
ience—GUARANTEES perfect, seasoned workmanship— 
ASSURES a minimum of “servicing” risks! 














The Cleaner which 


Sells on Store 


Demonstration 


CHECK THESE SUPERIOR 
ADVANTAGES 


1. 14 HP. air-cooled motor (real, deep 
cleaning power). 

2. Perfect Seal nozzle adjustment for all 
rugs, linoleums and bare floors. 

3. Long nozzle points and low body con- 
struction to get into corners and under 
low furniture. 


4. Two year guarantee. 


5. Approved by Good Housekeeping, the 
Underwriters’ Laboratories and other 


famous authorities. 
$ ? 5 DOUBLE ACTION FLOOR POLISHER 
Given away free with every Clements- 
—w Jewel Cleaner. Here is a real opportunity 
to capitalize on the demand for a Floor 


Polisher-equipped cleaner. The combination 
of Free Floor Polisher and low price of the 
Clements-Jewel gives the dealer an edge on 
the cleaner market which live jobbers will 
take advantage of. 














SALESMEN! Try for that $25.00 prize. We have an 
unusual plan of co-operating with the jobber’s salesmen. 
No ‘red tape."’ Just real factory ‘“‘help.”’ Write and 
find out about it. IT’S to your FINANCIAL advantage. 











WORTH FEATURING! 


Clements-Jewel carries a worth-while profit per SINGLE Unit of Sale! It sells readily because of its superior features and Floor Polisher! 
And one sale to a dealer leads to ‘‘repeat’’ business—because Clements-Jewel is free from troublesome “‘servicing. 





CLEMENTS ME6. CO., 625 Fulton Street, Chicago, Illinois 




















The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 




















| By using Four-7 
some window?) 
and counter dis- 7 


plays and Four- 


some literature 
—all in full col- ke 
ors —which are 7 


furnished to all 
our dealers. 


‘ By stocking up 


"to take advan-@ 
| tage of the Big® 
» National Four- 7 
»some Advertis- 
| ing Campaign in 


Full Color in 


)the Leading®™ 


Magazines. 


‘ By the sale of] 


more electrical 


Sappliances 
which will be™ 
"created because 


of the four elec- 
trical outlets? 
provided in the 
Foursome. 


Through the 
modern vogue 
/ of cheerfulness 
- and brightnessin 
"home decora- 
© tion to which the 


Foursome caters 
with its Six 
BeautifulColors. ~ 


th ey encou rage the 


f more electrical 





























CORD SET 


THE NEW @it SUCCESS 
WITH THE RED PULL 


ERE’S the best and quick- _points—selling points that anyone 


est selling Cord Set you’ve can understand. 


ever seen. A new idea—a real idea It’s a great ““Team-Mate” for the 
— just what every woman has Foursome and you'll want lots of 
wanted. them. Both are Nationally Adver- 


tised in Full Color Magazine Pages 


Like the Foursome, it is mould- __ 4.4 will Sell, Sell, SELL. 


ed from “Coltrock’’, heat-resisting, ; 
Get your order to your jobber 

permanent finish—with the new 

Red Pull that saves the Cord and 


prevents scorched fingers. 


now, he has stocked for big, re- 


peat orders. 


All the bright, compelling dis- 
You find in KOOL-PULL the plays and booklets you 


first Cord Set with real talking canuse. Get these, also. 


Insist that appliances you stock, come 
equipped with Kool-Pull Cord Sets. 
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ix Points that Land Orders, 


Here are the six vital points which make Hem- 
ingray Glass insulators ideal for medium voltage 
lines. 


Homogeneous to a marked degree, no hidden 
flaw can exist undetected in glass insulators. 


Win a Prize with Hemingray 


Age causes no change in glass which retains 
its high initial dielectric strength. 


Win a Prize with Hemingray 


Non-Porous glass cannot harbor moisture or 
undergo any form of deterioration from the ef- 
fects of temperature or the elements. 


Win a Prize with Hemingray 





To these inherent qualities Hemingray has 
added scientific annealing, giving adequate me- 
chanical strength. 


Win a Prize with Hemingray 


And correct design, producing high flash-over 
value. 
Win a Prize with Hemingray 


And an outer petticoat that will not break be- 
yond the point where it retains a large percent- 
age of its original flash-over value. 


Win a Prize with Hemingray 








HEMINGRAY GLASS CoO. 


MUNCIE, IND. 












The products of this company are entered/in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Hamilton Beach 


Necessary Electrical Devices 
Sold Through Legitimate Jobbers 














Motor 
Driven 


Brush 


Cleaner 
















Sales Managers and Salesmen! 


Here’s an “ALL YEAR” Line 
That Has Every Requirement for Profit 








Every Number is of Unquestionable Quality 









Every Number Meets a Real Need 






Every Number is Priced for Quick Sale 






Every Number Carries a Good Profit Margin and 





the Line is Nationally Advertised. 






You can increase your sales and income by making 


your Dealers “Full Line” Dealers. 









Hamilton Beach Manufacturing Co. Racine, Wis. 


Subsidiary Scovill Mfg. Co.,—assets over $33,000,000 
and a record of 125 years of successful manufacturing. 




















Note: Denver & West 
Prices 50c additional. 









This Home ve 
Motor Makes an FF 

Electric of Any §& 
Sewing Machine ~ 


Drink Mixers retailing 
at $18.50 and $22.00 and 
Hot Cup at $9.75. 





Jeweler’s Lathe Motors 
retailing at $18.50 and 


$25.00. 
Full Line of Hair Dryers Full Line of Vibra- 
retailing from $14.25 to $22.50. tors retailing from MSM 2 2 22 UR Fecal 9 


ill 


$16.50 to $28.50. 












Fractional H. P. 
Motor for Grinding, 
Polishing, Buffing, 
retails at $22.50. 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 








July, 1928 THE JOBBER’SfJ]}SALESMAN 
M4 {4 
FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 








Win a f.. 


—with S omething New in thefanField 


ERE is something new in the Fan Field— 

an improved type of Robbins & Myers 

A.C. and D.C. Ceiling Fan with Lighting 

Unit Attachments, having heavy gauge spun brass 


safety type globe holders. 


This combination is ideal for Hotels, Office Buildings, 
Churches, Theatres, Restaurants, Stores and Homes. 


Here is a list of prospects for you and your dealers which 
covers the entire scope of the Fan Field. 


With this brand new, practical combination, selling on sight, 
you can not only win the $25 prize but increase to an enor- 
mous extent your fan sales for the season. 


Robbins & Movers, Inc. 


SPRINGFIELD, OHIO 


Agencies in all Principal Cities of the World 








The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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The Wadsworth Line 


Has Both Feet in the 


Sales Contest! 





No. 2863 


LLING at all times to render its wholehearted 

support to any plan which will help its Job- 
bers’ Salesmen to increase their business, The Wads- 
worth Electric Mfg. Co. has entered the “Summer 
Sales Contest.” 


Every effort will be made by our sales organization 
to assist you to increase your business during the 
Summer months. 





No. 12 
Flush Type Cabinet 
Wadsworth Switches are not seasonal products. 
They are always in demand, and you can cash-in on 
our entry into the contest by concentrating your 


efforts on THE WADSWORTH LINE during the 


Summer months. 


©O©0000- 
©Q0000: 








Wadsworth stands for Progressive Leadership in 
Safety Electric Switches. 








Flush Type Cabinet 
Trim in Place 














yar | 
usaf) 
' 


sO.Onme 









No. 238 
Meter Service Switch 
with 2 Branch Circuits 


No. 1451T 
Accessible Fuse 
Channel Banking Type 


No. 1843 No. 1423 No. 362 
Accessible Fuse Accessible Fuse Channel Banking Type 
Meter Test Type Meter Service Type with 2 Branch Circuits 


No. 1769 
Accessible Fuse 
Industrial Type 





| 


























The products of this company are entered in the prize contest for this month. A. $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Who'll Win the $25-99 this Month? 


It’s going to be smooth sail- 
ing for the Wholesalers Sales- 
man who takes advantage of 
the favorable tide among Elec- 
trical Contractors for Durabilt 
Products. 


$25.00 is waiting for the 


Wholesalers Salesman who 
sells the most Durabilt Prod- 
ucts during July. 













as) 


Rubber-Covered Wire 
and Flexible Cords 


DURAFLEX 


ee UB Poe Om 


The Safe Armored Cable 
and Flexible 
Steel Conduit 


DURACORD 


rs) 


The heavy-duty 
Portable Cord 


DURADUCT 


The fast-fishing 
Single-Wall Loom Uy? 












You ’re Selling Satisfaction 
with every foot 
of Durabilt Products 














The Non-Metallic 


H=] PRODUCTS 


wow LAr VVOVEN FABHIC COMPANY: PAWTUCKET: -[: 


The products of this company are entered in the prize contest for this month. A 8325 
prize. will be awarded the salesman selling the greatest quantity during the month. 
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AS 
STRAIGHT 


And it’s easy with KONDU BOX. 

And you also eliminate all thread-cutting. Look at 
those bends and outlets, and you can readily realize 
the money. and time saved. 

Jobs of this type can be installed with ease and 
rapidity with this new conduit fitting. 








A major advantage in using Kondu illustrated each 
month. Watch for them. 


THE THREADLESS 
CONDUIT FITTING 


Erie Malleable Iron Company 
KONDU DIVISION ERIE, PA. 


KONDU carried in stock by leading Electrical Jobbers. 


The products of this company are entered in the prize contest for this month. A S%25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Here we are “Fellers’”! in the 
SUMMER SALES CONTEST 


—and besides the Capital Prize the Second and Third High Men 
will receive $15 and $10 respectively 


You Know the 






She’s Going Over Bigger Every Day! 


Some points to remember during the contest that 
will help you to move the products: 
“CLEAR-TOP” That Trico Renewable Fuses eliminate unneces- 
PLUG FUSES sary blowings, require no scraping or cleaning after 
blowing, save on Watt Loss, and have been 
pioneered for 11 years. 








— That “Kantark’”” Non-Renewable Fuses are like 
RENEWABLE above, but do not have the renewable feature. 
FUSES That Trico “Clear-Top” Plug Fuses are all por- 


celain, shockproof, clear window, center contact and 
‘they show when they blow.” 

That a Trico Fuse Puller should be in every fuse 
box to eliminate the hazards of pulling fuses by 
ee) hand. 

TRICO Anything you need to enlarge on these sales 
RENEWABLE _ points, write us for the “dope.” 


FUSES 
AND REMEMBER THIS 
if you need our aid on a tough customer we'll be 
with you to help you. 
CALL on us, if you want to increase your chances 


to WIN! 
TRICO FUSE MEG. CO. - - - MILWAUKEE, WIS. 







TRICO 
FUSE 
PULLERS 






REG. U. S. PAT. OFF, 





ARE 
"i ieenoven BY UNDERWRITERS’ LABORATORIES 
A COMPLETE LINE . . SOLD THRU JOBBERS 





























The products of this companly are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during, the month. 
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Mr. Manufacturer 
You Should Be In On This! 


Boost 
Your JULY and AUGUST SALES 
By CO-OPERATING 


To Manufacturers.—This contest offers the long 
sought opportunity to maintain the interest of 
your own salesmen, as well as your jobbers’ sales- 
men, during two slack months. Arrange now to 
participate in this contest. We pay a prize of $25 
to the jobber’s salesman selling the most products 
of every manufacturer who co-operates. 


The way to make your line of products eligible in 
the Contest is to use space in the July and August 
“Sales Contest Insert” at regular space rates. 





SEND IN YOUR SPACE RESERVATIONS 
FOR THE AUGUST ISSUE TODAY 


The Jobber’s Salesman 


53 W. Jackson Blvd., Chicago 
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Dependable Miniature Train Manufacturers 








USINESS has been unusually good 
with AMERICAN FLYER since the 
New York Toy Fair when the Entirely New 1928 
Rainbow Line was displayed for the first time. 
The nation’s leading Toy Buyers were quick to 
recognize the impressive enrichment and striking 
innovations built into our trains. Knowing our 
unrivaled record for stamina, they immediately 
placed American Flyers away out in front—in a 
class by themselves—as America’s finest toys! 
The Buyers’ reception of our new Rainbow 
Line created a sharp advance in our 1928 sales— 
so noticeable as to warrant the addition of exten- 
sive plant and special machine equipment. This 
expansion program is so well under way that 
we positively can assure you prompt delivery as 
WRITE today for your you require. 
copy of the DEALER'S Hand-in-hand with our increased production 
ae, wero facilities, we are making extensive plans to con- 
tinue building AMERICAN FLYER Good-Will 


TIRELY NEW 1928 adh | 
RAINBOW LINE! with increased dominant year-to-year National 


Advertising 
It’s ready to MAIL! ‘ ; ‘ 
To those of you who are undecided or desire 


something really new in miniature railroads, we 
will cheerfully tell you how the trade has found 
the AMERICAN FLYER Rainbow Line a most 
profitable and dependable one! 



























_ Ww - 
— 





2225 South Halsted Street Chicago, Illinois 


Sales Offices: 
200 Fifth Avenue, New York, N. Y. 660 Mission Street, San Francisco, Calif. 





products of this company are entered in the prize contest for this month. 





prize will be awarded the salesman selling the greatest quantity during the month. 
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The Easiest To Sell of 
All Electrical Appliances 


report that the three new Hanks- 

craft products, are the easiest to 
sell of all electrical appliances. They 
are making them leaders be- 
cause these novel items 
create an immediate dealer 
response. As a result over 
17,000 egg cookers alone 
have been sold in three 
months — from a_ standing 
start. 


‘report that all over the country, 


Because the Hankscraft 








ers, $13.88. Profit to dealer 
$8.12. Central stations are of- 
fered a complete campaign in- 
cluding window displays, im- 
printed light bill circulars, mats 
and cuts for this new current 
consumer. 


Many jobber salesmen are 
carrying the Hankscraft egg 
cooker right with them. They 
find the novel demonstration in- 
terests the dealer and_ builds 
business. Try it and see how 
your customers respond. 


The Fairy Warmer 


Heats baby’s bottle accurately to the 
scientifically correct temperature with- 
out watching. Then shuts 
itself off. It works on the 
same principle as the egg 
cooker. Nothing can get out 
of order. Every feature is 
automatic. Because mothers 
appreciate the convenience 
of this new electrical appli- 





Company offers such unusual 

dealer cooperation, central stations and 
dealers are successfully featuring this 
new trio of profit-producers. Quick- 
turn-over and phenomenal re-orders 
result. All three products are non- 
competitive. 


The Egg Cooker 


Cooks 4 eggs automatically right at the 
table without waiting for hot water. 
Self-timing so that the eggs are done 
exactly right every time. No switches 
to turn; there are no moving parts; no 
coils to burn out; nothing to get out of 
order and therefore no servicing. Fully 
guaranteed for one year. 

Displays, assortment of literature and 
window streamers are furnished free 
with the special dealer offer of 4 cook- 


ance it has gained instan- 
taneous approval. Special 
dealer offer, package of 4, $12.60, 
profit to dealer $7.40. Sales help in- 
cluded free of charge. 


The Hankscraft Company 
Madison, Wisconsin 


sensational electrical appliances. 
Name 
Firm 


| Address 


Please send us full 


The Hankscraft 


Automatic Electric 
Egg Cooker 


The Egg-Ett 


An individual egg cooker that holds 
one egg. The egg is placed in the 
holder, a teaspoon of water is poured 
in, then a glass is placed on the cooker. 
The egg starts 
cooking instantly, 
right at the table. 


The Egg-Etts are 
packaged 6 to a 
display carton. 
Dealer price for 
the carton $7.56. 
Sells for $12.00. 





If your house does not feature the 
Hankscraft trio fill in the coupon to- 
day for full details, prices, etc. 


The 
Hankscraft 
Company 


Madison, Wisconsin 


details of _ the Hankscraft trio of 





The products of this company are entered in the prize contest for this month. 


A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Note the closely spaced knockout holes, 





which enable the electrician to tap in any- a % 
where with a short length of conduit lead- s., A 
ing directly to a machine, switch or light. \ 
SQUARE-Duct is made in 2's” x2” and . ew 
3” x 4” sizes, in convenient lengths, flanged th ee 
at ends and easily bolted together. <~w 





With 
SQUARE-Duct 


THE RIGID SUSPENSION METHOD 
FOR WIRING 


.,. 2ts easy to change a circutt, repair a break 
or move a machine 





oF RE 








=< ie 
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Factory installation of SQUARE-Duct for power distribution 


Electrical maintenance and operating costs have been 
substantially reduced wherever SQUARE - Duct — the 
Rigid Suspension Method for Wiring—has been installed 
to distribute light and power. 


The hinged, latched cover of this sturdy steel trough 
gives instant access to any wire or cable. Knockout holes 
permit a convenient connection at any point in any cir- 
cuit. Breaks may be repaired, circuits changed, power or 
lighting connections moved, with less expenditure of time, 
labor and materials than has ever been possible before. 


In addition to these important operating economies, 
manufacturers now using SQUARE-Duct have effected 
big savings in installation expense—from 15 to 30 per 
cent less labor cost, and corresponding economy in 
materials. 


It will pay any manufacturer to investigate SQUARE- 
Duct—product of the world’s foremost manufacturer of 
safety switches, whose leadership is based on more than 
4,500,000 installations. An inquiry will bring complete 
information and prices. 


SQUARE D COMPANY, DETROIT, U.S.A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 


SQUARE DB COMPANY, CANADA, 


LTD., WALKERVILLE, ONTARIO 


BRANCH OFFICES: Toronto, Montreal 


BRANCH OFFICES 


Dallas Atlanta 
St. Louis Chicago 
Los Angeles Indianapolis 
Baltimore Cleveland 
New York Cincinnati 
Philadelphia 





BRANCH OFFICES 
Kansas City Birmingham 





Seattle Minneapolis 

San Francisco Milwaukee 

Syracuse Buffalo 

Boston Pittsburgh 
Grand Rapids 


EQUIPMENT ™ 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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n Take A Shot 





Ro% 5. 
= 


3 omite — 


Magnetic Switch 


OUR best shot at a prize 

in the Summer Sales Prize 

Contest is to pick a line for 

which your every customer 
is a prospect. 


Every Contractor and Industrial in 
your territory is a prospect for the 
Trumbull line. 


For the Industrial, you have the 
Type “A,” “R.M.,” Magnetic and 
Miscellaneous Motor Starting 
Switch lines. 


For the Contractor, you have, in addition to the above, 
Meter Service Switches (Single and Polyphase), Type “C” 
Switches, Residence and Unit Panelboards, etc. 





A number of new switches have been recently added which 
are sure to make a hit. 

1.—Magnetic Switches—maximum rating—10 H.P. at 550 
Volts—small in size, low in price, for the Industrial Plant 
and small Machine Manufacturers. 

2.—“R.M.” Switches in Cast Iron Boxes, 2 and 3 Pole, for 
mining districts and for use wherever exposed to weather. 





3.—Polyphase Switches, 60-600 Amps., to take care of Polyphase Meter Service 
power service. 


All these switches and others are 
listed in the new edition of Bulletin 
No. 7, just off the press. 


You should have received a copy of 
this in loose leaf form with Page “A” 
giving a listing of all additions and 
changes. 


If you have not received your copy, 
a post card will bring one by return 
mail. 





Tumbler Unit Panel 
Type Board 


“Sold Through the Jobber” 
The Trumbuli Electric Mtg. Company 


PLAINVILLE, CONN. 


New York f ’ Chicago 
114 Liberty St. Philadelphia 2001 W. Pershing Rd. 
Bourse Bldg. ; 
Boston San Francisco 
1002 Statler Bldg. Atlanta 595 Mission St. 





The products of this company are entered in the prize contest for this month. A $25 
lab 4-) will be awarded the salesman selling the greatest quantity during the month. 
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E have entered the Sales Contest with one 
point in mind—to give each and every one of 


Sherman Ter- aes ores 
1 ' minals — the erminals—a 
you an opportunity to show just what you esa rac 
can do when concentrating your efforts on the line. 


Sherman Line of Electrical Goods! 


With modern equipment and efficient factory 
organization maintaining a big production of well- 
made products at a minimum cost, backed by a job- 
ber policy second to none, every chance is yours to 
cash in on the popular practical items which we 
manufacture. 





Sell Sherman Soldering Lugs, Heavy Duty 
Soldering Lugs, Terminals, Fixture Connectors, 
Ground Clamps, Set Screw Connectors, and Battery 
Clips during July and August. 





Win a prize with Sherman. 





i YM WT, Wh 
/ P= sil 
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Sherman Ground Clamp—Heavy 
Radic types 


I 
Hu, 
Lt 


| 
| 
| 

















gan" 


Every jobber’s salesman is urged to carry 


PATENTED 


a sample of a Sherman Fixture Connector 
with him during July and August. Here is 
the fastest seller and the most profitable item 
in your catalog. Make a drive on it. Sherman Battery 


Clip—3 sizes. 
7 if 


Sold Thru Jobbers 


H. B. SHERMAN MEG. Co. 


Battle Creek 

















Michigan 









































The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 


































Ivanhoe Shield No. 
867 fastened on Reflec- 
tor No. 865. This shield 
on the outside rows of 
reflectors increases the 
ambéunt of light on the 
playing area. It also 
serves as a glare shield 
on the outside rows. 















































































IVANHOE DIVISION or THE MILLER Co., Cleveland, O. 
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Play 


NIGHT 


as well 


™ DAY 


Sell Ivanhoe Equipment for this 





Outdoor Play Season 


Now, while people are playing out- 
doors, sell Ivanhoe equipment to 
enable them to play at night as well 
as day. 

Ivanhoe High Mounting Units, 
with 300 W. to 1500 W. Mazpa lamps, 
are designed for mounting from 25 
feet up. They concentrate and con- 
trol the light. Their new Ivanite fin- 
ish will not rust or deteriorate. 


Ivanhoe is a Complete 
Lighting Service 


Ivanhoe is a nation-wide institution— 
with a complete line of industrial, commer- 
cial and residential lighting equipment and 
glassware. Our broad line means low sales 
expense and generous margins for the job- 
ber. Get your Ivanhoe and Mazpa lamp 
salesmen to work with you. And remember 
that our engineering department is always 
at your service. 


The products of this company are entered in the prize contest for this month, 


prize will be awarded the salesman selling the greatest quantity during the month. 
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THREE 


Worthwhile Prizes 


S 






Ist Prize 
Value $50 








You will enjoy winning one of 
these prizes because TOR- 
RID Appliances are so easy 
to sell. 


FIRST 


The TORRID line is a com- 
plete line of more than 70 
items. Something to sell every 
retailer you call on. 


SECOND 


TORRID Appliances are well 
made, several are guaranteed 
for a lifetime. They have 
style and color—look good 
and are properly packed. 


How about it? 





who push 


ORRID 


SLlectrrie 
Home Helpers 


In addition to the prize offered 
by The Jobber’s Salesman’s Mag- 
azine to the salesman who sells 
the most TORRID Appliances 
during the summer contest, we are 
offering three prizes—your own 
choice of several attractive articles. 








34rd Prize 
Value $1522 


THIRD 


TORRID Appliances are 
popularly priced—with at- 
tractive profits for the dealer. 








alesmen, 








FOURTH 


TORRID offers a real mer’ 
chandising plan that every 
dealer will appreciate—the 
new TORRID Portfolio tells 
all about it—may we send 


you a copy? 


FIFTH 


TORRID Appliances are na- 
tionally advertised in 
LADIES HOME J OUR- 
NAL, GOOD HOUSE- 
KEEPING and WOMAN’S 
HOME COMPANION. 
TORRID advertising reaches 
six million women. 


More sales, more commissions or 


salary, and a real prize from TORRID for your reward. 








The Beardsley & Wolcott Mfg. Company 








Waterbury, Connecticut 











The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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The _—— 


IN 
BURGESS “SUPER B” 
BATTERIES 


No. 22308 


A medium size, heavy-duty 
45-volt battery designed 
for general, all around use 


No. 21308 


The largest size Burgess heavy-duty 
45-volt battery—made especially 
for heavy-current consuming sets 


Radio Engineers say that these two Burgess “‘Super B’’ 
Batteries are the year’s outstanding achievement in 
true RADIO ENJOYMENT and ECONOMY 


BURGESS BATTERY COMPANY, General Sales Offices: CHICAGO 








—. 


Chrome is a preserva- -==— 
tive that guards power 
when your ** Super B”’ 
Battery is not in use. kk 
Thus extra lifeand § 
service are added. 
Burgess engineers dis- 
covered the long- 
sought secret of utiliz- 
ing Chromein battery 
construction, and it is 

a patented feature ex- 

clusive to burgess 
Batteries 


al 


i 


SUPER ERY sal é 








Every 
One 

Of 

The 
Burgess 
Ads 
This 
Year 
Packs 
A 

Sales 
Kick 
Like 

A 
Missouri 
Mule 


They'll 
Make 
Burgess 
Dealers 
Happy 
For 

It’s 

A 
Cinch 
No 
Sane 
Minded 
Radio 
Owner 
Would 
Buy 
Anything 
But 

A 
Burgess 
“Super-B” 
Battery 
After 
Reading 
An 

Ad 
Like 
The 
One 
Shown 
Here. 








The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the, greatest quantity during the month. 
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What We Do—It’s 
Wanted 


(Continued From Page 10) 
no other. I am a humble scribe my- 
self and know full well that I can 
never write a “great work.” Never- 
theless the satisfaction that I get 
from doing what I do is very solid. 
It makes the minutes infinitely pre- 
cious and life in its entirety not a 
whit less worth while than if you gave 
me positive assurance of a place right 
at the top in the hall of fame. That 
is everything—all else is a will o’ the 
wisp. I hope you feel similar confi- 
dence and delight in your own work, 
as something that very decidedly 
needs to be done, and, in fact, has 
been waiting for just you to come 
into the world to do it! If you don't 
feel that, what a splendid thing it 
would be to me to know that what I 
have written has done something to 
help you towards it! 
* * * 


Roy Roberts 


(Continued From Page 16) 

Furthermore, Mr. Roberts at once 
threw himself actively into the affairs 
of the association, working whole- 
heartedly with the Free Lance Club 
in their meetings this year which will 
undoubtedly make history for the As- 
sociation. 

Mr. Roberts is a thorough “family 
Mrs. Roberts was Lillian Car- 
of the old Goliad Carstens. 
They have one daughter, 20 years old, 
J. 
Yates is working for “Pop.” 


man,” 
stens, 
now Mrs. M. Yates, and young 
In common with most Texans, he 
holds the quack of a duck to be the 
sweetest sound to human ear, the only 
other sound comparable with it being 
the click of a driver against a golf 
ball. These two sports, hunting and 
golf, he follows consistently and he 
is good at both—how good it is not 
within the province of this brief 

sketch to tell. 
* 


* * 


Warren Annexes Grebe Line 

The Warren Electric Co., 
City, Ia., is now distributing Grebe 
‘adio receivers in northwestern Iowa, 


Sioux 


outhwestern Minnesota, northeastern 
Nebraska and the southern half of 
South Dakota. The territory has 
been enlarged to take in the Black 
Hills territory where R. M. Carlson 
will be active in promoting the sale of 
Grebe apparatus in addition to the 
regular line of electrical supplies. 














weve 





Sectional view of No. 477 Out- 
let showing Hubbell Receptacle 
Mounted on Steel Ring. 


TEEL CITY Jobber’s Salesmen can 

win a $25.00 check on FULLMAN 
FLOOR BOXES manufactured ex- 
clusively by Steel City Electric Compa- 
ny, Pittsburgh. 


To simplify this Contest for you we are 
entering only our Floor Box line shown 
on pages fifty (50) to sixty-two (62) in- 
clusive, our catalog No. 35; a few items 


No. 499 are shown here. If you do not have a 
Midget copy of the catalog, write and we'll send 
FI Be you one. 
oor 
Receptacle This is the season for this class of mer- 


chandise on account of the general ac- 
tivity of building. Your prospects in- 


clude: 
OFFICE BUILDINGS 
SCHOOLS STORES 
BANKS RESIDENCES 





APARTMENT BUILDINGS 
REMODELING OF OLD BUILDINGS 





- 468 





Sectional View of No. 442 Adjust- 
able Floor Outlet with two No. 459 
Cover Plates 





No. 


No. 465 467 


“SOLD THROUGH JOBBERS” 


Steel City Electric Co. 


PITTSBURGH, PA. 














The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Frtarwanrdamrarma 
And How! 


ture of the various bodies that go to 

make up the associations in the radio 
industry is, we deem, essential. Any man in 
the radio business who contemplates taking 
an active part in association work should 
know where he belongs and how. Up to 
this year it has not been clear to many out- 
side, and indeed to some inside, just what the 
connection of the various groups was. It is 
probable that the average radio man regis- 
tered at the Trade Show this year did not 
know whether he was going to a convention 
of wholesalers or dealers or merely a manu- 
facturers’ exhibit. 


(i BE able to visualize clearly the struc- 


244 


There are today two separate and distinct 
associations in the radio industry, which 
were responsible for the great gathering in 
Chicago last month. These two are the 
Federated Radio Trade Association, and the 
Radio Manufacturers Association. Follow- 
ing the lines of least resistance, as do our 
friends the boys in the legal profession, the 
first named shall hereinafter be designated as 


the F.R.T.A. and the second the R.M.A. 


oo 


The F.R.T.A. is the parent association in 
the merchandising branch of the radio in- 
dustry. It now has four offspring. These 
four are themselves named associations, but 
they are affiliated with the F.R.T.A. as 


divisions, with representation on the execu- 


tive board of the F.R.T.A. of six directors 
each. Each of these divisional associations 
stands on its own feet, has its own officers, 
separate dues, and handles the problems in: 
cident to the parts of the industry which it 
represents. They are: the Federated Radio 
Trades Associations (several located in dit- 
ferent sections of the country); the Radio 
Wholesalers Association; the National Radio 
Retailers Association, and the Manufac 
turers Representatives Association (made up 
of manufacturers agents). Bear in mind, 
however, that these are all divisions tied in 


with the F.R.T.A. 


244 


Taking up the divisional associations, the 
Federated Radio Trades Associations are 
somewhat of a puzzler because of the similar 
ity of name to that of the parent body. But 
note in this case “Trade” is plural. These 
“Radio Trades” associations are local in 
character and take up the local merchandis 
ing problems of wholesalers and retailers in 
their various localities. For example, there 
is the St. Louis Radio Trades Association, 
Michigan Radio Trades Association, et: 
Joined together, they form a division of the 
F.R.T.A. with six directors between them 
on its board. 


292 «4 
The second divisional association, the 


Radio Wholesalers Association, has to do 
with the problems of wholesaling purely 
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within its own branch of the business and 
also as related to the other branches such as 
retailing and manufacturing. The National 
Radio Dealers Association and the Manufac- 
turers Representatives Associations function 
the same way, each with their own individual 
problems or correlated problems. 


444 


As mentioned before, the R.M.A. is a dis- 
tinct and separate association from the 
F.R.T.A. but the two operate in close har- 
mony and each has helped to establish the 
other on a solid footing in the short space of 
three years. The R.M.A. gives the Trade 
Show. The F.R.T.A. has its convention, 
with those of its four divisions, at the same 
time and place. There are joint committees 
and joint meetings of all of them, so that it 
is not necessary to go far afield to tackle and 
to settle any problem having to do with the 
manufacture and distribution of radio. 


2 .4¢«94 


Make a note now, how simple it all is and 
how helpful in arriving at mutual understand- 
ing in all branches of the industry. For in- 
tance, the wholesalers may not be satisfied 
vith the method of tube distribution. In- 
: idually they would get nowhere. But 
they put the contested points up to the 
K.W._A., a committee is appointed to meet a 
‘iuilar committee of the R.M.A., or perhaps 

ne individual manufacturer. Facts are 
thered, a real case is made out, and then 











The Editorial Advisory Board of THe Jopper’s SALESMAN includes the 
following outstanding figures inthe world of Radio: H. H. FROST, 
Vice-president of the Federal- Brandes Corp; DUANE WANA- 
MAKER of Grigsby - Grunow - Hinds Co; HAROLD WRAPE, 
k President of Benwood-Linze Co.; POWEL CROSLEY, JR., President, i 
VY Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man- 
| ager, National Carbon Co., and F. H. BERNHARD, Technical Editor. 
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the committee is in a position to act, and act 
authoritatively if the complaint warrants 
action. Or the dealers may have a kick 
against the wholesalers. The differences 
can then be thrashed out in committee. 


2464 


Over all hovers the F.R.T.A. with its 
strong, governing directorship made up of all 
interests, with its forceful leaders and its spe- 
cial committees, ready to step in and lend a 
guiding hand to its four offspring, or perhaps 
to go to Washington and represent all of 
them on some matter pertaining to their com- 
mon good, or to lend a hand to the Radio 
Commission, or handle one or another of the 
great general problems that are coming up 
constantly in the still “infant industry.” 


24064 


The radio industry as a whole is to be con- 
gratulated in having two really extraordinary 
associations—the F.R.T.A. and the R.M.A. 
—with such a sound structure, functioning 
efficiently in so short a while. How they did 
it is a mystery. Ask Harold Wrape, Major 
Frost, C. C. Colby, Martin Wolf, Harry 
Alter, Kluge, Sampson, Wiebe and a score of 
others. More than likely they will tell you 
that at first they started as many things as 
they could think of, were not certain where 
they were going but were on their way. And 
after all, things have a way of working them- 
selves out if you never rest on the oars. 
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New Radio Products, Illustrated 





The National Carbon Co., New York, has announced its 
entry into the manufacture and sales of radio sets. 
ing from left to right: “Eveready” A. C. seven tube receiver 
of die cast aluminum, dark green in color with routed silver 
stripping, has a recessed control panel, one-dial control, 


Read- 


illuminated drum dial, two additional knobs for volume 
control and antenna trimmer; “Eveready” A, C. seven tube 
receiver in maple cabinet of natural maple finish, may be 
had in table or combination models with pedestal arrange- 
ment; “Eveready” battery-operated, six tube set with both 
set and pedestal of maple. 








The Raytheon Mfg. Co. Cam. 
bridge, Mass., has developed a neon 
tube which is being offered un- 
der the name “Kino-Lamp.” Another 
new development is the “Foto Cell.” 
The former is for the reception of 
television, the latter for transmis: 
sion. 





The Radio Corp. of America has 
introduced its Radiola 51 which is a 
low-priced, socket-power receiver in a 
console cabinet. 





‘ 


\N A.C nal itches 


‘N AMENT 68°) H 


The Acme Wire Co., New Haven, 
Conn., has brought out a_ twisted 
celatsite wire for A.C, filament hook- 
up. It is put up in convenient form 
for this new application. One strand 
of red and one strand of black 16-30 
flexible celatsite is twisted together. 




















The Steinite Laboratories Co., 506 
S. Wabash, Ave., Chicago has an- 
nounced the console model “Poly- 
phonic” speaker illustrated above. 








The Utah Radio Products Co., 1615 S. Michigan Ave., Chicago, has an- 


nounced a new speaker model X-26. 
unit mounted in a mahogany cabinet. 


It incorporates the “X-Utah” cone 
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Kellogg Radio 


The Line for Dealers Who Pick Their 
Manufacturers with the Same Caution 
Shey Pick Their Merchandise - - - - 


Merchandise is important, of course. But the stability and the per- 
manence of the manufacturcr behind that merchandise is also of 
vital importance. 

The institution behind the Kellogg line means everything to the 
dealer who looks to the future, as well as to the present profits. A 
third of a century of successful manufacturing experience; unques- 
tioned financial stability; a record of genuine accomplishment in radio 
development; these are the things— in addition to merchandise— that 
have influenced far-sighted dealers and distributors to tie up to Kellogg. 


Magniticent Models~ 
0 d 


Every One a Leader 
In Its Price Class 


Models 514, 516, 
517, and 519 
have built-in 
speakers 































Model 519, $2 
Model 516, tape 






Table Model 515, 
$169.50 


A Wide Price Range 
$169.50 to $775.00 


This wide price range gives you a Kellogg set to meet pital iaail 
every demand of your better class trade. It pays to push pei a ans 
Kellogg because every sale means an extra profit——the Kellogg AC Tubes 
difference between what you would make on a $100.00 set 


and the profit on the Kellogg $169.50 Model—or between = season is yong upon you. No one: to rp 

rite or wire us that you are interest ana we 
a $250.00 set and the Kellogg at $375.00. You get these will send a respresentative to give you full details 
extra profits, not on one sale alone, but on every one of the concerning the Kellogg Line and Kellogg mer- 
future sales that a Kellogg Radio is certain to make for you. chandising plans for Fall. 


Kellogg Switchboard & Supply Company 


Dept. B-537, CHICAGO + Members R.M.A. and N.E.M.A. 
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Radio Through The Camera’s Eye 


The first demonstration of 
Chicago-made_ television appa- 
ratus was given at WCFL, the 
federation of labor radio sta 
tion. It was attended by many 
guests and a score of radio 
men. ‘The demonstration was 
under the supervision of U. A. 
Sanabria, inventor, his assist- 
ant, M. L. Hayes, and Virgil 
\. Schoenberg, chief engineer 
of WCFL. The actual demon- 
stration had to do with the 
projector, checking machine 
and broadcasting apparatus. 
It is said that as soon as the 
radio commission grants a test 
wave, pictures will be pro- 
jected. Photo shows M. IL.. 
Hayes at the “mike,” U. A. 
Sanabria and Virgil Schoen- 
berg, giving the demonstra- 
tion.— Underwood, 


Here is the main control 
room of the National Broadcast- 
ing Company in New York. Here 
a single wire from the Republi- 
can Convention at Kansas City 
came in and_ the _ broad- 

cn iad caster’s report was redistributed 
= ence : 
SRO to : throughout the world by jack- 
ing in wires on the numerous 
“See een = . ° 
Sem eatin oroaeneine stations which were hooked up. 
Over 10,000 miles of wire were 


a ca a sO 
tr ereny 


Sete 
***Setes, ee 
, 


* 


a 


pre, -s 
a 
Ek A 


— 


needed for this great hook-up, 
which reached 50,000,000 people. 
O. B. Hanson, manager of the 
plant, is shown pointing to the 
single wire from Kansas City. 
Underwood. 
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Views of the towers support- 
ing the aerial of radio station 
WOKO, with the Hudson river 
as a background. ‘The station 
atop Mount’ Beacon is the 
highest in the world, being lo- 
cated 1,540 feet above sea level, 
and requiring the use of the 
world’s steepest inclined cable 
railway to reach it. Station 
WOKO broadcasts on a wave- 
length of 216 meters—Under- 
wood. 
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O the same new and revolutionary circuit which made Slagle 
bine so outstanding last year, valuable additions and refine- 

ments have been made, until the performance of the new Sla- 
gle challenges detection from the actual broadcast. 


Naturally Slagle standards of quality cannot include the lower 
reaches of radio’s price range, as almost every conceivable feature 
providing beauty, convenience, power, range, and richness of 
musical expression is abundantly supplied. 


For the Nineteen Twenty-Eight and Nine season the trade mark 
above will identify five console models which we sincerely believe 
to be the finest built in quality radio today—two of them includ- 
ing a phonograph combination. 





If the June Trade Show in Chicago is a fair criterion, this season 
will show an unprecedented demand for radio of the higher type, 
for people are fast realizing how distinctly different good radio 
really is. This should be especially interesting to Distributors and 
Dealers—it means real business, real profits, and fewer service 
calls. 


Write or wire us for complete facts on the Slagle line. 


Slagle Radio Company 
Fort Wayne Indiana 


Division United States Electric Corporation 
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Licensed under patents of Radio Corporation of America and associated compantie 
—also the Technidyne Corporation. 
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Balkite, in designing its 
new line of AC receiv- 
ers, has patterned after 
no existing radio. 

It has produced in- 
stead a receiver unique 
in the field. A receiver 
that has achieved recog- 
nition over night. 

A receiver that meets 
the demand of the public 
for radio that is a stand- 
ard household necessity 
harmonizing with fine 
furnishings. The public 
will today pay more for 
radio if performance and 
appearance justify it. 

Areceiver as beautiful 
as it is possible to make 
it. Both Balkite A-5 and 
A-7 are housed by Ber- 
key & Gay—one of the 
great furniture makers 
of the world. Noth- 
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THERE HAS 


RADIO LIKE 











The Balkite A-7 


Showing the finely carved cabinet with doors closed. A cabinet to meet 
the taste of the most exacting household—by Berkey & Gay 





Balkite A-5 


Cabinet by Berkey & Gay. Complete except for tubes and 


Speaker, $230 


kite Radio 


Cabinets by Berkey & Gay 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 





Oe hhh 0 deh he hohe hhh he ho ho he he keke dnd 








ing finer can be said. 

A receiver matching 
in a simple commercial 
set performance hither- 
to available only in com- 
plex over-engineered 
radio. Every feature time 
has shown to be desir- 
able is included, as are 
features never before ex- 
isting On any receiver. 
Single-dial direct drive 
control. 7 tubes. Noise- 
free neutrodyne circuit. 
227 tubes for stable 
performance. Push pull 
audio that reproduces 
every note sent out by 
the broadcasting station. 
A phonograph jack for 
reproducing records. A 
built-in power-supply 
for operating a dynam- 
ic speaker. Protection 
against fluctuating volt- 
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ages. Special noiseless will be advertised in a 


Balkite condensers. typical Balkite manner. 
Complete shielding. It is backed by the most 
A receiver built as thoroughly organized 
only Balkite can build service system in the 
field. 

Sell Balkite and you 


make money. See our 


it. 80% less wire is em- 
ployed. Power pack and 
set are easily separated. 
Every part is readily ac- jobber. Fansteel Prod- 
cessible for service. Con- ucts Co., Inc., North 


struction is more like Chicago, Illinois. 


++ — ae do4 


that of a battleship than 
HAVE YOU 


SEEN 


' The Balkite A-7 
of satisfaction. Cabinet by Berkey & Gay. Includes dynamic speaker. Complete B A L K | 7 E 
In short, a receiver that but for tubes, $487.50 


meets the need of the dealer ———— SYMPHION 
for a higher priced unit of 


sale with fewer service calls. 
Ss 


that of the usual receiv- 


_* 


er, giving a set that will 
not only stand abuse in 





shipment, but give years 


In addition the re- 
It is the 


finest instrument 


ceiver will be backed 





by sound policies that 


will protect the trade. It Balkite A-3 in music 
For those who want all radio. Housed in a simple but sightly all- 
a aR metal case. Complete but for tubes and speaker, $197.50 sii iain ila 


Prices slightly higher west of the Rockies 


FANSTEEL 


Balkite Radio 


Cabinets by Berkey & Gay 


The products of, this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Radio Through The Camera’s Eye 


No longer will hubby call up the wife and say, “I 
won't be able to come home for dinner tonight; I’m 
very busy at the office,’ when radio television is ready 
for installation in the home and, of course, no modern 
household will be complete without one. The trans- 
mitter consists of: the illuminating box, lens and focus- 
ing device and a motor-driven scanning disc. The per- 
son to be ‘televised’ sits in front of the televisor and 
the image is sharply focused on the scanning disc which 
has a spiral of small holes. Behind the dise is the 
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They learn from the “ground” up to 
the aerial from Uncle Sam. Photo 
shows a radio class at the United 
States Army Signal School, Fort Mon- 
mouth, N. J. The most advanced in- 
struction is given at this school—per- 
haps the best and certainly the largest 
in the country. More than 1000 of- 
ficers and men are enrolled at = all 
times.— Underwood, 








photo-electric cell and amplifier which convert the units 
of the image into electric current impulses to be broad- 
casted. The receiver consists of a common radio re- 
ceiver, a disc and a neon lamp. The disc turns in syn- 
chronism with the transmitter and the neon lamp stands 
behind the disc. It is modulated by the received sig- 
nals and the image becomes visible. Photos show the 
interior of the television transmitter and a girl looking 
at the image in the receiving set. 
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‘4 Jobbers 


and Dealers 
Agree: 


“The demand 


erows and grows 
—and seemingly 
is endless.” 


Maiesti 


ELECTRIC RADIO 


GRIGSBY -GRUNOW COMPANY 
General Offices 
4540 Armitage Avenue, Chicago, Illinois 


















\N 






























98 THE JOBBER’SP@]SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





sete CSSA RRA RE re URRRRTR ARIBNRN 





Price Range 
$ 160.00 
to 


$285.00 











HE York table and cabinet combination AC Operation, Eight Tubes. 4 Radio Fre- 
fulfills a very definite need in the Ameri- quency, completely shielded. Detector and 3 

can Home. It is furniture of a most artistic stages of audio frequency, push-pull amplifica- 
and distinctive style. It is small, compact and tion. Tremendous volume without distortion. 
é Extreme sensitivity. Entire set is built upon 

rigid steel frame. Uses full wave rectification. 
Low power consumption. (Cost of operation 
equal to burning one 60 watt lamp.) Exclusive 


os cabinet designs. Latest creation in speaker 
treated for quality of finish, used throughout. construction. Licensed under R. C. A., Hazel- 
Design itself exclusively McMillan. tine and Hogan Patents. 


exceptionally flexible. The table design is a 
direct complement of the cabinet, matching it in 
every respect for quality and beauty of line. 
Carefully selected American walnut, especially 


Write at once for Particulars. 


McMILLAN RADIO CO. 


Licensed only for Radio Amateur, Experimental and 


1421 S. Michigan Ave. Broadcast Reception under patents of Radio Cor- Chicago, Illinois 


poration of America and Associated Companies. 
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Types of Receivers Defined by 
R. M. A. 


To improve advertising and mer- 
chandising of radio receivers and to 
aid the public in its purchases, the 
Engineering Division of the Radio 
Manufacturers’ Association, of which 
H. B. Richmond is director, with the 
assistance of technical committees of 
other organizations, has prepared an 
official radio receiver nomenclature, as 
reported in the “Trade Show and Con- 
vention Daily.” This series of defini- 
tions has been adopted by the Board 
of Directors and it is expected that 
other radio trades associations will of- 
ficially approve it so that the defini- 
tions may be generally adopted in 
manufacturers’ literature and adver- 
tising during the coming season. 

The new official radio merchandis- 
ing definitions are as follows: 


1. BATTERY-OPERATED SET. 
A radio receiver designed to oper- 
ate from primary or storage batteries, 
shall be known as a “battery-operated 
set.” 

2. SOCKET-POWERED SET. A 
radio receiver of the “battery oper- 
ated” type, when connected to a power 
unit operating from the electric light 
line, supplying both filament and plate 
potentials to the tubes of the receiver, 
shall be known as a “socket-powered 
set.” 

3. ELECTRIC SET. A radio re- 
ceiver operating from the electric light 








A group from the Great Northern Elec. 
Appliance Co., Fargo, N. D. 
to right: V. 
C. W. Snouffer, Lola Carter, Mae Tarum, 
and A. B. Hoar. Front, Noel Ranney 
and Frank Pratt. 





line, without using batteries, shall be 
known as an “electric set.” 

4. A.C. TUBE ELECTRIC SET. 
A radio receiver employing tubes 
which obtain their filament or heater 
currents from an alternating current 
electric light line without the use of 
rectifying devices, and with a built-in 
tube rectifier for the plate and grid 
biasing potentials, shall be known as 
an “A.C. tube electric. set.” 

5. D.C. TUBE ELECTRIC SET. 
A radio receiver employing tubes 
which obtain their filament or heater 
currents from a direct current electric 
light line without the use of rectifying 
devices, and with a_ built-in power 
plant for the plate and grid biasing 
potentials, shall be known as a “D.C. 
tube electric set.” 





These folks at the United States Electric Co., Springfield, Ill. were snowed under 


























ith business the day this was taken. Still they found time not only to pose but be 


lly about it. 


Left to right: Harry Bryson and Richard Kaylor, stock clerks; 


H. Wolf, vice-president and assistant manager; Theresa McGill, stenographer; 


‘. S. Dobbins, president and general manager and S. L. Brown, bookkeeper. 


Rear, left | 
A. (Vern) Hoar, manager; | 
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|| Entertainer 
| Model 58 


$25 


West of the Rockies $27.50 
Canada, $33.50 





Jobbers and dealers who have tried 
this new reproducer are enthusiastic 
over its volume, tone and true fidel- 
ity over the entire range of audibility. 
Here is a reproducer you can sell 
and repeat. Cabinet of beautiful, 
paneled two-tone walnut, with bronze 
mesh screen front and back. 


Every feature a selling advantage: 

Balanced Armature Unit. 

Ruggedly built to give perfect service 
over long periods of continuous 
operation. 

New spring feature with double coil 
gives positive control over the air 
gap. 

Absolutely free edge cone. 

All parts rust-proofed before assem- 

Volume with mellowness and entire 
absence of blasting or distortion. 


Send to-day for full information on 
the new Entertainer and on 


TRIMM CONES--HORNS 
HEADSETS - - UNITS 


Concerto Grande Cone, 17” diam., 
$16.00 

Concerto Cone, 14” diam., $10.00 

Concert Horn, $25.00 

Home Speaker Horn, $10.00 

Dependable Headsets, $4.00 

Professional Headsets, $5.50 

Concert Unit for Horns, $8.50 

Concerto Grande Unit for Cones, 
$9.00 

Concerto Unit for Cones, $6.00 

Giant Phonodapter, $10.00 

Little Wonder Phonodapter, $4.50 
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HE 1928 Radio Trade Show of the Radio Manu- 
facturers Association is now a matter of history. 
A matter of history so far as what was seen is 
concerned, but its benefits, its effect on the industry, 
is so far reaching in its scope that its results will echo 


through every set sold during the coming season. 


From a modest beginning in Atlantic City a few years 
ago where the attendance was said to be about 300, the 
show and R. M. A. 
rush, its significance so deeply appreciated, that nearly 
20,000 people found it necessary to be present this year! 
When it is considered that this was a trade show con- 
fined strictly to the industry and those concerned in it, 
this registration assumes an astonishing significance. 


meeting has come on with such a 


Undoubtedly the high light of the R. M. A. meeting 
was the adoption of a plan to cross-license radio patents 


among R. M. A. members. It provides for the classifi- 


cation of patents into two groups: Class A, which are 


basic in nature and agreements on which each member 

















Major Herbert H. Frost, President R. M. A. 


N selecting Major Herbert H. Frost, vice-president of the 

Kolster Radio Corp., New York, as its president, for 1928-29, 
the R. M. A. practically drafted one of its leaders who had al- 
ready done more than his share of work in the development of 
the association to its present high place in the radio industry. 
He organized the association in 1922 and was its first president. 
American Signal Association, 


Vice-president of the Corps 


member U. S. Cavalry Association, organizer of Herbert H. 
Frost, Inc., successively eastern sales manager, E. T. Cunning- 
ham, Inc., vice-president Federal-Brandes, Inc., and now vice- 


president of Kolster, are mere high spots in his active career. 


The background of his experience has been radio since the in- 
ception of the art as we know it today. 








Nearly 20,000 Registered 
for the Show | 








is free to deal with as he chooses; Class B, which ar 
of the ordinary type, not displaying invention of a high 
order. The Association is given the right to license all 
members under these Class B patents without charge 
or royalty. 

The tremendous value of this agreement can hardly 
be overestimated. It eliminates the great cost of litiga- 
tion, and permits the manufacturing of a complete prod- 
uct without recourse to licensing procedure. 

Such co-operation and co-ordination is equally re- 
flected in other activities both accomplished and planned. 
The report on the past year shows that: credit service 
was enlarged; a manufacturers bureau established; the 
traffic department increased and headed by a manager: 
distribution outlets surveyed; membership list published, 
giving product, distribution, and patent information; 
“Better Radio Reception,’ an interference manual, pub 
lished; publicity secured, and a new department organ- 
ized to provide window posters and other selling aids 
for retailers. All of these functions will continue to 
be stressed this year. It might be added that the com- 
mittee reports on these and other subjects showed ex- 


haustive and conscientious researches by committee 
members. 
Of the show itself volumes could be written. The ex- 


hibitors used the exhibition hall, the main ball room, and 
25 floors of the hotel where 155 display rooms wert 
scattered. Some idea of the size of this show may be 
gathered from the fact that the hotel management found 
it necessary to augment its staff by the addition of 
1,000 extra employes. 

Improvements in design, rather than revolutionary de 
velopments seemed to be the order of the day. Beauty 
of appearance in practically every set was most marked 
The furniture is not only better built but also is in 
better taste. It ranged from authentic period pieces to 
the latest in futuristic art. 

Of the 48 set manufacturers who exhibited, 43 showed 
socket power receivers and only 22 battery operated 
units. 

Of the speakers on exhibition, 28 were of the mag 
netic type, 6 were exponential, and 82 dynamic. The 
last type is the outstanding development from a tech 
nical standpoint, of the show. 

It is also interesting to note that 25 exhibits wer 
devoted to furniture only. 

The annual banquet was held in the ball room of th: 
New Palmer House. The which maintained 
the high standard set at the first show was arranged b) 


Henry Forster of Utah. 


program 
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Chicago Meeting of the 
Triple Alhance in Radio 





Crystalization of Previous 


Effort 











Affairs of the Radio Manufacturers Association for 
the coming year will be guided by the officers and direc- 
tors, elected at the final meeting: President, H. H. 
Frost, vice-president, Kolster Radio Corp., Newark N. J.; 
treasurer, J. C. Tully, president, Bremer-Tully Mfg. 
Co., Chicago; first vice-president, V. W. Collamore, sales 
manager, Atwater Kent Mfg. Co., Philadelphia; second 
vice-president, Morris Metcalf, treasurer, American Bosch 
Magneto Corp., Springfield, Mass.; third vice-president, 
Lester E. Noble, president, Federal Radio Corp., Buf- 
falo. N. Y.; director, one year term (to fill vacancy), 
M. F. Burns, general sales manager, E. T. Cunningham, 
Inc.. New York.; directors, three year term, Wm. 
Sparks, president, Sparks-Withington Co., Jackson, 
Mich.; George Kiley, vf€e-president, Farrand Mfg. Co., 
Ine., Long Island City, N. Y.; B. G. Erskine, president, 
Sylvania Products Co., Emporium, Pa.; N. P. Bloom, 
secretary, Adler Manufacturing Co., Louisville, Ky.; 
Lloyd A. Hammarlund, president, Hammarlund Mfg. 
Co., Ine., New York, N. Y. 


Radio Wholesalers Association 


rom the viewpoint of most of the readers of this 
publication, most interest attaches to the Radio Whole- 
salers Association. This started off as a division of the 
l'ederated Radio Trade Association, but at the mem- 
orable meeting in Milwaukee last winter it assumed an 
identity of its own. In reality it is an association by 
itself, standing on its own feet, yet it is very closely 
knit with the F.R.T.A. and R.M.A. It is especially 
backed by the R.M.A. and there is no probability that 

will ever attempt to dictate to the manufacturer. But 
is an organized group of distributors it is in a position 
to talk with authority before a manufacturer upon those 
problems which are of mutual importance to the manu- 
facturing and distributing branches of the industry—an 
authority which no individual distributor would be able 
to establish. 

At the present time, when scarcely more than six 
ionths old, the R.W.A. has a membership of 200 in 
mediate prospect, and the number will undoubtedly be 
‘eatly augmented as a result of the very constructive 
id enthusiastic meetings held at the show. 

\ radio wholesaler is eligible for membership in the 
adio Wholesalers Association, affiliated with the Fed- 
‘ated Radio Trade Association, if he does business on 
substantially wholesale basis and passes the member- 
ip committee. In the approving of membership ap- 
ications, the executive committee is guided by the ac- 
pted standard qualifications of the radio wholesaler. 


The dues of the Association are $100 per year, pay- 
able in advance. Branch houses are admitted to mem- 
bership for dues of $25.00 per year per branch house, 
payable in advance, provided the major house is already 
a member. 

It will be interesting at this point to outline the pur- 
poses and accomplishments of the Association which are 
as follows: 


(1). Maintenance of ethical trade practices and _ pol- 
icies so that radio may be established on a more repu- 
table basis in the minds of the public. 


(2). Co-operation with other associations in securing 
legislation helpful to the radio industry in general. 


(3). Establishment of a Wholesaler-to-Retailer Re- 
lations Committee to develop retail radio stores into 
profitable enterprises. 

(4). Establishment of a Wholesaler-to-Manufacturer 
Relations Committee to co-operate with manufacturers 

















Peter Sampson, President R. W. A. 


HE recently formed Radio Wholesalers Association elected 

as its president Peter Sampson, president of the Sampson 
Electric Co., Chicago. Prior to 1916, Mr. Sampson was interested in 
various lines in selling and managerial capacities. From 1916 to 
1921, he was general manager of the largest Chicago concern 
engaged in the automotive electrical business. In 1921, he 
formed a corporation to engage in the automotive electrical 
business on his own account. Successful from the beginning, 
he saw possibilities in radio through his connection with At- 
water Kent Manufacturing Co. in automotive electrical lines. 
He then became exclusive Atwater Kent distributor, gradually 
eliminating automotive lines until at present time he has one of the 
largest exclusive radio distributing organizations in the country. 


He is 37 years of age. 
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on: (a) service problems, (b) proper and practical guar- 
antees, (c) encouragement of Wholesaler-to-Retailer-to- 
Consumer distribution, (d) code of ethics affecting de- 
fective, obsolete or liquidated apparatus, etc. 

(5). Continuance of efforts to improve traffic and 
transportation problems. 

(6). Promotion of: (a) Radio Manufacturers Associa- 
tion trade show, (b) public shows. 

(7). Collection and dissemination of timely informa- 
tion and statistics through the office of the executive 
secretary. 

(8). Further development of radio markets. 

(9). Encouragement of friendship among radio whole- 
salers and others of the radio industry. 

With such a constructive outline of activities before 
it, there is little wonder that an air of intense interest 
pervaded the meeting of the wholesalers. The room 
was crowded and all seemed to be imbued with the idea 
that out of this nucleus there was to come about a great 
association capable of reaching almost any ends desirable 
in the promotion of the merchandising end of the great 
radio industry. 

What they want to become was perhaps best expressed 
in the words of Martin Wolf who said during the meet- 
ing that a $100 paid-in member is only half an asset. 
What they need is working members so that the As- 
sociation may become in the radio industry a militant 
organization of wholesalers, at all times back of its in- 

















Harold J. Wrape, President Federated Radio 


Trade Association 

Harold J. Wrape is president of the F. R. T. A. No man 
in the radio industry is more deserving of the honor, for Mr. 
Wrape has given of his time and labor in a thoroughly gen- 
erous and He stepped into the picture 
when radio was young, and has long since proved that his 
growth with the industry was not a thing of chance. His 
devotion to the F. R. T. A., his effective interest in it, has 
played no small part in the development of this organization 
which is so deeply concerned with the problems of distribu- 
tion and trade relations. 

Mr. Wrape has found time as well to build a succesful busi- 
He is president of the Benwood-Linze Co., a leading 


unselfish manner. 


ness. 


radio wholesaler of St. Louis. 
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dividual members and ready to deal quickly and deci- 
sively with the problems, as they come up, which rep- 
resent practices which are detrimental to the best 
interests of the wholesaler. 

Within the last few months certain committees have 
got down to work and produced tangible results—notably 
the traffic committee which is on the way to securing 
substantial reductions in freight rates which will save 
every member a considerable amount of money in a 
year—enough to make his membership a most valuable 
asset. 

Things like this cannot be accomplished by individu- 
als. They get nowhere, if they ever start at all. The 
militant association, however, can always be heard and 
its propositions are respectfully listened to. 

The man selected this year to guide the Radio Whole- 
salers Association as president is Peter Sampson, presi- 
dent of the Sampson Electric Co., Chicago. Other 
officers elected were: J. F. Connell, vice president; 
Harry Alter, treasurer, and R. J. Mailhouse, secretary. 


Federated Radio Trade Association 


ee in step with the rapid growth of the radio in 
dustry, the Federated Radio Trade Association has 
maintained its pace. Since its organization by a small 
group in Minneapolis three years ago it has grown to 
most effective proportions. It, however, hit its stride in 
Milwaukee last February, when the parent organization 
formed wholesalers, dealers and manufacturers’ repre 
sentatives divisions. 

Instead of holding a general meeting this year, Pres 
ident Harold Wrape decided on a series of divisional and 
board meetings which worked out most satisfactorily for 
all concerned. 

The revised Articles of Incorporation and By-Laws 
were unanimously passed by each group. ‘The consti- 
tution now provides for a central governing board of 
24 directors, including six from each affiliated organiza- 
tion. It provides also for a new schedule of dues, com- 
mensurate with the character of the participating mem- 
bers, and for the independent functioning of each group 
on matters relating to its own individual affairs. 

The chief significance in the welding of all distribu- 
tion groups is that with centralized boards the greatest 
possible weight will be given to any concerted actions 
Federated may take. 

They will all co-ordinate their objectives through a 
parent organization but will use this power in only a 
constructive manner in attempting to solve the problems 
of trade relationship. 

Quite a representative gathering of dealers attended 
the open meeting of the Dealers’ Section of the F. R. 
T. A. There being a considerable sprinkling of non- 
members present, Julian Sampson, chairman, took the 
occasion to explain in detail the purpose of the F. R. 
T. A. and the part played in it by the dealer group 
The enthusiasm with which Mr. Sampson’s remarks were 
met is shown in the fact that practically every non- 
member at the meeting signed an application blank. 

They joined from New Jersey to Oklahoma, from 
Virginia to Texas. In fact, members were secured from 
11 different states. 

It was pointed out that it is now possible for isolated 
dealers to join this national as- (Turn to Page 136 
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Abox Co., Chicago Aero Products, Inc., Chicago 


A. C. Converter, 6 volt—mode* 66. Complete kits even to cabinet. 

Filter—two models, 4-volt and 6-volt. Representatives:—T. H. Brennan, pres.; Bert E. Smith, 

Representatives:—F. H. Redman, gen’l. mgr. G. E. chief engineer; Edw. O’Hara, prod. mgr.; A. J. Daniels; 
Penny, sales mgr., J. G. Campbell, J. B. Bouten. Dave Lipsey; Fred Garner. 








Acme Wire Co., New Haven, Conn. American Bosch Magneto Corp., 
Parvolt condenser. Spri ld. M 
Buffer condensers. pringfie ’ ass. 
Celatsite hook-up wire, solid, flexible, twisted. Model 28 receiver, seven alternating current amplify- 
“Pushbak” hook-up wire. ing tubes and one power rectifying tube. Three radio 
R-112 cable for battery power supply cables (contin- frequency stages, a detector, two audio frequency stages 
uous lengths). using three tubes. Two audio stage tubes are on the 
Representatives:—H. B. Bassett, mgr. radio sales; E. C. same circuit employing “push-pull” amplification permit- 
Winkenwerder, mgr. Chicago office; G. Peetsman; L. G. ting greater volume without distortion. 
Cushing. Model 28 A receiver, console with model 28 chassis. 


Model 29 B receiver, console, with model 28 chassis and 
dynamic speaker. 

Representatives:—A. T. Murray, pres.; Maurice Metcalf, 
vice-pres.-treas.; A. Lang, vice-pres.; Frank Goodman, 
general sales mgr.; C. Howard Baker, asst. to general 
sales mgr.; R. Davey, advg. mgr.; Harry G. Russell, 
eastern sales mgr.; Herbert Shoemaker; Geo. Stockman, 
W. Div. sales mgr.; Wallace B. Blood, sales promotional 
mgr.; Clark; Purington; Lane; Shriving; Davis; Lynn; 
| Peacock; Johnson; Weed; Caughlin; Peters; salesmen. 
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American Mechanical Laboratories, Inc., F. A. D. Andrea, Inc., New York. 
Fada 10 receiver, A. C., 7 tubes. 
Brooklyn. Fada 30 receiver, A. C. 

Clarostat, table type, micrometric resistance. Fada 70 receiver, A. C., 9 tubes. 

Power Clarastat, made in three models, three ranges of Cone speaker, 7 ins. 
resistance. No. 14 dynamic power speaker with dynamic type 

Grid Leak Clarostat, with three-element tube. motor drive and built-in power supply. 

Antenna Plug Clarostat, makes any socket or con- Representatives:—Frank A. D. Andrea, pres.; R. M. 
venience outlet an antenna. Kline, gen. mgr.; L. J. Chatten, gen. sales mgr.; L. M. 

Volume Control Clarostat, the baby member of the Clement, chief engineer. District sales managers, W. J. 
Clarostat family. Roche, T. N. Mason, E. D. Burton; T. M. Rozelle; L. J. 

Duplex Clarostat, two separate and distinct clarostats Stutz. Salesmen, R. IL. Knudsen, F. W. Chadwick, E. F. 
in one. Berger, T. Phillips, R. P. Van Zile, IL. R. Hanlon, L. E. 

Representatives:—John J. Mucher, pres.; Chas. Golen- Holcombe, C. K. Katter, R. IL. Katter, W. E. Kress, 
paul, s. m.; Stephen H. Henderson, Eng. Dept.; L. G. H. C. Leach, W. W. Keatts, A. Brewer, R. P. Krawley, 
Cushing. G. E. King, J. C. Berg, H. J. Zopf, Geiss. 


Amrad Corp., Medford Hillside, Mass. Arco Electrical Corp., Chicago. 


\mrad, Chassis, double shielded with single dial con- Arco AB power unit, D. C. 
trol, A. C. 8 tubes. Uses power tube UX 210 or UX 250 Arco “B” power unit D. C. 
models; Concertino, Nocturne, Sonata and Opera. Arco “A” power unit D. C. 

Represeniatives:-—-W. H. Lyon, sales mgr. Salesmen, Arco multirate charger D. C. 
Lowry; King; Smith; McKinnon; Nolan; Main; ‘Trone; Arco A. C. filament supply transformer. 
Treefry; Clark; Malott. Arco A. C. power output transformer. 
, “M” models of Arco “AC” line contain “A” “B” and 
“C” power supply. 

Representatives:—S, A. Lehman, pres.; Fred C. Brase, 
sales engineer; W. A. Hudson, supt.; Edw. Egloff, sales- 
man. 
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Arcturus Radio Co., Newark, N. J. 


A. C. shield-grid tube, type No. 127. 
A. C. detector, types 30-32-28-26 and 22. 


Representatives: 





Chester Braselton, pres.; Geo. Lewis, 


vice-pres.; Chas. Cheselton; Giles Cross; H. Chunn, en- 
gineer; L. P. Naylor, sales manager; J. H. Phelps, spe- 
cial representative. 







r 
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Argus Radio Corp., New York. 
Receiver model B-25, A. C. table type. 
Representatives:—Dr. Marcell Wallace, pres.; Ira 

Greene, treas.; W. D. Bettner, mgr.; Pittsburgh office; 
H. Stuffelback, St. Louis office; Howard B. Thomas, in 
charge of offices at Seattle and San Francisco. 


SHOW PICTURED 





Belden Mfg. Co., Chicago. 


Aerial equipment kit form as well as separate units. 

Belden floor cord and loud speaker extension cord 

Representatives:—H. W. Clough, merchandise mgr.; ( 
Aikin; E. C. Lamquist; E. V. Blake; W. R. Lynn; F. B. 
Keith; F. G. Sapper; E. F. Billerbeck; H. Lane. 





Benjamin Elec. Mfg. Co., Chicago. 

Cle-Ra-Tone “push” type radio socket, for UX typ: 
tubes. 

Adjustable shelf supporting brackets. 

Battery switch. 

Radio frequency transformer. 

Benjamin “Crysteel” all porcelain refrigerator cabinets. 

Representatives:—C. B. Harlow, central sales megr.; 
I.. V. Kester, eastern sales mgr.; R. W. Staud, adv 
mgr.; W. I. Martin; N. C. Warner. 























106 THE JOBBER’S[J])SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





RADIO TRADE SHOW PICTURED 


Birnbach Radio Co., New York City. 


Extension cord, moisture-proof, furnished with con- 
nectors. 

Birnbach cord connector, made in one piece. 

Replacement cords. 

Acidproof battery cables, for use in connecting A, B 
and C batteries or eliminator to set. 

Plain cord tips, nickel plated. 

Battery cable lugs, brass, nickel plated. 

Representatives:—P. A. Birnbach, pres. and sales mgr.; 
Irving Shapiro, asst. sales mgr.; Morris Birnbach; Sam 
Schaeffer. 


L. S. Brach Mfg. Co., Newark, N. J. 
“A” dry eliminator, D. C. power supply amplifier. 

“B” eliminator. 

Storm King non-air-gap radio arrester. 

Also aerial outfits, ground slamps, window lead-ins. ex- 
tension cord, connectors and plugs. 

Representatives: Godfrey Gort, vice-pres. gen. sales 
mgr.; G. S. Prichard, western sales mgr.; Frank Faeth; 
J. L. Simon; N. J. Bigham; Carl A. Stone; James P. 
Hermon; Jack L. Hursch. 








Bremer-Tully Mfg. Co., Chicago. 

B-T 8-21 console chassis. Eight-tubes A. C., with dy- 
namic speaker. 

6-40. 6 tube and rectifiers. 

6-41 console, built-in B-T cone speaker. 

Dynamic speaker, type d-110 for 110 volt, uses any or- 
dinary receivers. 

Representatives:—J. C. Tully, pres.; H. A. Bremer, 
vice-pres. and sec.; H. H. Southgate, sales mgr.; Gilman 
Anderson, asst. to pres.; S. L. Sleininger, adv. mgr.; Roy 
Pitey; J. A. O’Brien; Al Burning; W. W._ Boes; 
Browne Murphy; Jack Cota; W. E. Wood; R. G. Lohr; 
EK. J. Koepke; H. A. Adamson; J. C. Stanley. 


Bright Star Battery Co., Hoboken, N. J. 


A, B and C radio batteries. Vitaspark batteries. Also 
flashlight cases and batteries. 

Representatives:—W. M. Reardon, gen’l sales mgr.; 
R. E. Wiler, Chicago district manager. 
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New Temple Speakers 
Center of Attention 


at R.M.A. Show 


GAIN Temple engineering has set another standard. 
A Again has Temple leadership in reproducer design 
been acknowledged by the trade from one end of the 
country to the other. 3,000 of the country’s leading buyers 
—men who recognize and demand the finest in reproducer 
quality and workmanship—registered at the Temple exhibit 
—and bought. The Temple demonstration was easily one 
of the “high-spots” of the show—‘‘Temple” was the talk 





of almost every gathering. 


U. S. Pats. Pend. 


Model 15 Air Column Speaker The new Temple line is more attractive than ever before. 
Model 15 is the refined and improved Two new table models are the major items—one, the 
air column speaker—the same type of : . 
speaker upon yr Temple i ——— Temple Air Column Speaker of new and improved 
— now better than ever. construction, and the other, the new and sensational Temple 


Air Chrome Speaker. Both are outstanding for their faith- 
ful reproduction, response to all frequencies and ability for 
handling tremendous volume without distortion. 


The refined beauty of their design, the genuine walnut 
panels lend an eye appeal which is bound to be a big sales 
factor. 


These two speakers together with a complete line of both 
Air Column and Air Chrome models for cabinet installation 
offer you in one complete line reproducers that will meet 
every speaker requirement—all backed by Temple reputa- 
tion, skill and manufacturing excellence. 





U. S. Pat. No. 1,672,796 , . 
Model 20 Air Chrome Speaker Write today for complete information. 


Model 20 Temple Air Chrome repre- 
sents a sensational new development in 


loudspeakers. The open radiator consists 

of two sections instead of one, driven by TEMPLE, INC. 

the powerful Temple Double Action 

Unit, thus substantially increasing the 1937 S. Western Ave. Chicago, VU, a A, 


volume and tonal range. $35.00. 








AAAA\ AA LEADERS IN SPEAKER DESIGN |\\\ 
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Burgess Battery Co., Chicago. CeCo Mfg. Co., Inc., Providence, R. I. 
Super B battery. Four element shielded grid tube for A. C., giving in- 
A. C. batteries. creased amplification in special circuits. 
Flashlight batteries. 
Representatives:—R. J. Kocher, sales mgr.; F. A 


High Mu, A. C. tube, for use in impedance and re- 
. Day, 
sales promotional manager. 


sistance coupled amplifiers. 
Messrs. Turner, Dyrud, General purpose tube, Kellogg type, for Kellogg or Mc- 
Vaughn, Counts, Lowden, Morris, Bitler, Miller, Harris, Cullough type sets. 
and Jorenzon, salesmen. General purpose, low filament consumption tube. 
Also full line of radio tubes for all purposes, 


ARTER RADIO co 


TE ao 


Carter Radio Co., Chicago. Central Radio Laboratories, Milwaukee. 
“Midget” rheostat, all-metal frame, self-cooling. Volume and voltage controls for 
W ire wound tapered volume control, mounted Potentisunstees anil: mseieiabens. 

na cae ae vesbldainlite Centralab Modu plug in three styles. 
“ET Pop? . Centralab radio control box. 

Hi-Pot” volume control potentiometers. Representatives:—E. R. Stople; H. E. 
Upright resistances. ; i . F ? : 


: es : ; padaite a — Hunter, and A. J. Berron. 
Carter “P” resistors for ‘¢ bias and “B” eliminator . , at 
use, 


every requirement. 


Osmun; ‘Tom 


New vitreous enameled resistor, Carter steel tube type. 
Carter condenser blocks. 

\erial and ground outlet plates. 

Shielded grid tube shields and tube adaptors. 

“Imp” short jack switches. 
Representatives:—A. J. 
T. Sheldon, vice-pres. 
Weeney, Loper, and 


Carter, pres. and gen. mgr.; 
Messrs, Norman, Wanderlick,, Mac- 
Loomis, salesmen. 
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Chicago-Jefferson Fuse & Elec. Co., Crosley Radio Corp., Cincinnati. 


Chicago. Showbox, 8 tube, A. C. 

Full line of radio transformers. Bandbox, 6 tube, battery type. 
Representatives:—A. E. Tregenza, sales mgr.; L. E. Jewelbox, 8 tube, A. C. 
Fuller, western sales mgr.; J. C. Daley; C. R. Hansen; Bandbox Jr., 5 tube, dry cell type. 
A. A. Flick; G. W. Ziegler; E. A. Hammer; M. B. Auf- Gembox, 6 tube, A. C. 
derheide; R. Benson; E. A. Bohlman; W. C. Samuel: Types E & F dynacone speakers. 
E. G. Goddard; L. Mauerer; H. D. Harland; C. P. Kob; Type D musicone speakers. | 
E. L. Jackson; A. J. Olson; and IL. H. Byrne. Representatives :— Powell Crosley, Jr., pres.; H. Curtis, 
, . Abbott, gen. sales mgr.; L. A. Kellogg, sales promotion 

| 


mgr.; Ralph H. Langley, director of engineering; Hor- 
ace W. Karr, director of publicity; E. L. Shepherd, serv- 
ice mgr.; Frank W. Bremer; H. F. Joax; T. A. Jen- 
kins; E. K. Revercomb; Wm. H. Baldwin; Robt. W. 
Dieterich; O. T. Thorson. 








Cornish Wire Co., Inc., New York. Cunningham, Inc., E. T., New York. 








Representatives:—W. F. Osler, Jr., and W. M. Spear. 


Complete line of antenna kits in six different assort- Full line of radio tubes, including the new power tube 
ments. No. 350. 

“Corwico” aerial wire solid, stranded and round Representatives:—Geo. K. Throckmorton, vice-pres., gen. 
braided. mgr.; C. R. King, asst, gen. mgr.; M. Frank Burns, 
| Magnet wire and battery cable. sales mgr.; F. H. Larrabee; F. E. Harding; Howard 
Type R and type A “Corwico” A. C. adaptor harness. Sams and J. W. Cocke, dist. sales mgr. 
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WIN \ $25.00. \ 


~ 


ON @? THESE \ 


‘FINDLAY [J PRODUCTS 
Sold Only iv Thru Jobvers 





HE Radio Trade Show at Chicago proved all 

our claims of trade acceptance and demand for 
Findlay Metal Console Tables. Our expectations of 
trade enthusiasm were high but they were far ex- 
ceeded. Right now—during THE JOBBER’S 
SALESMAN’S summer sales contest—is the time 
for you jobbers’ salesmen to capitalize this interest 
by going out and booking the dealer orders on which 
we did all the “heavy work” at the show. To the 
salesman who sells the most Findlay Metal Con- 
sole Tables—and other Findlay products in July— 
goes a check for $25.00. Will that salesman be you? 

















Console Table No. 18 


main ks Findlay Metal Console New Crosley Table with 


Dynacone CROSLEY 











Tables 








are made especially for the following 
makes of radio receiving sets: 


American Bosch Freed-Eisemann 

Atwater-Kent Kolster 

Bremer-Tully Radiola 

Crosley Shamrock 

Fada Steinite 
Stewart-Warner 








RCE LEN RE ERS ANE ain aR PERI TSR SR OS 











Console Table No. 6/10 
FAI 


é 


ATWATER-KENT No. 1250—Table Model 


ci Tat No. 37 : 
Comets Same a “5 Sunbeam Health 


Ray Therapeutic J¥ ; 

Lamp ’ , New tables will be an- 
Get acopy of our latest ii : —s nounced as new sets 
catalog on Findlay are announced by 
lighting equipment. manufacturers. 


Robert Findlay Manufacturing Co. 


Facto: (Albert Wahle Co., Inc.) iis 
Metropolitan and Morgan Aves., Brooklyn, N. Y. 242 Fifth Ave., New York, N. Y. 











The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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RADIO TRADE 





A-C Dayton Co., Dayton, Ohio. 


AC-66, self contained, all electric six tube receiver. 
XL-61, six tube, battery operated receiver. 
AC-63, self contained, all electric six tube receiver. 


AC-65, self contained, all electric six tube receiver. 

Flewelling short wave adapter. 
18-80 meters, three plug-in coils for 3 wave length 
ranges, 17-29, 27-48, and 47 to 84 meters. 

Representatives:—Robert W. Bennett, vice-pres. and 
gen. mgr.; Sides; Moore; Eminger; Freedman; McCord; 
Snyder; Jacobson; Selby; Holquist; Hill; Evans; Sands; 
Camp; Stremple; Gillette; McLarren; Keith and Meri- 
thero. 


SHOW PICTURED 


Wave length range 





Dubilier Condenser Corp., New York. 


PL 574 power blocks. 

PL 575 and PL 700 condenser unit. 

PL. 650 and PL 664 power block condensers. 

PL 576, 579, 648 and 649 single and double buffer con- 
densers. 

PL. 666, 667 and 668 power condensers. 

Type 686 transmitter filter condensers. 

Nos. 1, 2 and 3 interference eliminators. 

PL 917-A Dry “A” condenser units. 

Representatives:—Fred Damiron; Geo. 
mgr.; H. H. Whetter; H. F. Tideman. 


Palmer, sales 





Diamond Vacuum Products Co., Chicago. 
Full line of radio tubes comprising 12 styles. 
Representatives:—Franklin Mays; Geo. D. McCabe, and 

A. M. Johnson. 








Eby Mfg. Co., H. H., Philadelphia. 
UY and UX new radio sockets, genuine bakelite with 
built-in guide and phosphor bronzed contacts. 
Full line of Eby binding posts and tip jacks. 
Representatives:—H. H. Eby, pres.; F. C. 
sales mgr.; Mr. McFadden. 


Trimble, 
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RADIO TRADE 


Electrical Research Laboratories, Chicago. 


New Model 75, A. C., 7 tube, receiver. 

Model 85, A. C., 7 tube, shielded grid receiver. 

Erla dynamic cone speaker. 

Erla Steadivolt regulator for regulating line voltage 
and the distortion incident thereto. 

Representatives:—Fred Wellman, vice-pres.; E 
A. L. Porch; W. S. Benton. 





Essenbee Radio Devices Co., Chicago. 


Ideal ball umbrella aerial, latest type of compact out- 
door antenna. 

The Da-Lite sign which has no lighting unit of its 
own, but shows up brilliantly like an electric sign, utiliz- 
ing sunshine, moonlight or artificial light other 
sources. 

Representatives :—.\. I. 
pres.; N. 


from 


Blane, pres.; B. W. Blanc, vice- 
Cole, sales mgr.; A. E. Gottschalk, engineer. 





|. S. May; 


SHOW PICTURED 


Excello Products Corp., Cicero, Ill. 


R-44 combination phono-radio console with G. E. 
motor and switch for changing from radio to phonograph. 

R-43 console type designed for the new Radiola Model 
18 and other A. C. or D. C. receivers. 

R-46 console type with 5-ply walnut top and panels. 
Has ample room in speaker compartment for horn or 
cone speaker. 

R-40, new 
Model 37 
ceivers. 

Representatives:—J. L. Axem, pres.; A. R. 
vice-pres. and sales mgr.; F. R. Doherty. 


Excello cabinet especially 


designed for 
Atwater Kent and Crosley 


Band Box re- 


Johnson, 


Fansteel Products Co., Inc., 
North Chicago, IIL. 


A-7 Balkite, cabinet style, 8 tube, A. C. 

A-3 Balkite, A. C., enclosed in an attractive, all-metal 
cabinet. 

A-5 Balkite, enclosed in solid walnut cabinet. 

Balkite chassis of simple but rigid construction for use 
with various cabinets. 

Representatives:—H. C. Baker, pres.; J. M. Troxel, 
chairman of board; H. J. Doughty, director of sales; Dr. 
Engle, sales engineer. 
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Farrand Mfg. Co., Inc., Long 
Island City, N. Y. 


Model 60 gothic speaker. 

Model 64 junior clock type speaker. 

Model 62 panel. 

Model 20 oval. 

Model 68 built-in-table. 

Model 74, Tiffany table dynamic, for A. C., D. C. or 
storage battery operation. 

Model 70 gothic dynamic table speaker. 

Model 76 console grande dynamic speaker. 

Model 72 dynamic chassis. 

Model 42 chassis and model 42-B box chassis, small 
size cone reproducers for console cabinets. 

Representatives:—C. L. Farrand, pres.; Geo. H. Kiley, 
vice-pres.; Dudley M. Mason, gen. mgr.; A. H. Fox, in 
charge engineering; J. B. Henry, sales promotion; S. H. 
Kehoe; W. E. Dermody; Heckert Parker; Frank Evans; 
Chas. H. Griffith. 





Robt. Findlay Mfg. Co., Inc., Brooklyn. 


Full line of radio cabinets, consoles and tables, espe- 
cially designed for a number of well known standard 
sets. 

Representatives:—Frederick Schwartz, gen. mgr.; J. C. 
Bryson, sales mgr. 


RADIO TRADE SHOW PICTURED 











Freed-Eisemann Radio Corp., Brooklyn. 

NR-80 receiver, A. C. 7 tube. 

F2 receiver, hand decorated cabinet, French model in 
glazed apple green with gold striping. 

F1S_ receiver, Japanese model in black lacquer with 
gold decorations. 

Fl wrought iron table. 

NR-85 receiver with specially designed power pack. 

Representatives:—J. D. R. Freed, pres.; A. KR. Freed, 
treas.; Arthur A. Trostler, sales mgr. 





A. H. Grebe & Co., New York. 

Grebe Synchrophase, A. C., 5, 6 and 7 tube receivers, 
having one illuminated dial, furnished in table and con- 
sole types. 

Grebe cone speakers, No. 1750 and No. 2020. 

Representatives:—A. H. Grebe, pres.; W. Diehl, chief 
engineer; D. Rigney, gen. mgr.; Maurice Raphiel, west 
coast mgr.; F. B. Ostman, chief service engineer; G. A. 
Eckweiler and K. J. Waite, salesmen; F. Schaeffer and 
John Yost, engineers. 
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RADIO TRADE SHOW PICTURED 





Grigsby-Grunow Co., Chicago. 

Model 62 receiver, 7 tube, A. C., table style. 

Model 71 receiver, 7 tube, A. C., console type. 

Model 72 receiver, 7 tube, A. C., same as model 71 ex- 
cepc that it is inside the cabinet. 

Model 61 receiver, 7 tube, A. C. 

Representatives:—B. J. Grigsby, pres.; Wm. C. Grunow, 
vice-pres.; Duane Wanamaker, adv. mgr.; E. D. Coots, 
western sales mgr.; Herbert Young, eastern sales mgr.; 
Wm. Seroy, Pacific Coast mgr. 


~ 
‘ 
~ 
‘ 

vv 
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Hammarlund Mfg. Co., Inc., New York. 


Improved Hammarlund “Midline” condenser. 

Hammarlund illuminated drum _ dial. 

Hammarlund auto couple, radio frequency coil. 

New model auto couple. 

TCT 23 coupler coil. 

Hammarlund Jr. Midget condenser. 

Multiple and transmitting condensers. 

low wave receiving coils and condensers. 

Hammarlund shield and “Hi-O” Shield, equalizer, short 
wave plug-in coils. 

Representatives:—L. E. Hammarlund, pres.; L. G, Cush- 
ing, Chicago mgr.; P. H. Smith; Sam J. Koch. 





Howard Radio Co., Chicago 

No. 70 receiver, A. C., super-power, console. 

No. 60 receiver, A. C., super-power, console. 

Green Diamond Eight, receiver, A. C., 8 tubes, cabinet. 

Nos. 57, 67, 77G, 108, consoles, adapted for Green 
Diamond Eight. 

All electric receiver and phonograph, sold as console 
radio receiver, but taking an electric phonograph assembly. 

Chassis de luxe, fully shielded, 7 tube. 

Representatives:—A. A. Howard, pres.; R. R. Howard, 
sales mgr.; Harry Sherwin, merchandising mgr.; Lee 
Hansen, ch. eng. 


Hyatt Electric Corp., Chicago. 
Portable receiving sets—Hyatt Music Box, the “Per- 
sonal Radio.” 
Hyatt model deLuxe, for “Particular people,” incased 
in a high grade, two-tone leatherette case. 
Representatives:—H. E. Hyatt, pres.; R. O. Lewis, 
engineer; O. McMillan, salesman. 
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_PERRYMAN RADIO TUBES 














PERRYMAN 


“DISTANCE WITHOUT DISTORTION” 


Get our 1928 proposition. 
Easier sales, unlimited 
guarantee and extra profit. 


1. Extra profit in the sales price. 


2. Extra profit because Perryman Types 226-227-280 
and 281 have been perfected and improved and are 
guaranteed to give extra long life and service. 





3. Extra profit because they stay sold. No replace- 
ments to eat up profits. (They must make good or 


we do.) 


4. Extra profit because they bring back new business 
on their excellent performance. 





Proof that we have an interesting 
proposition for wholesalers will | 

be furnished to you on request. | PERRYMAN ELECTRIC COMPANY 
Not by us alone, but by Perry- 

man Wholesalers who have been | INCORPORATED 

with us for years and who will | 

write you directly, telling you of | , 
their caine wh we to | 33 West 60th St. New York, N. Y. 
sales, profits and cooperation. V4 


W \ 
Wholesalers Please Note | 
| 





Laboratories and Plant: North Bergen, N. J. 











PERRYMAN RADIO T a 
A Complete ‘Line of Standard Equipment for every Radio Pasties’ 
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SHOW PICTURED 





RADIO TRADE 


Joy-Kelsey Corp., Chicago. 

Dynamic speaker, Oxford model. 

Dynamic speaker, Manufacturer’s model. 

Magnetic speaker, York model. 

Magnetic speaker, Manufacturer’s model. 

Radio receivers: 

Model 51, 7 tube, A. C. 

Model 53, radio-phonograph combination in chassis 
form, for mounting in custom furniture. 

Model 54, 7 tube, A. C. 

Representatives:—G,. A. Joy, pres.; Frank Reichmann, 
sales mgr.; Ray Augustine, sec’y.; W. R. Brown, treas.; 
Marshall P. Fox, asst. sales mgr. 


Karas Electric Company, Chicago. 

Karas Equamatic 3-circuit, inductance coil. 

Orthometric variable condenser. 

New Type S. F. L. variable condensers. 

New type 28 audio transformers. 

Equamatic inductance coil. 

Harmonik audio transformers, micrometric vernier dials, 
2 dial Karas equamatic; 3 dial karas equamatic; sub- 
panel brackets; new output filter; Knickerbocker 4; re- 
tard coils, short wave; A. B. C. power supply unit; short 
wave kit; push-pull transformers. 

Representatives:—S. J. Karas; L. L. 
Quinn, sales mgr. 


Karas; J. F. 








Marti Electric Radio Co., Inc., 
W. Orange, N. J. 


Marti electric power receiver, table type. 

Marti electric power receiver, table model. A. C,, 
combination phonograph. 

Marti console model receiver equipped with automatic 
meter selector, phonograph pick-up jack, dynamic speaker. 

Representatives:—Charles Marti, pres.; Alex Weiss, 
treas.; Pat Kiley, sales mgr.; H. L. Volk, chief engineer. 


Kellogg Switchboard & Supply Co., 
Chicago. 

A-C receivers, model 514, walnut cabinet and Kellogy 
chassis “A.” 

Model 515, two-tone brown metal cabinet and Kellogg 
chassis “B.” 

Model 516, walnut cabinet and Kellogg chassis “A.” 

Model 517, hand carved walnut cabinet and Kelloge 
chassis “A.” 

Model 518 walnut cabinet and Kellogg chassis “B.” 

Model 519 same cabinet as model 516 but including 
chassis “B.” 

Representatives:—W. IL. Jacoby, pres.; Seymour Guth- 
rie, sec’y-treas.; J. K. Utz, radio sales mgr.; Mac Har- 
lan, adv. mgr.; D. J. Gillespie, export mgr. 
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RADIO TRADE SHOW 





Minerva Radio Co., Chicago. 


Receiver model F-22, 7 tube, A. C., cabinet model. Re- 
ceiver F-26, 7 tube, A. C., cabinet. 





Muter Co., Leslie F., Chicago. 


Line of radio accessories including Guardian lightning 
arrester—antenna lead-in insulator—the “Tunetena” an- 
tenna tuner—moulded Bakelite grid-leak mounting— 
Muter “B” power units in four models—audio frequency 
transformers in two models—complete A. C. power unit 
for use with 280 type tube—A. C. filament transformer— 





adaptor socket—variable power rheostat—A. C. power 
switch. 

Representatives:—Leslie F. Muter, pres.; A. A. Dailey, 
sales mgr.; E. J. Beckley, New York; R. W. Camfield. 





PICTURED 





ee 


Newcombe-Hawley, Inc., St. Charles, Ill. 


Models 956, 957 and 959 console reproducers for larger 
receivers, equipped with dynamic cone units. 

Model 81 table reproducer designed especially for such 
receivers as RCA Models 17 and 18, is equipped with 
magnetic cone unit. 

Model 83 portable reproducer with magnetic cone unit. 

Model NH-9 dynamic cone unit chassis for A. C. cur- 
rent with step-down input transformer. 

Representatives:—G. K. Thompson; Whitfield 
singer; Alex. Poole; J. L. Huntington; H. F. 
O. E. Heilmann; F. W. Will. 





Pres- 
Taylor; 








Perryman Electric Co., Inc., New York. 


A. C. Tubes—detector amplifiers: types P. A. 227, 


P. A. 226, P. A. C. 401-A. 
Power amplifiers, types P. A. 112 A; P. A. 171 A; 
P. A. Wide PF. Ae 808; FP. A. S10 A; P: A. 266; P. A.C. 


Rectifiers, types P. R. 280; P. R. 281, P. R. 216A. 

D. C. tubes, detector amplifiers, types R H 201A; 
R. H. 199; P. A. 120; P. A. 200A; P. A. 240. 

Representatives:—G. H. Perryman, pres.; H. B. Foster, 
gen mgr.; Al Behr. 
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month. 


The products of this company are entered in the prize contest for this ;month. A $25 
prize will be awarded the salesman selling the greatest quantity during the 
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Merchandising 


planned to help you increase sales 





| 
© assist you and your dealers in the sale of Sylvania Radio Tubes we 
have formulated a real merchandising plan of tremendous scope. | 


On August lst we are going to send copies to your salesmen. But be- 
fore that time we’d like to have you look the plans over carefully and 
submit your unqualified opinions. 


Points covered are: 


1. Illustrated Catalog Sheet. 


2. Illustrated two-color envelope stuffer and folder of six pages 
describing the complete line. 


Same as No. 2 in four pages, covering only the A. C. Tubes. 
Folder describing Sylvania Foresters. 

Engineering Bulletins. 

Guarantee Circular. 

Preprints of newspaper advertisements. 


Display material. (a) Illustration of electric flashing sign. (b) 
Illustrations of 20” x 30” lithographed window card and 8’ x 
12” counter card. (c) Illustration of counter carton for display- 
ing tubes. (d) Long two-color streamer featuring Sylvania For- 
esters. (e) Long four-color streamers featuring topical events: 
one covering the political conventions, one on the Tunney- 
Heeney fight, one on the World’s Series and another on election 
returns. 


9. Four color “Colorgraphic Transparencies” for windows. 
10. Book matches and radio logs (called “Dialogs’). 


Constructive merchandising of this kind is a sure way to increase your 
present volume of sales and insure your future business. 
































er Pap 
































SYLVANIA PRODUCTS COMPANY 


Emporium, Penna. 


Tune in on the Sylvania Foresters each 
Wednesday night at 8:30 (eastern day- 
light saving time) through stations WJZ, 
WBZ, WBZA, KDKA, and KYW—and 
you'll hear one of the reasons for the 
increasing popularity of Sylvania Tubes. 















MENGE 


REM A 


The products fof this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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RADIO TRADE SHOW PICTURED 


Philadelphia Storage Battery Co., 
Philadelphia. 


“Highboy” receiver, A. C. 

Console model receiver, A. C. Louis XVI_ period. 

Table model receiver, four colors, hand decorated. 

A. C. loud speakers, cone type, two models. 

Speaker, console grand type, especially designed tone 
chamber. 

Representatives:—J. N. North; E. W. Shepherd; A. H. 
Hebenstreit; J. A. Heron; A. C. Nodine. 


Platter Cabinet Co., North Vernon, Ind. 


Radio cabinets—Raduofone No. 981, electric phono- 
graph, A. C. radio combination. No. 740-250-B75A wal- 
nut speaker cabinet. No. 937 walnut desk cabinet . No. 
925 walnut finished cabinet. No. 250-B75A-T walnut table 
cabinet. AC90 walnut finished cabinet. No. 171-B57A-T 
walnut table cabinet. No. 900 walnut finished cabinet. 
No. 999 electric phonograph, A. C., radio combination. 
No. 7401-171-B57A walnut speaker cabinet. 

Representatives:—O. R. Platter, sec.-treas.; W. D. 
Platter, salesman; W. P. Lockwood, salesman; S. C. 
Brandt, salesman; Jas. Martin, engineer; Jas. Rawleigh, 
salesman, 





Racon Electric Co., Inc., New York. 


Speakers; exponential type air column horns; made in 
15 types; construction, fabric, impregnated; with dy- 
namic type unit. 

Special, dynamic cone speaker, 6 volt D. C. and 110 
volt D. C. and 110 volt A. C. 

Two types of dynamic horn units and table with dy- 
namic cone. 

Also bafflers for dynamic cones. 

Representative:—H. R. Fletcher, vice-pres. 


Radio Allied Manufacturers Corp., 
Chicago. 

Dynola model 37, ornamental speaker table. 

Hucknall model 107 cabinet. 

Model 1 American walnut and imported overlay 
cabinet. 

Model 64 Jacobean spinet type cabinet. 

Model 77G, conventional and popular design of cabinet. 

Model 84 R. C. A. special table with built-in speaker. 

Model 24 sliding door cabinet with speaker. 

Representatives—H. T. Roberts, pres.; M. M. Scribner, 
vice-pres. and treas. 
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| 


RADIO TRADE 





Radio Corp. of America, New York. 


Complete line of radio receivers, loud speakers, radio 
tubes, and the R. C. A. “B” eliminator. 

Special emphasis laid on Radiola No. 51, a Radiola 18 
in cabinet 100A, speaker self-contained, equipped with 
radiotrons. 

Representatives:—Jos. L. Ray, gen. sales mgr.; Pierre 
Bucheron, adv. mgr.; Meade Brunet, head of Radiotron 
div.; P. G. Parker, Chicago district sales mgr.; J. Sawyer, 
contract sales dept.; A. B. Beyer, eastern dist. sales 
mgr.; Mr. Shull, San Francisco; Mr. Nichols. 





Radio Master Corp., Bay City, Mich. 


Radio Consoles—models 92, 97, 105, 106, 107, 108, 113 
and 114 for universal use; models 130, 131, 132, 133, 
134 for use with Radiola 17418; model 90 for Grebe 7 or 
A C 6; models 101 for Grebe A C 6; model 115, deluxe 
combination; model 104, deluxe console. 

Cone speaker tables—model 102, 103 for Grebe A C 6; 
model 111; model 112. 

Model 88—spinet for R. C. A. 


Representatives:—F. B. Ward; J. S. Hyde. 





SHOW PICTURED 





Raytheon Mfg. Co., Cambridge, Mass. 


Type BH 125 tube, gas rectifier for use in all stand- 
ard B eliminators employing gas rectifiers. 

Type B A 350 tube, gas rectifier, for use in complete 
A B C elimination. 

Kins-Lamp, neon lamp for television. 

Foto-Cell, photo-electric cell for television, 
two types, hard vacuum and gas filled. 

Complete line of neon signs. 

Representatives:—Fred D. Williams, vice-pres. in charge 
of merchandising; D. E. Replogle, technical engineer; 
M. E. Seegmiller, Chicago; Cal Caldwell, Kansas City; 
G. Kratch, Cleveland; J. Downey, New York; A. W. 
Link, Chicago; H. Freil, San Francisco. 


made in 





Sangamo Elec. Co., Springfield, Ill. 


Type AX transformer. 


Type BX push-pull in-put transformer. 

Type CX-171 push-pull output transformer. 

Type DX-210 push-pull output transformer. 

Representatives:—H. L. Kunz, sales dept.; Mr. Blucke, 
engineer. 
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Here’s a new idea in Dynamic 
Speakers. This model hangs 
in the corner. The large front 
baffle board and the walls of 
the room produce tone results 
that will amaze you. Every 
dealer should use this model 
for a demonstrator because it 
is acoustically the best way to 
mount a Dynamic Speaker. An 
exclusive Abox idea! 


















Model 66—A. C. Converter. 


input-1 10-120 volts, 50-60 —— A C. Oo 
put-6 volts, 2 amperes D. C. Complete with 
receptacle for ““B’ unit and master control 
switch. Price $35.00.(Higher on West Coast.) 
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And Now the 


ABOX 


Dynamic Speaker 


A new Abox product backed by the usual aggres- 
sive merchandising and sales producing advertis- 
ing which the trade associates with the Abox name. 
The Abox Dynamic Speaker is capable of repro- 
ducing the studio program with unbelievable real- 
ism. A complete line of speaker units for every type 
of set, interchangeable in the different type cabinets. 
Get all the details at once—in time to cash in 
on the demand for a good Dynamic — 


A. C. Converter 
Model 66 


Don’t overlook the opportunity to get your share 
of the “A” power unit business this year. Every 
dealer will seil a surprisingly large number of 
power units. When the radio public think of con- 
verting a battery set to an electric set, they will 
think of Abox. 

The new improved model will find ready ac- 
ceptance among the dealers who have followed 
“A” power unit history. First in the field with a 
satisfactory and salable “A” power unit, first in the 
exclusive “A” power unit advertising, and today, so 
far ahead that the Abox position defies competition. 
Prepare to participate in another successful year. 


The ADox Company 


Mf 
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are the days of 
the tube juggler 


TUBE JUGGLER is a radio owner who has to shift tubes 
from socket to socket to get the best combination possible 
. . and, then isn’t always satisfied. 


There are over six million Tube Jugglers who would rather settle 
down to placing each tube in the right socket and enjoy radio. 


Along come A. C. Tubes without any means of settling the 
juggling question until ROYAL puts one over. 

Each Royal Tube is designed for a special socket position. Natu- 
rally when one buys a Royal Tube they'll want all Royals 
eventually. Therefore, the kit idea that sells "em six at a time. 
Isn’t that a Royal story to tell your dealers? 


Every sales manager and his men should like the plan. 


National Tube Manufacturers, Inc. 
Cleveland, Ohio 


Address all inquiries to: 
STERLING SALES CORPORATION 
Plymouth Bldg., Cleveland, Ohio 


OYAL 


AC. TUBES 
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Why the Sterling Sales 
Corporation endorses 
Royals 


The entire sale of Royal Tubes has 
been placed in the hands of the 
Sterling Sales Corporation, under 
the direction of E. C. Sterling and 
W. W. Dowdell. They say: 


“We believe that Royal AC Tubes 
will mean more to radio jobbers and 
dealers than “simply another Tube.” 
We are satisfied that the National 
Tube Manufacturers have overcome 
the obstacles that have stood in the 
way of reliable, long-lived AC Tube 
operation. Their policy of pre-test- 
ing and identifying the tube for 
socket position is in our opinion a 
great step forward in radio tube 
merchandising. We have been par- 
ticularly careful in identifying 
ourselves only with established, fi- 
nancially sound up-and-doing manu- 
facturers, among whom National 
Tube Manufacturers, Inc., is an out- 
standing example.” 

“We urge every radio jobber sales- 


man and dealer to investigate the 
Royal line.’ 














TANT MAN IN THE INDUSTRY 
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RADIO TRADE SHOW PICTURED 








Sandar Corp. (Div. of Farrand Mfg. Co.) 
Long Island City, N. Y. 


Sandar panel speaker, model 63, portrait frame effect. 

Sandar cabinet Jr. speaker, model 65, metal cabinet 
type. 

Sandar cabinet speaker, model 61, table type. 

Sandar table dynamic speaker, model 71. 

Sandar console dynamic speaker, model 77. 

Sandar end table dynamic speaker, model 75. 

Sandar built-in table speaker, model 69. 


Sentinel Mfg. Co., Chicago. 
New Sentinel receiver, A. C., table type, one dial con- 
trol. 
Representatives:—J. T. Beatty, pres.; E. J. Dykstra, 
sales mgr.: W. G. Taylor, engineer and designer. 








Showers Bros. Co., Bloomingdale, Ind. 


Showers-Crosley cabinet NC-2. 
Showers-Crosley cabinet C-4. 
Showers-Crosley cabinet C-1. 
Showers-Crosley cabinet C-3. 
Showers cabinet J-45. 
Showers cabinet Z-11. 
Showers cabinet J-18a. 
Showers table J-18. 

Showers bench 106. 


Silver-Marshall, Inc., Chicago, Ill. 

S-M 710 Sargent-Rayment set, 6 tube, table type. 

Round-the-World short wave kit in three numbers. 

No. 225 first stage audio transformer for use be- 
tween standard detector and first audio tubes to pro- 
vide flat curve. 

No. 255 first stage audio transformer to provide rising 
curve between 65 and 300 cycles. 

S-M Midget plug-in coils in eight types. 

No. 700 series shielding cabinet made of type metal, 
211% in. long by 10 in. wide by 714 in. high. 

Representatives :—McMurdo Silver, pres.; Austin Young, 
gen. mgr.; Harold C. Bodman, sales mgr.; F. Edwin 
Schmitt, eastern rep.; E. Carrington, service mgr. 
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Sparks-Withington Co., Jackson, Mich. 


Equasonne receiver, model 79, junior console, A. C. 

Equasonne receiver, model 69, cabinet, A. C. 

Equasonne receiver, model 69, cabinet set on cabinet 
speaker model 29, A. C. 

Equasonne receiver, model 89, senior console with built- 
in speaker, 7 tube, A. C. 

All embody a new Sparks-Withington circuit with se- 
lector for tuning of the band pass filter type, giving 
clear reception of stations below 300 meters. 

Also the new Sparton combination phonograph and 
radio, distinct departure. 

Representatives:—Capt. Wm. 


Sparks, pres.; Harry 


Sparks, sales mgr.; E. T. H. Hutchinson, asst. sales mgr.; 
V. A. Searles, adv. mgr.; F. S. Purviance, Jr., sales and 
service. Also whole United States and Canada _ sales 
force. 





Sylvania Products Co., Emporium, Pa. 

Complete line of alternating current tubes, dry cell 
tubes, amplifiers, rectifiers and power amplifiers. 

Special feature, the Sylvania super-sensitive detector 
tube type SX-200-A, carrying written guarantee that if 
placed in the detector socket of any radio receiving set 
and given 45 volts of “B” battery will give the set 
greater distance receiving range and more volume in re- 
ception of weak signals than any other tube. 

Also SY-227 A. C. detector tube. 

Representatives:—B. G. Erskine, pres.; G. L. Rishell, 
vice-pres.; W. H. Hetznecker, sales mgr.; Fred H. 
Strayer, adv. mgr.; M. D. Burns, engineer; R. S. Mac- 
Arthur; A. L. Milk. 








RADIO TRADE SHOW PICTURED 





Steinite Radio Co., Chicago. 
New Steinite receiver, A. C., table type. 
New Steinite receivers, A. C. in three console models. 
Polyphonic speakers, table model and console model. 
Representatives:—J. Abelson, pres.; Oscar Goetz, gen. 
mgr.; Lester Abelson. 





. 
Temple, Inc., Chicago. 

Air column speaker, 60 inch, center line, model 15. 

Air chrome speaker, new principle, balanced tension 
diaphragm, model 20. 

Air column speaker, true exponential design, 54 inch, 
center line, model 11. 

Temple air column speakers, Models Z, F, and K for 
use in console cabinets of the open radiator type. 

Temple double action unit, replacement for A. C. sets 
and designed to handle lower tones. 

Temple comparator, allows comparing from two to 
five speakers. 

Representatives :—Alfred Marchev, pres.; Prof. Paul G. 
Andres, vice-pres. and sec.; Fred W. Temple, vice-pres.; 
Addison H. Brown, vice-pres.; Fred F. Husum, treas.; 
Chas. H. Callies, adv. mgr. 
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Millions of kliminators Now in Use 


MUST Have Raytheon B-H for 


R eplacements 


: eed-Eisemann 
pene Electric Suan Instrument 
me E —— 
All-American 
A mplex 
Apco 
Apex 
Arbrophone 
Arco , 
atteryless | den 
Benjamin Electric Kingston 
sch ings 

Sr emer-Tully Knig 
Briggs-Stratton 
Buckwalter 
Buell 
Burns 
Bush & Lane 
Case 
( ‘hamberlin 
Cloverlea 
Colonial 
Consolidatec 
Corne 
Crosley 
Day-Fan 
Dongan 
Dragon 

yilier 
Duree-Thomas 
Eagle Charger 
Electron 
Epom 
Erla 
Federa 
Ford Mica 


HE Raytheon B-H is standard 
equipment on more than one hun- 
dred different makes of“B” Eliminators. 
A radio used only 3 hours a day requires 


replacement of its Rectifying Tube once a 


year. 6 hours of service daily necessitates 
two replacements a year. 


Raytheon B-H is the standard replacement 


Triple a .: 
United Engine 
jniversa 
Precision vss ee 
—— ae 
' 7 e 
anes arshall ae 
: Simp ll esl 
artan: =. | 
% pcan Electric 
Wells 
White 
Wise-McLuné 
Yale 
York 
Zenith 


rectifying tube for millions 
of ‘‘B’’ Eliminators, now in 
use. Nothing else will do. 


This ready-made demand must be filled. 
Why not by you ? 


Ask your jobber for the new Raytheon display 
carton. Every time that carton is emptied it 
represents a profit of $7.20 for you. 


RAYTHEON MANUFACTURING COMPANY, Cambridge, Mass. 


¥Rayth 
= haytneon 
“2. LONG LIFE RECTIFYING TUBE 


The products of this company are entered in the prize contest for this month. 
prize will 
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A $25 
be awarded the salesman selling the greatest quantity during the month. 
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Trav-ler Mfg. Corp., Chicago. 
Trav-ler portable receiver with loud speaker and loop 
aerial, complete in_ itself. 
Representatives:—F. A. Magee, pres.; L. L. Martel, 
sales mgr.; J. E. Thorne, eastern sales mgr. 


Udell Works, Indianapolis, Ind. 


No. 703 cabinet, art moderne, popular price. 

No. 763 cabinet, burl walnut. 

No. 771 cabinet, decorative walnut. 

All above take Radiola 18 with or without speaker. 

No. 7150 cabinet, speaker attached, decorative, popular 
number. 

No. 710 silver cabinet type, floral decoration, satin- 
wood inlay. 

Representatives:—H. T. Griffith, pres.; Mack Kroll, 
eastern rep.; John W. Bowman, Chicago rep. 














RADIO TRADE SHOW PICTURED 


UNITED RADIO CORP 


United Radio Corp., Rochester, N. Y. 


Peerless cone speaker, direct operation. 

Peerless cone table speaker. 

Dynamic speaker table, model 19-T, gothic design. 

Dynamic gothic cabinet speaker, Model 17-A. 

Representatives:—Selden E. May, pres.; Arthur T. 
Haugh, v. p., sales mgr.; Dr. John P. Mitten, chief of 
research; I. G. Malloff, engineering dept.; Burton Bige- 
low, adv. counsel; M. F. Bickford, asst. sales mgr. 





Utah Radio Products Co., Chicago. 

Dynola Speaker, cabinet type; X-30, grille type; X-35, 
cone type; X-18, cone type. 

Screen type speaker. 

XB type speaker. 

Piano type speaker, making radio reproducer of your 
upright or baby grand piano. 

Phone type speaker. 

XH type speaker, combination cone and _ exponential 
horn. 

Utah diaphragm with patented tripod construction, 
something new. 

Representatives:—David Neff, pres.; Henry C. Forster, 
treas. & gen. sales mgr.; E. S. Riedel, sales mgr.; W. D. 
Pack, vice-pres. and engineer; also 22 district salesmen. 
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RADIO TRADE SHOW PICTURED 








Walbert Mfg. Co., Chicago. 

Model 77 receiver, 8 tube, A. C. 

Representatives:—J. M. Dorband, sales mgr.; W. G. 
Nissen, treas.; C. F. Neiles, service; W. E. Clore, sales; 
L. F. Steel, office; W. A. Sydow, buyer; J. J. Borken- 
hagen, stock; L. J. Boji, engineer. 


Webster Elec. Co., Racine, Wis. 


Electric pick-up, permits changing from radio to elec- 
tric phonograph with ease, without removing detector 
tube. 

Model 1A complete with supporting arm. 

Model 1B without supporting arm. 

Also complete line of amplifiers and transformers. 

Representatives:—L. A. Loeb, pres.; R. F. Beazell, sales 
engineer; R. Ferda, mgr. sales; A. C. Kleckner, chief 
engineer. 








Wells-Gardner Div. Consolidated Radio 
Corp., Chicago. 

Model W-E, 7 tube, A. C., console type receiver. 

Model W-E-L, phonograph combination using above set. 

Model W-E, 7 tube, A. C., table type receiver. 

Model B-E, 7 tube, table type, D. C. receiver. 

Model M-P, 6 tube, table type, D. C. receiver. 

Model M-P, 6 tube, console type, D. C. receiver. 

Representatives:—A. S. Wells, vice-pres.; G. M. Gard- 
ner, mgr.; Frank Dillbahner, treas. 


Yale Elec. Corp., Brooklyn. 


Automatic A power unit for 110 volt (50-60 cycle). 

Automatic B power unit for 120 volt (50-60 cycle). 

Also complete line of radio batteries. 

Representatives:—C. G. McQuaide, western mgr.; L. T. 
Breck, southwest mgr.; W. E. Bonsall, Omaha megr.; 
S. M. Campbell, Chicago mgr. 
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New Tubes do it WoT 


Each Jobber’s salesman can help his dealers increase their tube sales very substan- 


tially by this simple method: 
Stress to the dealer the importance of replacement business. 





As we know, the great bulk and volume of tube business depends on replacing 
old or inferior tubes with new, wide-awake Cunningham Radio Tubes throughout. 


Let’s ask the dealer to tell his customers that he is equipped to test their tubes 
and install the correct tube in each socket. 


E. T. CONNINGHAM, INC. 
NEW YORK CHICAGO SAN FRANCISCO 
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OU will be interested in 


this new Radio Receiver 


The 
Green 
Diamond 


$125 


mar % 
wage) 


Four stages radio frequency, 

Push-pull audio, with two 171 power tubes, 
No external power pack, 

Completely shielded, 

Equipped to play phonograph records, 
Single control, 


AC tubes. 


PRICE RANGE—$125 TO $2,500 


HOWARD RADIO COMPANY 


Makers of Fine Radio Receivers---Exclusively 
4949 N. CRAWFORD AVE. CHICAGO, U. S. A. 





Licensed by R. C. A. and Hazeltine Corp. 
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Reasons why 


DEALERS 


should handle 





TUBES 
1 A Quality Product 


Scientifically made on the most 
modern tube making equipment 
in the largest plant devoted ex- 
clusively to Radio tube making. 
Rigid inspections and tests, both 
during and at the completion of 
manufacture, assure unvarying 
uniformity. 


2 Consumer Acceptance 


Known and accepted nationally 
as one of the three standard 
makes of tubes—a factor that as- 
sures ready acceptance by the 
radio buying public. 


3 More Profit 


The only standard tube manufac- 
turer offering greater profit-mar- 
gin with its resultant greater 
profit making possibilities. 

The additional profits you make 
on CeCo Tubes go a long ways 
toward helping to carry the load 
of operating overhead. 


4 Complete Line 


Every radio requirement is met 
with the CeCo line in both A.C. 
and battery types and rectifiers— 
a feature that eliminates. duplica- 
tion of stock and permits of sales 
concentration on one brand. 


5 Special Type Tubes 


CeCo exceeds all other manufac- 
turers in the making of Special 
Purpose Tubes — both battery and 
A.C. types—for which a definite 
demand has been created—add- 
ing tube sale possibilities not 
offered by any other brand. 


Liberal Replacement 


Policy 


A CeCo dealer has the advantage, 
although seldom exercised, of 
making adjustments and replace- 
ments at the point of purchase. 


7 Advertising 

CeCo dealers will be supported 
by the CeCo Broadcasting Hour 
each week over 17 stations of 
the Columbia System together 
with extensive newspaper and 
magazine advertising. 
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Jsepeat sales —the 
best evidence 


When you sell CeCo Tubes to your trade—you offer a line which 
gives rapid turnover—steady, profit making repeat sales. Their out- 
standing performance is the reason—increased sensitivity—greater 
clarity—more volume—and of prime importance—longer operating 
life—a feature partially due to the exclusive process of evacuation. 


If your house is a distributor of CeCo Tubes—use the seven con- 
vincing reasons given at the left to boost your sales! If your house 
doesn’t handle the CeCo line—get them to look into the excep- 
tionally attractive sales and profit-making CeCo proposition. 


Ask us for interesting and unusual piece of 
printed matter entitled “Getting the most 
out of your Radio”, also catalogue sheet. 


CeCo MANUFACTURING CO., INC. 
PROVIDENCE, R. I, 
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RADIO TRADE SHOW PICTURED 


Yaxley Mfg. Co., Chicago. 


No. 612 cable connector plug, 12 conductors, length 4 
ft. 

Junior rheostat. 

Junior rheostat switch. 

Radio convenience outlets, artistic, mount flush, brass 
or Bakelite finish, special finished to order. 

No. 353 outlet for loud speaker, aerial and ground 
and A. C, connections. 

No. 440 full automatic voltage relay. 

New phone tip jacks with distinctive color caps, red 
for the positive side of the loud speaker, black for the 
negative. 

Representatives:—R. F. Sparrow, sales mgr.; R. A. 
O'Reilly, adv. mgr.; F. R. Ellinger, asst. sales mgr. 





Zenith Radio Corp., Chicago. 

Model 39 receiver, A. C., 60 cycles. 

Model 39 receiver, A. C., 60 cycles, with Smith auto- 
matic tuning device. 

Model 392 receiver, A. C., 25 cycles. 

Model 392A receiver, A. C., 25 cycles with Smith auto- 
matic tuning device. 

Representatives:—Paul B. Klugh, vice-pres. and gen. 
mgr.; Thos. H. Endicott, sales mgr.; H. Robertson, treas. ; 
Wm. Gaynor; G. Gunther; 0. Hulberg; A. Alexander; 
F. Roterberg; A. L. Tuttle. 


———_<—__—_ 


OTHER EXHIBITORS 


Owing to the Time Element and Space Limitations It Was Impossible for the 
Photographer to secure Photographs of the Exhibits Following: 


Adler Mfg. Co., Louisville, Ky. 


Radio cabinets, consoles, stands, featuring art moderne 
models 202, 207, also models 201, 203, 204, 205, 206, 208 
and 209. 

Representatives:—N. P. Bloom, pres.; J. Bakrow, sales 
promotional mgr.; A. Strauss, sales mgr.; Harold Ewing, 
sales dept.; Eddie Hagemann, gen. supt.; M. Despres; 
K. Jacobs; R. Jacobs; D. Lipsey; Pat Hagerty, and M. 
Howsin, salesmen. 


All-American Mohawk Corp., Chicago. 


Combination phonograph and 6-tube electric radio. Fully 
copper-shielded. 

Model 88, phonograph and radio combined, 8-tube. 

Other models shown, 60, 65, 61, six tubes; eight tubes, 
80-85. 

Representatives:—E. N. Rauland, pres.; Otto N. Frank- 
fort, vice-pres. in charge of sales; Gustav Frankel, vice- 
pres.; Don McGregor, treas.; Doug DeMere, secretary; 
FE. R. Kuhn; Jene Wall; E. R. Gutterman; B. H. Smith; 
\. N. Pease; Roland Starrett; Gus Cohn; A. S. Stuart; 
I. P. Cushway; John Behlke; J. C. Richardson; Irish 
O'Halloran, salesmen. 


Allen Bradley Co., Milwaukee. 


Bradleystat, filament control. 
Bradleyleak, grid leak. 
Bradley-ometer, potentiometer. 
Bradleyohm, variable resistor. 
Bradleyunit, fixed resistor. 





Bradley-amplifier, audio amplifier, resistance coupled. 

Graphite disc rheostats, Type E-210. 

Representatives:—D. S. W. Kelly, engineer; L. Matthias, 
engineer; A. H. Fensholt, adv. mgr. 


Apex Electric Mfg. Co., Chicago. 

Neufrodyne receiver, self contained, with power-pack, 
six tubes plus one rectifier. Speaker, portable cone, 
fastens to cover making receiver and speaker all one. 

Representatives:—J. L. Nilson, pres.; J. Prince, sec’y.; 
H. Bodamer, sales mgr. Salesmen: Hoffman; Winder; 
Spector; Burchan; Ichols; Williams; Canis; Hardman; 
Rocke; Beamish; Lacey. 


Buckingham Radio Corp., Chicago. 
A. C. electric chassis, 6 tubes. Made in seven console 
models. 
Representatives:—I. B. Freed, pres. Salesmen: Deeley ; 
Jerus; Ferguson; Erlichman; Butler; McNeil. 


Case Electric Co., Marion, Ind. 
(Div. U. S. Elec. Corp.) 


No. 73 spinet chassis, 7 tube, A. C. 

82-“A” loop. 

73-D, 73-C, 82-C loop receiver, 82-D combination. 

Representatives:—A. C. Case, pres.; D. E. Foster, chief 
engineer; H. S. Masquelitte, sales mgr.; Geo. R. Silver- 
stone; G. K. Thompson; F. Walker; Albert Lotz; C. A. 
Bell; C. Spang; W. Fowden. 
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The Caswell-Runyan Co., Huntington, Ind. _ The “Westminster”—contains latest design Utah speaker. 
ne : ; ? Surfaces of finest American walnut. Antique brass hard- 
Table No. 20, conservative design, suitable for other ware 
home uses. “York” combination—table and cabit , inati 
™ =— ; : . é — abinet combination. 
Table No. 31, four way butt walnut veneer, satin sur- Fitted with new McMillan 8 tube electric set. Carefully 
face. , a i, aaaliial . selected American walnut used throughout. 
— type, No. 25, combination desk and _ radio Representatives:—Walter McGill, pres., gen. sales mgr.; 
cabinet. 


‘harles Eisemsz -neineer: > T nie - al abetea 
Console type, No. 35, for standard sets and accommo- -” a cagmecr; HF. Ruler, central stat 
dates either dynamic or magnetic cones. 
Console type, No. 1, furnished with 414, ft. fibre horn. 
Cabinet No. 30, model colonial. 


Representatives:—C. <A. Backus, sales mgr.; Leroy Operadio Mfg. Co., St. Charles, Ill. 


Eschner; Shirley Coy. Air column speakers, bloc type. 
The “Junior” 30 in. exponential air column. 
e m New “Senior,” 54 in. air column. 
Day-Fan Electric Co., Dayton, Ohio. “Westminster,” 61 in. air column. 
Day-Fan, table model, 8 tubes, A. C. Cabinet model speakers. 
Day-Fan, all-electric, console cabinet, push-pull ampli- “Barcelona” speaker table, with 54 in. air column 
fication, adjustable transformer for high and low voltage St. Charles,” Model 42 for 6-volt excitation. 
conditions. Model 52 for 110 volt A. C. excitation. 
Day-Fan, consolette, complete with speaker. Representatives :—J. McWilliams Stone, pres. ; Em FF 
Representatives:—Chas. T. Lawson, vice-pres. and sales Zinke, sales mgr.; W. Bailey, sales; Al Raetz, sales: 
mgr.; W. E. Baker, gen. mgr.; H. J. Loftis, radio engi- Owen Webb, sales. 
neer; and sales representatives A. W. Lynch, H. T. Mat- 
tern, Ben Hart, L. E. Paul, D. I. Drucker, Don Wallace, 
M. L. Gibson, C. B. Cooper, B. J. Mockenhaupt, H. M. : 
Pauley, W. S. Sanderlin, a H. L. Brump, F. H. John- Pacent Electric Co., Inc., New York. 
ston, and C. E. Greene. Pacent “Phonovox,” the electric pickup. 


Model 124, de luxe model with tone arm, complete with 
counter-balanced tone arm, two special adapters for both 


Federal Furniture Factories, Inc., New York. A. C. and D. C. sets, volume control and connecting cords. 


. ; : ah ‘ f Model 105-A de luxe model without tone arm, complete 
No. 99 cabinet, 51 in. by 24 in. by 18 in., with moulded as above, with the exception of the counter-balanced tone 
decoration and maple overlay. 


‘ - a Sa } , arm. 
No. 37 cabinet, 46 in. by 24 in. by 18 in. Model 19, de luxe model phonovox tone arm, complete 
No. 36 consolette, 31 in. by 32 in. by 161 in. 


with threaded brass connecting sleeve for attaching to 


No. 1840 consolette for all standard sets and speakers. model 105-A. 
: Representatives:—David EK. Kahn, director of sales; Representatives:—Robert Lewis, sales mgr.; George 
E. O. Brown; Jos. Kahn; Julian Kahn. Soule, asst. to sales mgr.; Carl F. Goudey, chief engineer. 


French Battery Co., Madison, Wis. 


Ray-O-Vac 9303 heavy duty “B” battery. 


Radio Receptor Co., New York. 


Ray-O-Vac 2303 “B” battery. Powerizer to change battery set to all-electric set, made 
Ray-O-Vac 5151 combined “B” and “C” battery. in three models. _ 
Ray-O-Vac 231 “C” or “A” battery. Model A if you have a “B” eliminator. 
Rav-O-Vac 2153 vertical type “B” ‘batterv. Junior converts battery set into A. C. electric. 
Nos. 4151 and 5303 for portable sets. R20 makes de luxe set. 
No. 1211 standard drv cell. 25 or 28 A. C. pack makes power amplifier Radiola. 
Representatives:—W. H. Calhoun, gen. sales mgr.; Power amplifier PX-2 for ordinary radio or phono- 
Frank Foster, Chicago sales mgr.; Geo. Shipley, mgr. graph use. 
export sales; James Hamilton, adv. mgr. PX-3, super-tone, super-power. 


Representatives:—I.. Arnson, sales mgr.; M. Van Blari- 
, com, salesman; J. B. Dunton, salesman. 
Gold Seal Elec’! Co., New York. 


Complete line of radio tubes for all purposes. 


Representatives:—Gus Binder, central div. mgr.; E. H. Rola Company, Oakland, Calif. 
Brown; W. Combes; I.. Holman; L. Blasin, and C. P. : ; d an : 
Dynamic power speakers—model 35, console speaker: 


Mve 
Myers. model 30, table type. 
Magnetic armature speakers—model 25, radio tabl 
~ e , ae > 9 vs ine > 
Jensen Radio Mfg. Co., Chicago. type; model 20, cabinet type. | we . 
. 5 # Units for cabinet installation, dynamic power unit 
Dynamic speaker units, types D4, D4 A. C., D5. models D-110 and D-90; magnetic armature unit models 
Speaker console, model 7, for Jensen dynamic speaker Jm and M. 
unit. ’ —? : Representatives:—Henry S. Tenny, pres.; Lloyd E 
Speaker cabinet, model 6, for Jensen dynamic speaker Holton, Pacific Coast sales mgr.; Leon Golder, Chicago 
unit. 


. ie district mgr.; J. B. Ferguson, eastern sales mgr. 
Representatives:—Peter I.. Jensen, pres.; Thos. A. 
White, gen. sales mgr.; Jake Sands, sales; H. Hadin, 








sales; B. Crane, sales; C. Crowley, sales; Chas. Smith, ” 
engineering dept.; L. E. Grogan, eng. dept. Samson Electric Co., Canton, Mass. 
Symphonic output transformer for 2-UX210’s. 
. ° : Symphonic output transformer for 2-UXI17I's_ or 
| McMillan Radio Corp., Chicago, Ill. 2-UX250's. 
McMillan Electric Receiver, A. C. operation, 8 tubes, Special 4-stage group address amplifier. 
| 4 radio frequency, completely shielded. Detector and 3 Plate supply unit for S110 amplifier. 
| Stages of audio frequency, push-pull amplification. Entire Also six types of two and three stage phonograph or 
| set built upon rigid steel frame. radio set amplifiers. 
McMillan Electric consoles. The “Warwick”—all sur- “A-B-C” Eliminator. 
| faces veneered with 5-ply walnut. Doors veneered in four Representatives:—C. C. Colby, pres.; Prof. Bolles, engi- 





| / Way match, highest quality American walnut. neer; R. W. Cotton, sales mgr. 
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Slagle Radio Co., Fort Wayne, Ind. 


Receiver Model Nine, 7 tube, A. C. console type. 
Model Ten 29-D, 10 tube, A. C. console type. 

Model Ten 29-A, 10 tube, A. C. console type. 

Model Ten 29-B, 10 tube, A. C. console type. 

Model ‘Ten 29-C, 10 tube, A. C. console type. 
Representatives:—P. K. Romey; H. E. Bristol, adv. 


and sales mgr.; J. Hess, salesman; C. H. Carson, sales- 


man; L. B. Wilcox, engineer. 


Sonatron Tube Co., Chicago. 
Exhibit display consisted of facsimile of Saturday 
Evening Post advertisement, in motion. 
Representatives:—Louis Newman, eastern sales mgr. 
with staff of 8 salesmen; Don Quinn, western sales mgr. 
with staff of 9 salesmen. 


Splitdorf Radio Corp., Newark, N. J. 


Salem receiver, A. C., bookcase and desk model. 

Devon speaker, A. C., special model. 

Avon receiver, A. C., console type. 

Como receiver, A. C., cabinet model. 

Duplex receiver incorporates a dual adjustment for 


selectivity and _ sensitivity. 

A “250” tube amplifier in a table model for use with 
a dynamic speaker. 

Junior power amplifier containing one “250” tube and 
one dynamic speaker. 

Senior power amplifier, compensated, 
“250” tubes and two dynamic speakers. 

Representatives:—Hal P. Shearer, gen. mgr.; Jas. 
Beach, southwest sales mgr.; H. G. Blakeslee, southeast 


utilizing two 





sales mgr.; Roy A. Dunn, central west sales mgr.; Mr. 
Green, publicity rep. 


Stevens Mfg. Corp., New York. 


No. S28 speaker, modernistic design. 

No. LG28 speaker, Gothic model. 

No. B28 speaker, de luxe model. 

No. A28 speaker, standard model. 

Representatives:—H. S. Elkan; P. C. Adams; C. E. 
Stevens; A. M. Baehr; R. G. Stevens; R. Lacey; M. R. 
Durkin. 


Super Ball Antenna Co., Milwaukee. 
“Super Ball” antenna. 
Antenna base and aluminum 
antenna. 

Super ground clamp, fits practically any pipe or other 
ground connection. 

“Super Ball” antenna kit, contains 10 items of standard 
merchandise. 

Representatives:—F. E. 
tory rep.; Bb. 2. 


base for “Super Ball” 


Yahr, pres.; J. C. White, fac- 
Colbourn, factory rep. 


Weston Elec’! Instrument Corp., 
Newark, N. J. 


Counter tube checker, model 533. Operates from 60 
cycle lighting circuit, checks all A. C. or D. C. tubes 
having filament voltages of 1.5, 2.5, 3.3, 5, or 7.5 volts. 

Representatives:—W. N. Goodwin, sales engineer; C. B. 
Denton, publicity dept.; L. C. Nichols, N. Y. rep.; 
Messrs. Westburg, Innman, Thelke and Gray, from Chi- 
cago office; L. D. Smith, engineer. 




















The Radio Mail Bag 


Many a laugh is gleaned from the 
daily mail-bag of the radio depart- 
ment of the newspapers from fans 
writing in for advice. One fan who 
very evidently was being ragged by 
his friends wrote to a metropolitan 


daily: 
“Mr. Technical Editor: I have 
bought a regenerative broadcast re- 


ceiver and now I learn from a friend 
that wave lengths must be replaced 
Where 


buy wave lengths and what brand 


every three months. ean I 


’ 


would you recommend as reliable?’ 


Most of the questions, however, are 
concerned with fading and the neces- 
sitv for frequent rechargings of the 
storage battery. The answer is sim- 
ple and depends on the ampere hour 
capacity of the storage battery used. 
Standard batteries range from 10 to 
150 ampere hours capacity and will 
give five to 100 hours of service on 
A battery with a 
150 hour rating or capacity will sup- 


your detector tube. 


ply current of one ampere for 150 
hours, or two amperes for 75 hours, 
On the basis that each filament 
in your set draws 1.1 amperes per 


ete. 


hour in a three tube set 3.3 amperes 
will be drawn each hour giving about 
45 hours of service from your 150 














Charlie Hansen (left), Martin Buehler, 
sales manager and Earle Sharpe, all of 
the Graybar Electric Co., Minneapolis. 





ampere battery. If your set is in ac- 
tion five hours per day this means ap- 
proximately nine days of  serv-ce. 
However, if your set is equipped with 
the more convenient 60 ampere hour 
battery you will get less than half 
the service or about four days. 
Likewise, for proper operation of 
the receiver the filament currents must 
either be controlled by hand rheostats 
or by self-adjusting rheostats. In 
the former case a good voltmeter 
should be used to accurately determine 
the correct filament voltage so that 
the rheostats may be adjusted to com- 
When self- 


adjusting rheostats are used the auto- 


pensate the battery drop. 


matic compensating action keeps the 
filament at correct voltage at all times 
as the battery voltage drops; no me- 


ters or hand operation necessary. 


Sousa Booked for Northwest 
Radio Show 


The first appearance of John Phil- 
lip Sousa and his famous 75 piece 
band at any Radio Show will take 
place at the seventh annual North- 
west Radio and Electrical Show, new 
Minneapolis Auditorium, the week of 
September 24 to 29. This will be 
the exclusive appearance of Sousa’s 
Band in the Twin Cities this year. 


Sousa’s Band is only one of the 
world-wide attractions being arranged 


for the Annual Radio Show in the 
Northwest. Negotiations are under 


way for making this affair the most 
outstanding exposition of its kind 
ever seen in the Northwest. 

Nineteen concerns alone have al- 
ready engaged about three-quarters 
of the available floor space for ex- 
hibiting their’ radio lines while the 
last year’s show in the same building 
took care of approximately 60 sep- 
“If the demand 
for space continues at the pace al- 
ready set by the first concerns to 
make application, it may be neces- 
sary for the show management to 
also arrange for the large exhibition 
hall in addition to the main floor, 
according to H. H. Cory, manager 
of the show. 


arate exhibitors. 
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ADLER-ROYAL 


RADIO CABINETS 


At the R. M. A. Show in Chicago, shrewd buyers, with 

sensitive fingers on the pulse of public preference, 
bought these three models in solid carload lots— 
dozens of them. 


Again the tireless efforts of Adler artisans to pro- 
duce advanced creations—to keep abreast the re- 
markable improvements of radio—are crowned 
with the greatest acceptance in our history. 


We thank the entire industry —manufacturer, 

jobber and dealer. More than ever before 
they know it speeds their sales to say, 
“Cabinet by Adler-Royal.” 


Write for copy of “The New 200 Series” 
just off the press—it will help you. 


ADLER MANUFACTURING CO. 


Incorporated 
LOUISVILLE, KENTUCKY 
\ Yy 
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We're entered in the Summer Sales Contest. And, 
we're entered with one thought in mind, to bring before 
you an opportunity to show just what you can do in- 
dividually on the Eskimo Line of Fans and Electric 
Appliances. 


Eskimo Products offer themselves as the most logical 
kind of merchandise on which to win a prize during the 
Summer months. 

The Eskimo Hair Dryer is a particularly good seller 
during the months when swimming is nationally popu- 
lar, and permanent waves are being secured generally 
and when a hair dryer is as a consequence universally 
in demand. 

The Eskimo Kitchen Mechanic solves the problem of 
the kitchen especially at a time when labor-saving de- 
vices are most welcome. 

Eskimo Fans obviously reach their heighth of popu- 
larity during these months. 

Go after a prize with Kskimo. We are watching 
your results. 


UNITED ELECTRICAL MFG. CO. 


ADRIAN, MICHIGAN 
U.S.A. 
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Radio Trade Show 
(Continued from Page 102) 


sociation even though there is ne 


local radio dealers’ association in 


their own town. 

Mr. Kurtz of New York told the 
dealers of the bill now pending in 
Congress which would give manufac- 
turers the right to enforce their es- 
tablished resale trade- 
marked articles, and urged them to 
get behind it. 

The 


next 


price on 


for the 
appointed by Mr. 


board of directors 
term 


Sampson. 


was 


The manufacturers’ representatives 
were called together by George Rie- 
beth of Minneapolis. A surprising 
interest was shown in the matter of 
perfecting a national organization for 
this branch. It was decided to divide 
this group into territorial sections, so 
as to retain contact and promote local 
meetings. 

Harold J. Wrape, president of the 
Benwood-Lenze Co., St. Louis, was 
re-elected president of the F. R. T. A. 

The concluding event of the week 
was the joint luncheon meeting of 
the board of directors of the R.M.A., 
the F.R.T.A. and the National As- 
sociation of Broadcasters. 

This then concludes the report on 
the 1928 
iary conventions. 


Radio Show and its auxil- 
Radio has made 
rapid strides since the days of the 
crystal set and the head phone, but 
just 


how rapid these strides have 


been is not realized until one hears 
the purity of tone from the sets of- 
fered, until one sees the beauty of 
design in modern radio and until one 
is impressed as one was at the show, 
with the prosperous, solid condition 
of this baby of the industries who 
has thrown away its bottle, and is 
now kicking on the financial doors 
of this country with a size 10 pair 
of brogans. 


Bed Time Stories From 
the Radio Show 


Temple's huge airplane linen loud- 
speaker had a registration all its 
own. It noted that the tone 


quality increased in volume as ad- 


was 


vertising salesmen added their names 
to the roster. Incidentally, the com- 


pany intends to commercialize the 


speaker for auditorium purposes. 


Carl P. Damm, president, and K. 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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American walnut table cabinet, console and 
consolette of rare beauty- 


Self-contained all electric A. C. tube set. 


8 tubes—4 radio frequency, detector, > 
audio amplifying. Push-pull amplifi- 
cation. 


Complete shielding. 
Single illuminated dial control. 


Beauty of tone; increased selectivity; sensi« 
tiveness; full volume without distor- 


tion. 


Table model, less tubes and speaker 


° P $150.00 
Console with built-in speaker, less 
tubes « ‘ $295.00 


Consolette (table and speaker) _ 
et Wie $55.00 
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SINCE 1895 


MORE NEW 
OUTLET BOX 
DEVICES 


WEBER 
OUTLET 
BOX 
SWITCHES 


| { 5 Amp. 125 V. 
Rating 





3 Amp. 250 V. 
Approved by Under- 


writers Laboratories, 

February 24, 1928 
Cat. 
No. 
2646 S.P., 31/4 inch 
2647 S.P.,4 inch 
2648 3-Pt., 31/44 inch 
2649 3-Pt., 4 


p. 
P. 
Pt. 
rt. 


inch 
A line of “dependable” 


toggle switches 
nently attached to iron 


perma- 


box covers. Binding 
terminals are ex- 


posed in the rear, as in 


screw 


sign receptacles, Covers 
may be black, galvanized 


or brass lacquer. 


Sold Through Weber 
distributors. 
Send for Sample 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 
Boston MASSACHUSETTS 





| |W. Fitzpatrick, 





—— Whine Dveesg ——— 


general manager, 
| Muskegon Electric Co., Muskegon, 
at the Show. 
| We used to make the old crack about 
‘the Damm family but Carl has a 
| new title now. He is called Candle 
| Power Damm, and Fitzpatrick is now 
| known as Killow Watt Fitz. 


| Mich., were visitors 


Who remembers seeing these men? 
| They were visitors—interested ones: 
| Walter E. Stephenson, sec’y.-treas., 
| Sterling Elec. Co., Minneapolis; Da- 
_vid Aitken, Sr., electrical 
|department, Geo. Worthington Co., 
Cleveland; Harry Franks and H. C. 
|Amesbury, Tri State Elec. Co., Sioux 
Falls, S. Dak.; Louis F. Philo, gen- 
‘eral manager, Tel-Elec. Co., Hous- 
ton, Tex.; M. W. Nichols, president, 
Nichols Elec. Co., Dayton, Ohio. 


manager 


A passing word with Miss Tuerk 
of The Electric Co., Chi- 
cago, brought out the fact that she 
had been injured in a railroad wreck, 
which makes a total of two from. Il- 
linois Electric who had that experi- 
| ence in the last few months. 


Illinois 





| Grandoldtexas had quite a repre- 
| sentation. These boys all love to 
get up to the United States once in 
a while and what a swath they cut. 
Anderson, Hartwell Jalonick, 
Royal Smith, Lou Philo, Joe Cum- 


|mings, Roy Roberts and others did 


Geo. 





_certainly make their presence known. 
| Sidney Neu, well known radio pi- 
the Northwest, has taken 
charge of the radio department of 
the Michael Ert Co., Inec., Milwan- 
kee. 


American-Mohawk Co., for Wiscon- 


oneer in 


They are distributors for All- 
sin. Sidney, as he is known by all 
his friends, is also secretary of the 
Radio 
and a director of the Federated Ra- 
dio 


| Wisconsin Trades Association 


Trade Association.” 





| <A. E. Tregenza, vice-pres., and 
) L. I’. Fuller, western sales manager, 
Chicago-Jefferson Fuse & Elec. Co., 
were there with their usual sunny 
smiles, greeting their old friends. 


| Joe Utz, who is so well known to 
| the electrical trade on account of his 
long connection with Harvey Hub- 
| bell now the boss of 
| Kellogg’s radio department, certainly 
has a new idea of service at conven- 


and who is 


tions. He had several lads in fancy 
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Lighting specifications to 
be made for a prospect ? 
Illumination problems to 
be solved? Call on our 
organization! 


Wheeler Illuminating En- 
gineers are always glad to 
make calls with you; to 
help in drawing up recom- 
mendations; more than 
willing to work out with 
you the best lighting lay- 
out possible; in short, 
they’re anxious to assist 
you in every way they can. 


With offices now in Boston, 
New York, Atlanta and 
Cleveland, with sales of- 
fices throughout this coun- 
try and Canada, you will 
find a member of our staff 
easily available and ready 
to do everything he can to 
help you put over a reflec- 
tor sale. 


Keep this in mind—and if 
at any time there is any 
way we can help—call on 
us! 


WHEELER REFLECTOR CO. 


275 Congress St., Boston, Mass. 


NEW YORK ATLANTA CLEVELAND 
Sales Offices: St. Louis, Indianapolis, Los 
Angeles, San Francisco, Seattle. 

In Canada: Canadian General Electric Co., 
Limited. 

Export Dept.: 77 Warren St., New York, N. Y. 
Cable Address: ‘‘PARLECTRIC”’ 

















Liliil 








MUVVVQUVVVYVVTTUTTuCnUUUUUULGOOQMNOQOQUCUTUUUUUUUOMMOQUQOTOTUUUULUCLALONOOUQOQOUUGUULEEEOOUOUUUUUOUUUEEECUEENOUQQQUUUUTUUESROOOOQOQOUOTOUEUEUUEREOUOQOCOUUOUEEREROEOUOOOOUOUUUOTOGUOOOOOOUUEUSGUSUODOLOCULUOSOOEOUOUUUOUUUUEEOREUULUOUOUUUUUUGEUEOULD OOOH 





July, 1928 





THE JoBBER’S[A)SALESMAN 


139 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


uniforms running around doing er- 
rands for friends and customers and 
he also had a young lady dressed up 
like a Kellogg tube doing the honors 
in the Kellogg booth. 


The Balkite boys from all over 
the country waxed most enthusiastic 
over their new set. The line has a 
lot of new and radical differences 
from most sets shown. The whole- 
salers who signed up on the line 
were most enthusiastic over its pos- 
sibilities. 


Duane Wanamaker’s Majestic 
bunch were as usual the king pins of 
entertainment. The Grigsby feature 
that made such a hit last year was 
well attended and the exhibits at- 
tracted the attention such a display 
was due. Bill Seroy of Pacific Coast 
broadcasting fame was on deck as 
usual, 


Martin Wolf was playing the part 
of the well known Greek gentleman 
Janus during the show. 
into the Wholesalers’ meeting re- 
vealed Martin on his feet talking in 
his usual effective style. Another 
glance into the Fixture meeting at 
the Sherman Hotel a few hours la- 
ter, revealed Martin on his feet talk- 
ing in his usual effective style. 


A glance 


Paul Romey and his efficient aids 
Harold Bristol and Jack Hess were 
in great evidence boosting the Slagle 
line. They have a unique phono and 
radio combination that made quite a 
hit. 


MeMillan Radio sprung their sur- 
prise of a new adaptation in electric 
phonograph that did _ unbelievable 
stunts. It is hoped that this device 
can be so adapted to radio receivers 
that the amateur soprano, the bane 
of all listeners-in, can be tuned out 
and the music go on! Anyone who 
missed seeing this dingus sure over- 
looked something. 


Frank Reichmann, one of radio's 
pioneers, the originator and _ builder 
of Thorola and Thorophone speakers, 
whom we all know as one of the 
organizers of the Radio Manufactur- 
ers Association, in fact the first orig- 
inal R. M. A. vice-president, and 
probably the oldest. manufacturer of 
loud speakers in America (since 
1912), announces that he has joined 


| 








URRAY 


me.teR SERVICE SWITCHES 


Entered In 


Summer Sales Prize Contest 


Easy Wiring 
Best Materials and Work- 
manship 


No Parts Covered Up or 





Stress 
These 
Advantages 





Hard to Reach 


’ 2 




















= hw ay 





Every Lighting Company That Specifies 
“Accessible Main Fuses”’ 
Approves “The AA Rotary” 





In these switches—the moving of the handle to the 
“off” position disconnects both line and load terminals 
and brings fuses to view for renewal or replacement. 
There is nothing safer than that. 

Every jobber’s salesman should have a copy of our 
latest catalog. Have you one? 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 











CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 


























The products; of this company are entered in the prize cont st- for this month. ,A $25 





| prize will be awarded the salesman selling the greatest quantity during the month. 
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GUTH) LITE 
SUPER 2 LUMINATOR 
sf Wied 5 


vad enti SESS 








-Now Nationally Advertised 
Today, national advertising is 
telling the story of “GuthLite—the 
Super-Illuminator” to millions. 

And GuthLite is fast becoming 
the most popular of standard 
commercial lighting units. Its 
low price and definite advantages. 
have opened up an enormous field. 


Are you taking advantage of the increas- 
ed demand for this fast-selling fixture? 
Show the GuthLite and you will sell it. 
Write for our interesting proposition. 


The EDWIN FE. Gurn COMPANY 
2615 Washington Ave. St. Louis, Mo. 




















It’s Easy to Sell 


“EMERSON 


. .. + And the jobber’s sales- 
man has no worry about fill-ins 
and midsummer replacements, 
for Emerson warehouse stocks in 
St. Louis, Chicago, New York 
and other important cities assure 
prompt shipment up to the very 
last summer day. 


MERSON FANS 
“the &) Year Guarantee 


THE EMERSON ELECTRIC MFG. CO., 
2018 Washington Ave., St. Louis, Mo. 
806 W. Washington Blvd. Chicago. 
50 Church St. New York City 














the Joy-Kelsey Corp. of Chicago 
(also a pioneer radio manufacturer), 
as sales manager, in charge of de- 
velopment. At the trade show Frank 
was displaying the first numbers of 
a very complete line of speakers, 
both dynamic and magnetic, and of 
radio set chassis. He can be reached 
at his new offices at the Chicago 
Evening Post Building, 211 Wacker 
Drive, Chicago, where he has estab- 
lished the sales division of the Joy- 
Kelsey Corp. 


Temple had two interesting stunts, 
one of a fancy airplane which will 
be furnished to wholesalers buying 
trainloads or something of Temple 
speakers as a demonstrator and one 
of a 25 or 30 ft. airchrome speaker 
on which everyone was invited to 
write his autograph. You know, this 
“when this -you see, remember me” 
stuff. 


The ‘“Abox Girl’ is the cats, and 
any dealer or wholesaler who over- 
looked getting one of the few left 
missed something. Abox also has a 
new dynamic speaker that Messrs. 
Redmond and Penny both admitted 
would do wonders. 


Dealers joined the Federated from 
11 different states, which speaks well 
for the drawing power of the Show 
and the importance with which it is 
looked upon by them. 


The bill pending in Congress which 
will allow manufacturers to require 
dealers to agree to sell at stipulated 
prices, makes exceptions in case of: 
closing out, damaged goods, and re- 
ceivership. 


The slapping of a $50 fine on 
members who did not attend R.M.A. 
meetings had the desired effect. They 
attended, and how! 


Operadio is moving from Chicago 
down to St. Charles, Ill., into much: 
larger quarters. Lou Zinke says he is 
going to sell all Mac Stone will mak: 
for him this year and Mac says Lou 
will have to hustle hisself some. Lou 
is a hustler. Don’t let him get 
started on his new one-man gol! 
club, however. 


The usual bunch of radio engineers 
were hanging around the Allen-Brad 


| ley booth with their technical dis 
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cussions away over the heads of mere 
reporters. 





The French Battery boys were 
about as usual, all hustling around 
greeting old friends. 


Tower included in its display a 
kitchen and porch light which had 
an electrified lamp guard. It will 
do plenty to any moth or fly who | 
decides to sit down on it for a rest, 
which brings up the question, does 
a fly ever sit down? 





Harold Wrape as usual attended 
all meetings of all sections. How 
that boy can cover ground at a con- 
vention is nobody’s business. 





One of the bright spots at the 
Show was the neon lighted filament 
on the giant A-C shield grid tube 
at the Arcturus booth. Aside from 





Model AL-990-Alabax 


(Lamps and Glassware not supplied) 


the interest displayed in this novel | 
exhibit, there was in evidence an e 

undercurrent of serious thought di- | nner Pt 
rected toward the possibilities of | 
A.C. shield grid operation. 


ta | In Sales or Contests 


(Continued From Page 14) 
criticize his service department for an 
occasional error without first consider- 
ing just what the boys on the inside 
are up against. 

The Sales Promotion Department. 
-Some wholesalers maintain sales 
promotion departments which send out 


profits. There is no dissatisfaction on the part of the salesman, 
the jobber, the merchant or the consumer. 


| \ VERY sale of P & S Alabax is a success because every one 


The illustration above shows one model of the line that is being 
featured in the sales contest. Every one of the brackets and recepta- 
cles in the line is just as beautiful and rich looking—but, beyond the 
appearance is the fine P & S quality which is known to practically 
everyone in the electrical industry. 


P & S brackets are completely wired and are readily installed on 
| all types of boxes. There is a wide variety of styles to meet every 


house organs and trade letters. They | requirement in pull chain or keyless type, with or without convenience 
may also periodically conduct cam- outlet and with porcelain ring for exposed lamps or holder for 
glassware. 


paigns on certain items or lines of ao aa 

PS Tl tivitie f this The construction is such that installations are made within the short- 
merchandise. ae aCuiVItCS © . est possible time and with a saving in labor. P & § standards are 
department alone will not make sales | upheld through the entire line. The permanent glazed finish is 
o any great extent but they will help | fired on” like the finest china. It will not crack, chip nor peel and 


| may easily be cleaned with a damp cloth. 
the salesman who follows them up, | y _——-* Pos 


P & S Alabax is easy to sell and gives complete satisfaction—try it. 


ind help him to a surprising extent. | Send for a copy of our colored folder showing all models in all the 
Direct-by mail literature of all | standard colorings. 
‘inds is designed to pave the way The following catalog numbers only, are entered in the Sales 
: Contest: 
‘or the salesman, to serve as a pre- ae AL-980 AL-983 AL-985 
‘iminary introduction of his house to AL-981 AL-984 AL-989 


AL-982 AL-990 


new customers and as a reminder of P&S ke labor 1 
make iaDor !ess. 


‘is house to old customers and to 
reate an interest on the part of the 


ustomer in both his house and his PASS & SEYMOUR, ie... 


nerchandise so that the customer is 


repared for the salesman’s call and Solvay Station, Syracuse, N. 7. 
he sale can thus be made more easily New York: 71-73 Murray St. Chicago: 730-32 W. Monroe St. 
nd quickly. This is the theory of all | Sales Representatives 
lirect-by-mail sales promotion work Boston: A. D. Stein, 156 Purchase St. 
= s ? Denver: F. E. Staible, Inc., 2356 Blake St 
nd it works out in actual practice, San Francisco: C. R. Bach Co., 252 Fifth St. 











00. The wholesaler’s salesman who is 
acked up by an efficient sales pro- 











The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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er i ANSONIA ELECTRICAL CO, 
NZ 


No. 620 SKELETON SIGNAL BELLS 
=.) Heavy Duty Full-Power Ar- 


mature—Our new improved 





method permits the keeping of 
armature in magnetic field up 
to the moment of striking the 
gong, utilizing fully and efh- 
ciently all electrical energy ap- 
plied, thereby producing maxi- 
mum blow. 


Vibrating Type 
Sold through wholesalers. 
Write for 64-page catalog J 
which illustrates bells, annun- 
ciators, push buttons and our 


complete line of other electri- 
cal house goods. 


THEANSONIA ELECTRICAL CO. 
ANSONIA, CONN. 


ANNUNCIATORS — BELLS — BUZZERS — PUSH BUTTONS 


ELECTRICAL HOUSE GOODS 





























Quad Swivel Hanger 


Now Standard 
Everywhere 


HILE the Quad Swivel 

Hanger was originally a 
specialty, it has proved so prac- 
tical and popular in the six years 
of its manufacture that it is now regarded 
as standard everywhere. 
A simple time saving device that brings 
rows of fixtures into perfect alignment on 
any ceiling, flat or sloping up to 45°. Ball 
and socket joint makes stem hang straight 
and swing free, eliminating hand cut 
shims to level up. Swivel Hangers replace stud, hickey and 
canopy. Cover section of pressed steel. Ball section is iron 
threaded for 12” conduit stem. All parts Cadmium plated 
to resist rust. 
Write for further details and new catalog. 


QUADRANGLE MFG. CO. 


26 So. Peoria St., Chicago 















SWIVEL HANGERS 

















motion department is indeed fortu- 
nate. But to cash in on this depart- 
ment’s work he must follow through 
with personal calls. 

There is quite apt to be a feeling 


| of jealousy on the part of the men 


on the inside, and especially the 
younger men towards the salesmen. 
They often feel that they are tied 
down to a routine inside job while 
to them the salesman is a care-free 
individual who has a car and is riding 
on top of the world, free to come and 
go as he pleases, always well dressed 
and cheerful and making a whole lot 
of money. 

Where a salesman finds such a feel- 
ing exists, in fairness to himself and 
for the good of the organization, he 


| must cultivate this fellow, gain his 
| confidence, convince him that the 


salesmen don’t spend their afternoons 
at the movies or playing golf, but 
that they plug and plug hard, often- 
times until late in the evening. Tell 
him of some of the hard knocks and 
discouragements of the man on the 
road and he will soon realize that 
the wholesaler’s salesman is an unus- 


_ually hard working fellow whose life 
| is far from being a bed of roses. 


The better the salesman knows the 


men of his inside organization and 


the more he understands their aims 


_ and their problems the better can he 
_ defend his house against unjust criti- 
_cism when on the road. 


(The subjects to be discussed next 
month will be “Avoiding Some Com- 


mon Pitfalls’ and “Sales Manage 


| Your Territory and Yourself”, which 


will conclude Mr. Rowland’s series.— 
Editor ) 


* * * 


National Electrical 
Wholesalers 
(Continued From Page 7) 
rebates, nor exchanges of operating 
cost comparisons, yet the individual- 
ity and greater energy of its opera- 
tors usually counterbalanced ‘“‘chain™ 

operation advantages. 

Second—That the future of strict 
ly independent wholesalers and the 
future of strictly independent manu 
facturing suppliers were bound up to 


_gether. Any weakening of this con 
| viction would unquestionably injure 


the future of both wholesaler and 


| manufacturer. 


Third—That wholesalers not at- 
filiated with the ‘chains’ improv 
every opportunity to contact wil 
each other; that each learn to know 
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and co-operate. Mutual interest 
should bring them together. 
Fourth—That every Free Lancer 
study his relation to “chain’’ opera- 
tion. Then when meetings of Free 
Lancers take place twice each year, 
each one present should bring his 
best suggestions to be heard and 
weighed by every wholesaler present. 
By free interchange of experiences, 
facts and ideas, each attendant at 


Free Lance Club meetings could take | 
back recommendations carrying many 


dollars of value to his business. 


Fifth—That every Free Lancer | 


study his own internal operation 


with a view towards giving frankly | 
and freely to other Free Lancers the | 
benefits of his experiences. As | 
nearly as it can be done Free Lanc- | 
ers ought to make available to other | 


Free Lancers any and all operating 
information of a helpful nature. 


Sixth—That the future of Free 


Lancers would better be served by 
active full membership in the Na- 


tional Electrical Wholesalers As- | 
sociation (formerly Electrical Sup- | 


ply Jobbers Association). Free 
Lance representation on its executive 
committee was evidence of its ability 


and willingness to serve Free | 


Lancers as fully and as constructive- | 


ly as any national organization can 
do and stay within existing laws. 
Everybody present was urged to se- 
cure as many members as he could 


to join the National Electrical | 


Wholesalers Association. 


The next general Free Lance 


meeting will be held in Chicago next 


fall, in the week of the National | 


Electrical Wholesalers Association 


meeting. 























“Oh, for the life of a mountain goat,” 
says N. Gertler of the Gertler Electric 
Co., New York, as he jumps from moun- 
tain top to mountain top on his skis at 
Lake Placid, N. Y., where he spends a 
few days every winter practicing for the 
“Olympics”. 








f— Y 
ECOGNITION by contractors 


and industrials of the quality 

and completeness of the A. C. L. 
Co. line is bringing an ever-increasing 
volume of orders to A. C. L. Co. 
jobbers. 


“Better Wiring Materials” is our 
slogan, and our better wiring mate- 
rials dovetail so well with the demand 
for electrical products, that jobbers’ 
salesmen find it “worth while” to fol- 
low through on every call with a so- 
licitation for A. C. L. Co. products. 


NS ” 











AMERICAN CIRCULAR 
LOOM COMPANY 


90 West St. New York 
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More Sales with 
Fewer Calls 


When a product has won the universal praise of 
the men who specify it, the men who stock it and 
the men who install it, sales resistance becomes a 
negligible factor. 

It is for this reason that salesmen find Youngs- 
town-Buckeye Conduit such a ready seller and a 

sure repeater. It is known everywhere—used 

every where—praised every where. 
You will find that selling Youngstown- 
Buckeye Conduit will result in more or- 
ders with less selling effort—and that 
one sale will invariably lead to an- 
other, building profits surely and 
quickly. 


The Youngstown Sheet 
& Tube Company 


General Offices: Youngstown, Ohio 
Sales Offic2s in 20 Cities 


YOUN GSTOWR BUCKEYE 
CONDUIT 






















FN Real Joint 


This trick beats anything you’ve ever 
seen in the way of a quick, firm and per- 
fectly insulated wire connection. 
Its name is “WIRE NUTS” and it isa 
Colt product. 
It is a hollow brass cylinder, threaded in- 
side and embedded in a dielectric jacket. 
You skin the wires back % or 3 of an 
inch, twist them together, screw on the 
wire nut — that’s all. The threads bite in- 
Sean A to the wires. The insulator covers the 
100. Get °em _ bare wires. Quicker, stronger and safer, 
wom youn job than any other joint. 
von on hand, COLT’s PATENT FirE Arms Mrc. Co. 
MOLDED PRODUCTS DIVISION -. 
Hartrorp, Connecticut, U. S. A. @ 


NEW YORK - BOSTON - PHILADELPMIA 





33-O0-105A 





























Jobbers’ Sales Activities 
Union Etectric Svuppry Co., 
Providence, R. I.—A “Hotpoint” 
super-automatic iron campaign is un- 
der way. 





Erner Exvectric Co., Cleveland— 
This company is running a Westing- 
house vacuum cleaner campaign. 





Tue American Licut Co., Zanes- 
ville, O.—American Light reports a 
successful drive on residence and 
commercial lighting fixtures. 





Terry-Durin Co., Cedar Rapids, 
Ia.—A “Hotpoint” iron campaign was 
recently inaugurated. 





Evectric APPLIANCE Co., San An- 
tonio, Tex.—A Westinghouse auto- 
matic iron campaign has been started 
by this Eaco house. 





CentraL States Execrric Co., 
Kansas City, Mo.—Sales activities 
are under way on three lines—Penin- 
sular ranges, Benjamin reflectors and 
Hamilton Beach cleaners. 





SoutHwest GENERAL ELeEctTrIc 
Suppty Co., Abilene, Tex.—South- 
west is co-operating in the range cam- 
paign started last month by the West 
Texas Utility Co. in Abilene. 








H. C. Roserts Evectric Suppiy 
Co., Albany, N. Y.—A two-ply cam- 
paign is under way on Westinghouse 
automatic irons and fans. 





American Exectric Co., St. Jos- 
eph, Mo.—Hotpoint appliances are 
being campaigned. 





Nexson & Co., Tulsa, Okla.—Extra 
sales effort is put forth on Century 
fans and Cutler-Hammer control ap- 
paratus. 

* * * 


Schuster Holds Convention 

The Schuster Electric Co., Cincin- 
nati, Ohio, held its Crosley radio con- 
vention May 31 to June 5. The af- 
fair was a big success. 


* * * 


Carroll Takes on Norge Line 

The Carroll Electric Co., Inc.. 
Washington, D. C., has been ap 
pointed an exclusive distributor of th: 
Norge refrigeration unit in Maryland 
District of Columbia and Virginia. 
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Federal Entertains Dealers 


An elaborate banquet and meeting 
was recently held at the Hotel Taft, 
New Haven, Conn., by the Plymouth 
Electric Co., wholesalers for the Fed- 
eral Radio Corp., in honor of L. C. F. 
Horle, vice-president and chief en- 
gineer of Federal. R. J. Mailhouse, 
president of the Plymouth Electric 
Co., acted as toastmaster, and was 
followed by Mr. Horle who outlined 
the progress of radio from 1905 to 
date. Many of the retailers had heard 
Horle’s lecture to Yale students earlier 
in the afternoon. 


Ken Reed, sales manager of the 
Federal, outlined the possibilities of 
1928 and emphasized the necessity 
for retailers to concentrate on a fewer 
number of radio lines to obtain maxi- 
mum results. He then discussed the 
importance of the coming political 
conventions and prize fights as a 
stimulant to consumer interest in 
radio. 

June 6 and 7 were set aside by the 
Federal Radio Corp., for a pre-season 
round-table discussion with its whole- 
salers, held at the Hotel Statler, Buf- 
falo. This “get-together” begins a 
series of business meetings in which 
Federal and their wholesalers will 
discuss important marketing plans. 


* + * 


Jobbers Active in Associations 

G. W. Provost, of the Doubleday- 
Hill Electric Co., Pittsburgh, was re- 
cently elected director of the Pitts- 
burgh Electric League. 





R. A. SHACKLEFORD, sales manager, 
General Electric Supply Corp., Chat- 
tanooga, Tenn., has been elected a 
member of the Kiwanis Club and also 
president of the Electric League of 
Chattanooga. 





G. H. Kreaty, manager of H. C. 
Roberts Electric Supply Co.’s Albany 
louse, has been elected to the Kiwanis 
Club of that City. 





T. Harry Lewis, vice-president of 
he Elliott-Lewis Elec. Co., Phila- 
lelphia, was recently elected to the 
Rotary club of Philadelphia. 





N. M. Overaty, manager, 
\kron, Ohio, has been appointed to 
he Home Owners Institute committee 
{ that city. 








Lake | 
States General Electric Supply Co., | 





2-They ARE Good 


Designed to give unusually even illumina- 
tion at every part of the bill-board, and to 
eliminate all dark patches and glare. 
ful design is backed by the experience which 
15 years 
ABolites of all types. 


comes from 

















The 
Holder and Sock- 


New Elbow 


et assure Easy 
Installation 


— 








Simplify 
Sign-Lighting 
Sales Efforts 


yy Sign-Lighting Re- 
flectors mean easier 
sales—and more of them, 
because:— 


1-They LOOK Good 


ABolite Sign-Lighting Reflectors are at- 
tractively finished in green enamel outside, 
They make 
an instant “hit”? with your customers. 


and in brilliant white inside. 


| 


Care- 


of manufacturing 


een 


3-And They 
STAY Good 


Strong, weather proof and enduring, the reflect- 





Light Curve Diagram of 
typical ABolite Sign- 
Lighting Reflector. 


ing surface of tough vitreous enamel cannot dis- 


color or crack with age. They STAY SOLD. 


4-Special Adjusting 
Feature 


The new ABolite Weatherproof Elbow Holder 
and Socket avoid the need of bending the conduit 
at the point where it joins the holder. They also 
permit accurate adjustment of reflector parallel to 


board surface. 


Write for Prices, Details and Discounts 


The ABolite Reflector Co. 


7500 Stanton Ave., 











Cleveland, Ohio 
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MANUFACTURERS 
NEWS 











Robbins & Myers Lift Re- 
ceivership 

On May 25 Robbins & Myers, Inc., 
purchased all of the assets of The 
Robbins & Myers Co., including the 
Robbins & Myers Co. of Canada, 
Ltd.. from W. J. Myers, receiver of 
the old company, and is in a_posi- 
tion to serve its customers better than 
ever before with ample working capi- 
tal amounting to over $2,000,000 in 
quick assets, and less than $50,000 
The capital 
company will 
$25.00 
preferred stock and 


of accounts payable. 
of the new 

of 100,920 

6% 


shares of no 


structure 
consist shares 
par value 
151.880 
authorized. 

The officers of Robbins & Myers, 
Inc. are W. S. Quinlan, president; 
C. A. vice-president and 
general sales manager; O. C. Bur- 
meister. H. I. Smeltzer, 
treasurer; Wm. W. Mumma, fan sales 
All of the above have been 
connected the old Robbins & 
Myers Company, and no change in 


par common 


Stirling, 
secretary ; 


manager. 
with 


personnel is contemplated. 

It is Wilbur J. 
Myers will become permanently iden- 
tified with the new company as one 
of the principal executives as soon 


of his 


understood that 


as he is relieved duties as 
receiver. 

* * * 
Reorganized De Forest Radio 
Co. 

With the complete recapitalization 
and reorganization of the DeForest 
Radio Co.., of the 


names in the radio industry may be 


one best known 
said to be back in the ring. 

The president and general manager 
of the new organization is James W. 
Garside, an executive long experi- 
enced in production and merchandis- 
The 
tors is as follows: A. J. 


dle, Duke 


and chairman of this board; Wiley 


board of direc- 
Drexel Bid- 


Foundation. 


ing activities. 


Jr., trustee, 


R. Reynolds, chairman of board, Rey- 
Bush, 


vice-president, Equitable Trust Co.; 


nolds Spring Co.; James I. 


Arthur B. Westervelt, vice-president, 


Co:; Ham- 
mond, International Pe- 
troleum Co.; Paul L. Deutsch, presi- 
dent, Sonora Phonograph Co.; Victor 
C. Bell, A. D. Mendes & Co.; and 
Orlando P. Metealf, of the firm of 
Metcalf, McInnes, Allen & Hubbard. 


* * * 


N. E. M. A. Meeting 
The second annual meeting of the 
National Electrical Manufacturers As- 
sociation was held at The Home- 
Hot Springs, Va., June 11 
Meetings of the industrial 


American Trust Harris 


president, 


stead, 
to’ 15. 
lighting section, standards committee, 
advisory committee on motor and gen- 
erator section and law committee, 
were held the preceding week. 

As usual, the meeting was made up 
of reports discussions in the 
various the association 


and there was one general open ses- 


and 
divisions of 


sion. 
* & 


Prizes For Fixture 
Manufacturers 

Prize awards were made at the 
convention of the Artistic Lighting 
Equipment Association Convention 
to Manufacturers in competition held 
under the joint sponsorship of the 
committee on residence lighting equip- 
ment of the Association of Edison 
Illuminating Companies, home light- 
ing committee of the National Elec- 





tric Light Association and The Elec- 
tric Asociation of Chicago. 

Fifteen manufacturers had submit- 
ted luminaires for examination and 
test in two groups, one above $30 list 
price and one below $30. 

In_ the Beardslee 
Chandelier Mfg. Co. won first prize. 
Duplexalite Division of the Miller 
Co., second prize and R. Williamson 
& Co., third prize, with honorable 
mention to the Edw. F. Guth Co. 

In the latter class, the Miller Co. 
won first prize and Lightolier second. 

* * * 


Chicago Office of Erie 
Malleable Moves 

C. E. Collier in charge of the 
western office of the Erie Malleable 
Iron Co., Kondu Division announces 
the removal of his offices to 1918 
Builders Building located at Wacker 
Drive and N. La Salle St., Chicago. 


* * * 


former class, 


Cross and Son Now in Business 

Jacobsen & Cross, Chicago, dis- 
solved partnership as of May 1, and 
Mr. Cross and his son will operate 
under the name of Cross & Co. They 
represent Anylite Electric Co., Elec- 
trahot Mfg. Co., Interstate Electric 
Co., High Tension Co., Ine., and 
York Insulating Wire Works of 
G. E. Co. 





Above is the exhibit, at the N. E. L. A. Convention, of the Wadsworth Electric 


& Mfg. Co. 


fuse meter switch, something in which this company has been a pioneer. 


One of the principal items on display was the Wadsworth accessible 


It was 


nine years ago when they exhibited this type of switch for the first time at an 


N.S. LL. A. 
construction. 


convention. 


At that time it presented a bold step in meter switch 
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Quadrangle Moves 

Just about six years ago the found- 
ing of the Quadrangle Mfg. Co. was 
announced. Today it is moving— 


making its first change of address | 
but the second move in its brief his- | 
tory. The first move gave it double 


“Repeat 


, FRICTION fit Business’ 
iy 


merits i, Tape I 


BLACK 








eee 
go you sell the O. K. . 


brand of Non-Raveling ! NON-RAVELING 


BLACK FRICTION ¢ 
sel TAPE 
bin 


el 





Black Friction Tape to a prospect, 
you have converted him into a 
permanent customer on this line. 


uvnud 


New Quadrangle Factory 





its original space at the old address. 


Now it is redoubling its space, taking Made in the most modern of 





over a modern two-story building at tape factories, O. K. Black Fric- 

26 to 82 South Peoria St., Chicago. tion Tape 1S a Superior product Every dealer in your territory can increas 
The new home is a modern two- offered the electrical trade at a pg py aby, Placing recy isis 

story building in a rapidly develop- competitive price. — bite we a on 


ing section of Chicago's great West 
Side, and is situated not far from 


SEND FOR SAMPLE 
; sete | Sold Th Wholesal 
some of the new projects of the city’s | . ough pomiretcsta 


growth, namely: the new Chicago | APPLETON RUBBER CO. 


Post Office, the new Civic Opera | Franklin, Mass. 
Building, the Chicago Daily News | 








Building and Plaza. The quarters are | 





also close to two of the large depots, 
the Chicago and Northwestern, and 
the Union Depot. 

D. E. Worrell is the president of 
this organization, L. A. Bishop, vice- | 


When Beauty Calls — 
MULTI 





| president, George Arras, secretary 
and Miss E. Laymon, treasurer. Kitchen Fixtures in Colors 
* * * 
| New Curtis Display Sign | 
1 Curtis Lighting, Inc., Chicago, have 
f begun distribution of a display sign 


to their electrical wholesalers and 
. dealers. In the opinion of those who 
have seen it, the sign is one of the 
most beautiful and striking things of 
its kind ever made. The sign meas- 
ures 18 by 20 inches and hangs upon 
a wall or rests on an easel in the 
showroom, show window or on a 
showease. A large green X-Ray 





reflector is imposed upon a_ vivid 
range background. The gleaming One of a wide variety 


i ti of very fine Lighting Fixtures 
silver corrugations inside the reflec- od — 


‘tor are perfectly reproduced. Silver Just Out Ralictin No. 7 
ind gold lettering is stamped into the | 





Lighting Fixtures and Accessories — Send for it. 
3 s . ° 
sign, ana the action of light upon it 


secrmmably cecive Tie wee || MULTE ELECTRICAL MEG. CO. 
natic sign ever made, and the first | |} SELLS THROUGH JOBBERS 
n which the material has been so 210 No. Ogden Ave. Chicago 

















stamped as to resemble silvered glass. - 
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DESHLER-W ALLICK 


America’s ‘Most Beautifully Equipped Hotel 
1000 Rooms - - - 1000 Baths 


When in Columbus ~ 


ssi make the Deshler-Wallick your home. Lo- 
-Reome cated in the center of the business, theatrical 
| 6 shopping districts, the Deshler-Wallick 
Spanish Room with excellent dining facilities is ready to 
serve you. Every modern convenience as 
sures you a pleasant and comfortable visit 

while in this city. 
Jas. H. Micuos 


Manager 





COLUMBUS, OHIO 


L. C: WALLICE A. L. WALLICK 
President Vice President 
































the DICCADIIL iy 


227 West 451! Street 
at Broadway 
New Yor 


ADJACENT TO Every Activity 

600 Bricut Sunt Rooms, 

£acu Wits Batu, Evectric 

8 fan ice Water Ot 

SINGLE Room ™, Batu $3% 

Douste Room *", Batu $4t2 
ExccoTionaL Restaurant. Lunciwonere 
Wins Ar Oun Expense for Resenvanons 
¥.D. SOFIELD - ~ Mannciuns Dinacron es 


Bou 





Sonatron and the Chirelsteins 
Nathan and Harry Chirelstein, ar« 
the two brothers who have recently 
come into the limelight of the busi- 
ness world with a program of ex- 
pansion for the Sonatron Tube Co., 
of Chicago. Nathan Chirelstein whose 
picture is shown here is president. 
Shortly after radio made its first 
raid upon the public imagination thes 


Nathan Chirelstein 


two young men buckled down to the 
task of selling radio tubes. They 
started in 1922 with a cash investment 
of $500. Practically all profits were 
turned back into the business which is 
now in the million dollar class, with 
its shares recently listed on the Chi- 
cago Stock Exchange. 

After two years in business, these 
men were distributing practically the 
entire output of 21 radio tube fac- 
tories under their own trade names. 
In 1925 a tube factory of their own 
was started in Newark, N. J., and 
today the Chirelstein boys give to the 
radio world 44 distinct types of tubes 
for every radio need. The firm main- 
tains offices and tube stocks at Chicago. 
New York, Newark, N. J., and De- 
troit, and at their factories (to which 
a new building will soon be added 
at Newark. 

The radio tube industry is develop- 
ing a greater number of tube uses 
than ever before, radio tubes now 
being used in radio receiving and 
transmission, railroad signal systems, 
on engines, telegraph and telephones. 
talking movies, amplifying units i 
theatres, auditoriums, halls, schools 
homes and stadiums, aeroplane com 
munication, burglar alarms, surgica! 
instruments and television. 








July, 1928 


THE JOBBER’S[f)SALESMAN 149 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





ERG POR DMR 
AAR, OO LETTE? BESS s 


The Champion Radio Works, Inc., Danvers, Mass., which entered the radio 
tube enterprise some time ago, recently purchased double the factory space of 
the plant located here, increasing its real estate and factory investment to nearly 
$500,000. 





stands will be invoiced, effective June 
1, by the Robert Findlay Mfg. Co. 
All lighting fixtures will be invoiced 
under the name Albert Wahle Co. 

* * # 


Smith Represents Steelduct 
The true facts are to be 4. Allen Smith, 335 E. Fourth 
- Los Angeles, has recently been 
appointed by The Steelduct Co. of 
Youngstown, Ohio, as its representa- 
southern California. 


The Wahle Findlay Names 


On page 208 of the June issue there 
was an item to the effect that the 
Albert Wahle Co. had changed its 
name. The information was not wholly 
accurate. 
found in a letter sent out by the com- ¢¢. 
pany to its trade, the gist of which 
is as follows: “All items such as radio 
metal console tables and loud speaker tive in 








eee 


angen mr retere Sinay 
si 














The Wagner fan display for the 1928 season is unique in that it makes use of 
veather flags to indicate lowered temperature resulting from the use of Wagner 
fans. The weather flag idea is carried on throughout the entire advertising of the 
ompany—not only in the window display, but also in leaflets sent to the ultimate 
consumer. The entire window display consists of five cards ranging in size from 
‘0 by 34 in. to 10 by 15 in., six window stickers each 6 in. in diameter, and a window 
rim or streamer 40 in. long and 7 in. high. The use of all or part of the display 
lepends upon the size of the window involved. As shown in the illustration, some 
lealers use only part of the display, saving the remainder for use inside the store. 
he entire display is printed in five colors. 














K-E Clear Window Fuse Plugs 


sell on sight. Every dealer real- 
izes this fact, and that accounts 
for the universal popularity 
which this practical merchan- 
dise is creating for itself. 





If there is a dealer in your ter- 


| ritory not now stocking K-E, 





show him a sample and the order 
is yours. 


Sold thru Wholesalers 


KIRKMAN ENGINEERING 
CORPORATION 


1 Dominick St., ay Now York, N. Y. 
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>~|| arranged for your 


vit MINNEAPOLIS 


transient and resi- 
dential hotel is ideally 
located. Modern and 
|| fireproof with every 
service thoughtfully 





also 100 car garage 
in building. Write 
for reservation. 





| comfort. 450 rooms; 
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fy VERY person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 








































| 

; 
| 
Here we have A. H. Buxton, one of 
the crack salesmen of the East Haven 
Specialty Co., manufacturers of “Grip- 
Lock” products. We don’t know where 
this picture was taken, but he is certainly 
dressed for early June weather in Chi- 
cago. 





Chicago Manufacturer to Dis- 
tribute Conduit Fittings 
The Chicago Steel Tank Co., 6400 
W. 66th St., Chicago, announces the 
formation of its electrical sales di- 
vision in charge of Clyde W. Lint 
formerly sales manager for Paul W. 
Koch & Co., Chicago, and its re- 
entrance into the direct sales field on 
its line of electrical conduit fittings 
which in the past has been marketed 
under private trade names of other 

manufacturers. 

The products will bear the “C S T 
Superior” label. The line consists of 
armored cable connectors, locknuts 
and bushings, conduit nipples, all 
sizes; extension pieces, hickeys, fix- 
ture studs, pipe straps, and _ box 
cleats. 

Announcement is also made of the 
appointment of the Burg Electric 
Sales Co., 82 Union Square, New 
York, and 1821 Arch St., Philadel- 
phia, as sales representatives for the 
North Atlantic States. 


+ + 


Burg Sales Gets Wheeler Wire 
Account 

The Burg Electric Sales Co., with 
principal office at 32 Union Square, 
New York, and branch office at 1321 
Arch St., Philadelphia, announces its 
appointment as selling agent in the 
territory which it covers, for the line 
of lamp cords and fixture wires 
manufactured by the Wheeler Insu- 
lated Wire Co. of Bridgeport, Conn. 
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amount of light is imperative in the 

commercial field—light well placed and 
of sufficient intensity to give eye efficiency 
to all persons coming within its bounds. 


ry is, of course, obvious that a generous 


It is safe to say that there is not an in- 
dustrial plant in your territory which is not 
a prospect for better lighting of this nature. 


We have specialized for years in the man- 
ufacture of Glassware which will suit re- 
quirements of this nature exactly. 


Consolidated has a national reputation 
for the efficiency of its glassware, for the 
excellent service behind the product and for 
its fair prices to all. 


Consolidated offers you a Complete Line 
of Lighting Glassware—and Your Own 
Glassware if you prefer it for exclusive dis- 
tribution. 


Write at once for details. 


ONSOLIDATED 








LAMP & GLASS COMPANY .«. CORAOPOLIS, PA. 
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CASH IN- 


on this Switch 


Jies'oe. and their salesmen should | 





lose no time in “cashing in” on 

this mew Reliance Automatic 
Time Switch. Into it has been in: | 
corporated 15 new improvements 
which give to this product a reli- 
ability which is unquestioned. 

The field is wide open for a switch | 
of this caliber. And every con | 
tractor-dealer as well as industrial | 
plant in your territory should be told | 
about it and its features at once. 

If you do not have full informa- 
tion, write for it today. 





This shows the demount- 
able works as removed 
from the case. 

Note the sturdy termi- 
nals for connecting wires 


without soldering. 


Do not overlook the service fea- 
ture. Any complaints or adjustments 
are handled direct by us. Neither you | 
nor your dealers are troubled with 
any service complaints whatever. 


Sold Through Jobbers 
RELIANCE ATOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, 
(6 eR 





WISC. | 


Major J. E. Hahn, president of the 
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Amrad Corp., Medford Hillside, Mass., | 


has just taken over a large summer resi- 
dence at Marblehead Neck, Mass. 


During | 


| the warm months he may be seen disport- | 


ing in a new Garwood speed boat of 
which he is justly proud. 





Changes in Chicago-Jefferson 
Sales Department 
The following changes, additions 


|and promotions have taken place in 
‘the sales department of Chicago-Jef- 


ferson Fuse & Electric Company, 


Chicago, since its consolidation: L. E. |© 


Fuller, promoted from district sales 
|manager to western sales manager; G. 
| A. Shaver, promoted from salesman to 
Pacific Coast sales manager; J. D. 


Benfield assigned to western New | 
York and northwestern Pennsylvania 


territory; S. V. Evans assigned to 
eastern New York State territory; 
E. Duffy assigned to the territory of 
Wisconsin and upper Michigan; A. J. 
Olson assigned to the north side of 
Chicago; E. G. Schmitt assigned to 
territory of western Ohio and south- 
western West Virginia; E. A. Abbott 
assigned to Oklahoma and Texas, and 
H. R. Hosmer assigned to Louisiana 


| and Mississippi. 


* * 


Walter Osborne With Erie 
Malleable 

Walter B. Osborne, 
merly Connecticut representative of 
the Bussmann Mfg. Co. of St. Louis, 
is now Connecticut representative of 
the Erie Malleable Iron Co., Kondu 
Division. 


who was for- 


* * * 


Porcelier Moves 

The Porcelier Mfg. Co., has moved 
its Pittsburgh office and warehouse to 
its pottery at East Liverpool, Ohio. 
















Announcing 


a new Spotlight with an electro-mag- 
netic device for remote control of its 
color frames—permitting an endless 
variety of changing color-lighting ef- 
fects—all of which may be controlled 
from a central point. An innovation 
in color-lighting that is in great de- 
mand and has boundless sales possibil- 
ities, Tell your trade about it! 
















Write for a copy of Bulletin 3 which 

— an interesting outline of the sales 
eatures of this new spotlight— together 
with Trad e information, prices, etc. 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING Co., inc. 
32! West 5Oth Srreer 
NEW YORK, N.Y 









































WirEMOLD 





ACCEPTED 
STANDARD 
FOR 
SURFACE WIRING 











THE WIREMOLD COMPANY 


HARTFORD, CONN. 
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New Electrical Products 








To meet the demand for lamp holders taking a lamp smaller than the 
medium base yet larger than the candelabra size to fit the new S-11 bulb lamp, 
an “Intermediate” line of wiring devices has been produced by The Bryant 
Electric Co., Bridgeport, Conn. These sockets with intermediate screw shells 
can now be secured in the following styles: brass shell, key, keyless, and pull 
sockets; composition candle pull sockets, “Templus” pendent weatherproof 
sockets, porcelain keyless candle sockets and sign receptacles. Of particular 
interest to sign makers is the new Bryant line of intermediate size receptacles 
for surface wiring and for metal signs. The new series includes an adapter 
from standard to intermediate base. The company is distributing a circular 
illustrating and describing these new products. 


























Another “Alabax” 
unit (AL 1200) has just been intro- 


porcelain ceiling 





Tork Clocks, Inc., New York, have 
placed on the market a line of elec- 
trically operated clocks that can be 


duced by Pass & Seymour, Inc., 
Syracuse, N. Y. In addition to pre- 
senting beautiful color effects, this 


furnished for any voltage, either AC 
or DC, and have a reserve of 24 
hours to take care of possible inter- 
ruptions to current. They are guar- 
anteed for unusual timekeeping 
accuracy under all ordinary tempera- 
ture conditions. The cost of opera- 
tion is less than a cent a year. The 
line includes wall clocks for stores 
and offices, double faced hanging 
clocks, and double faced street clocks. 
There is also a program signal wall 





fixture offers other advantages. It 
can be supplied with 214”, 3144” or 
4” fitter for glassware or a porcelain 
ring when the lamp itself is exposed. 
It is an extremely neat and durable 
unit and is weather-proof. Wiring 
is simple and can be quickly com- 
pleted, affecting a saving in labor. 
It can be had with suitable provision 
for three-conductor cord for use with 
combined pendant switch and conven- 








ience outlet. It is then known as AL 
1202. 


clock which will ring a program of 
bells on any daily schedule desired. 


















The Trumbull Electric Mfg. Co., 
Plainville, Conn., has announced a new 
magnetic motor starting switch. A 
new contact construction assures high 
m™ interrupting capacity. Thermal relays 
lm provide overload and under-voltage 
@ protection. 












“Te has 





a grip like its namesake” 











Bu REGISTERED 


Split Knobs 


"THESE knobs 
mean better jobs at no 
added cost. They have 
a longer nail, cement 
coated; genuine leather 
washer; recess in base, 
projection on cap, and 
are assembled with 
metal washer—nail not 
weakened by crimping. 
They are the safe, ap- 
proved knobs for all 

| types of residence 
wiring. 


Sold Through Jobbers 





Illinois Electric Porcelain Co. 
Macomb, Illinois 


ILEINOIS 


INSULATORS 
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At the Top 
In Soldering 


OBBERS:—You are offered in 
SPECO Soldering Chemicals 
a complete line of soldering fluxes 
and salts which have the benefit 
of the laboratory of the Pfan- 
stiehl Chemical Co. behind them. 


They are offered you on the 
basis of a strict jobber policy, 
priced to meet competition and 
carrying with them an attractive 
margin of profit. 

List SPECO in your Radio and 
Electric Catalogs. 

Send at once for full informa- 
tion. 


SOLD THRU JOBBERS 
Pfanstiehl Chemical Co. 
Waukegan 











ROYAL CRYSTAL 
, Glass lop 


i 
\ 


Show When Blown 
.... + Shock Proof 


The most remarkable fuse 
development in recent years! 
. made of specially tempered 
glass to withstand shocks, heat 
and abuse . . . all parts firmly 
welded into a solid rugged unit. 
Used by Public Utilities, Rail- 
roads, Telephone and Telegraph 
Companies . . . highly endorsed 
by testing laboratories .. . 
widely demanded by the public 
. sell on sight . . . cost no 
more than an ordinary fuse. In 
handy 5-pack and 50-pack. Write 
today for our special Jobber’s 
proposition! 


ROYAL ELECTRIC CO. 


Illinois | 





Chelsea Station Boston, Mass. 


Sales Representatives in leading cities 











| 
Leo Mockenhaupt, boss of Harvey Hub- 
| bell’s Chicago office, gives us this picture 
|of Jimmie O’Keefe, now city salesman for 
| Graybar, Cincinnati. Ross D., who “knew 
him when” says he was one of the snap- 
| piest editors unhung and is no doubt a 
| wow of a salesman. Jimmie’s boss, W. H. 
| MacCrellish, says the young man is going 
| to receive a prize for going four months 





| in 1928 without having his car stolen. It | 
Jimmie is | 


| was lifted three times in 1927. 
also a star bowler. 


R. D. Myers Joins Curtis 
Curtis Lighting, Inc., announces the 
appointment of Roy D. Myers, for- 
merly of the Northern States Power 





Co., St. Paul, as resident engineer for 
Northern California with offices at 414 
Foxcroft Bldg Mr. 


oO” 


Myers is well qualified for this im- 


San Francisco. 




















: Roy D. Myers 
portant post because of his previous 
experience in lighting work in St. 
Paul, 
Lighting Service Bureau of the North- 
States Co. 
he has been connected for 


where he had charge of the 


ern Power with which 


company 
the past nine years. 


| Be A Booster 












prnereenn cr TE Your 


ple 









reputation 





and Ours 


is at stake every time a 
length of our conduit is in- 
stalled. Our reputation has 
been good over thirty years, 
yours will be if you sell 
LORICATED and GAL- 
VADUCT CONDUIT. 


GARLAND 
Mfg. Co. 


Pittsburgh, Penna. 














| Subscribers 


Youcan’taftord to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


NY 


Tell your friends 
about 


The 
Jobber’s Salesman 
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New Electrical Products 








Two of the new products of Ed- 
wards & Co., Inc., 140th & Exterior 
Sts., New York, are the No. 67 Bake- 
lite Pear Push which is designed for 
the convenient or extended control of 





bells, buzzers and annunciators, and 
the No. 551 bell which has been re- 
designed to improve appearance and 
efficiency. It is used for all standard 
signaling purposes and can be made 
absolutely weatherproof by the use of 
a rubber gasket. 

















The Gates Rubber Co., Denver, 
Colo., is manufacturing the lineman’s 
safety blanket shown above. The 
thickness of this blanket is less than 
two-tenths of an inch yet it is said to 
resist 50,000 volts for 71 seconds. Its 
general usage is for protection of men 
working in proximity of voltages up 
to 7,000 volts. This blanket is made 
of pure rubber with fabric at the cor- 
ners and tabs only for tying pur- 
poses. 














The National Lamp Works has an- 
nounced a 15 watt F-10 flame lamp. 
equipped with the new intermediate 
screw bore instead of the candelabra 
base formerly used. It may be had 
in both outside-frosted and _ flame- 
tinted finish. The larger base of the 
new lamp provides a mechanically 
stronger connection between the base 
and the bulb and, because the bulb 
opening is larger, permits the use of 
a larger and better filament mount. 








Ravenswood Ave., Chicago, in order 
to meet the heavy demand for color 
schemes in the home, is now supply- 
ing its No. 638A. 6, lb. 3 heat elec- 
tric iron with fused porcelain enamel 
colored tops and handles to match in 
four modern cheerful colors, green, 
red, blue and yellow at no advance 
in price. (Retail list $6.75). It is 
also supplying its No. 61G, 6 lb. and 
No. 31 3 lb. traveler’s iron with color 
schemes as noted above. (Retail list 
$4.00). 


Fans Move Fast 
During A Hot Spell 


FA 
The dealers or jobbers that profit 
are those maintaining adequate and 
well-balanced stocks to meet all 
emergencies. A> 


Are Your Stocks O. K.? 
DIEHL MANUFACTURING CO. 


Electrical Division of 
The Singer Manufacturing Company 


ELIZABETHPORT, N. J. 
Atlanta Boston Chicago Cincinnati Dallas 




















The Fullman Mfg. Co., 1209 Jeffer- 
son St., Latrobe, Pa., is introducing 
a new No. 625 “Latrobe” conduit 
bender. It combines two tools in one. 
By reversing the movable jaw it can 
be used for bending either ', in. or 
%, in. conduit. 








Detroit New York Philadelphia St. Louis 


<KRUSEP> 








PATENTED 





Switch Box Supporting Strips 
with Lath Holders 


A leader for nine 
years. Millions of sets 
sold yearly. Used by 
contractors everywhere. 
Stocked by all leading 
jobbers. 


ALSO 


Kruse Strips combined with Switch 
Boxes 


“Ready” Service Fittings 
Peerless Type A Old Work Hangers 
Fitz-M-All New Work Hangers 
Non-Metallic Sheathed Cable Straps 
WRITE 
For Prices and Literature 


MID-WEST METAL PRODUCTS CO 


MUNCIE, IND. 
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Crisp, Toasty Sandwiches 
That “Melt In Your Mouth” 


The Empire Sandwich Toaster toasts 
made-up sandwiches—crisp, brown 
sandwiches with the filler soaking into 
the bread. A new kind of sandwich 
every housewife will enjoy serving— 
the kind of a toaster she will buy. 


The sandwich toaster makes a won- 
derful leader for the entire Empire 
line of profitable electrical appliances 
—‘Sold Through Jobbers Only.” 


Write for the catalog and our prop- 
osition to you. 


METAL WARE CORPORATION 
General Offices and Factory: 
Two Rivers, is. 
Chicago, New York, 

San Francisco, Minneapolis, 

St. Louis, Los Angeles. 





Export Distributors: 
International General Electric Co. and 








John H. Graham Co. 
‘\ SOLD THROUGH JOBBERS / 








: HOTEL 
24. ee = = 





In Dayton 


The Hotel Van Cleve, 
Dayton’s newest and 
finest hotel, opened in 
January 1928. 

300 Rooms—300 Baths 
Reasonable Rates 
Garage in Connection 
C. C. SCHIFFELER, 


Managing Director 


HOTEL 
VAN CLEVE 
DAYTON, OHIO 


-—— 

















| National 














Warren H. Young, eight years with the 
Economy Fuse & Mfg. Co. and two years 
with Square D, joined the Bryant Electric 
Co.’s organization recently, traveling north- 
ern Indiana and all of Michigan. 





W. E. Underwood Joins 
Lord, Thomas & Logan 


W. E. Underwood, advertising 
manager of the National Lamp Works 
of General Electric Co., Cleveland, 
has resigned to join the New York 
office of Lord, Thomas & Logan, Inc., 
as account executive. 


Mr. Underwood has been with the 





W. E. Underwood 


Lamp Works for sixteen 


years, and is widely known both as 


| an advertising executive and as a 


| writer. 


He has written many articles 
for business papers on merchandising, 
store display and wholesalers’ sales- 
men. He is also the author of a popular 


_ book on archaeological subjects. 














Well Lighted Sample Rooms 
—and Luxury that is Homelike 


DE 


WM. J. CHITTENDEN, Jdr., Manager 
Direction Continental-Leland Corporation 





Larger Guest Rooms 


Business executives and salesmen 
in ever increasing numbers are 
enjoying the hospitality of De- 
troit’s splendid new hotel—the 
Detroit-Leland. 

And these men, accustomed to 
analyzing the success of any new 
undertaking, have been enthusias- 
tic in their praise of the much 
larger, more airy, luxurious bed 
rooms and the well lighted, pro- 
portionately larger sample rooms. 

The homelike luxury, irreproach- 
able service, excellent cuisine and 
atmosphere of accustomed well- 
being offers you the same hospital- 
ity you would expect as_ the 
honored guest of any distinguished 
household. 


700 Large Rooms with Bath 
85% are priced from $3.00 to $5.00 


TROIT-LELAND HOTEL 


Bagley at Cass, Detroit, Michigan 
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The Foldex Electric Heater Co., Detroit, has introduced a new electric heater. 
Here is a device which may be used as a heater, two-burner stove, or toaster. 
It has a three-heat switch, giving a wide range of utility. Each burner may 


be operated separately. 


enamel in a variety of colors. 


Its handy and compact form permit ease of handling 
and storing. A single burner stove-heater is also made. 


Finish is porcelain 








The Paasche Airbrush Co., 1909 Di- 
versey Parkway, Chicago, has an- 
nounced a new light weight portable 
air-painting unit. It is a practical 
and approved device for painters, 
furniture stores, auto painters, and 
wherever artistic color blending is 
necessary. It can be plugged in any 
lamp socket. 








The A. E. Rittenhouse Co., Honeoye 
Falls, N. Y., announces that it has 
been granted U. S. Patent No. 1,661,- 
268 on its outlet box type transformer. 
This transformer, made to fit either 
a 34,” or 4” round, octagon, or square 
box in black or galvanized finish, car- 
ries the underwriters’ approval. 








The United Electrical 
Mfg. Co., Adrian, Mich., 
is manufacturing the two 
electrical toys shown here. 
On the right is “The 
Spirit of St. Louis,” a 
motor driven toy. The 
operation is similar to a 
regular aeroplane as it 
starts from the floor and 
as its speed increases it 
gradually rises until the 
two planes are on an 








even keel. When the circuit is 
broken the planes glide to the floor. 
The toy motor enables children to 
polish, sharpen, grind, or by at- 
taching pulleys, operate any me- 
chanical toy designed to run by 
steam or electricity. It is five in. 
high, eight in. wide, and has seven 
feet of cord with socket. An on-and- 
off switch is located in the base. 
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| Help’ Your Industrial 
Plants 








It is “service” 
which creates good 
customers. Every 
jobber’s salesman 
realizes this fact 
and he should real- 
ize too that he is 
doing the industrial 
plant customers in 
his territory a 
real service by 
selling them the 
Grip-Lock. 


Lamp thefts in 
industrial plants 
represent ap- 
proximately W% 
of lamp _pur- 
chases. Show the 


plant engineer 
how he can 
eliminate this 


waste by install- 
ing Grip-Locks. 
You can also secure from us the 
pigtail weatherproof socket for 
outdoor lighting. Weatherproof 
and fireproof. Key, Keyless, and 
Pull Chain Porcelain Sockets also 
furnished. 


Write for full infcrmation 


East Haven Specialty Co. 


Manufacturers of Grip-Lock Products 
| EAST HAVEN, CONN. - - U.S.A. 


| 














inm€ BETTER KINU 


WIRE CONNECTORS 


HAVE 
A REPUTATION 
FOR HIGH CLASS WORK 


MILLIONS IN USE 








Patented 


Safer— Quicker — Cleaner — Better 


Now made of Bakelite which is 
stronger, lighter and far superior to 
the material formerly used. They 
could not be made better at any 
price—still the price has been re- 
duced. If you do not know of the 
price reduction which went into ef- 
fect March 15th write for same and 
sample. For best results use SRK’s. 
Fit all standard outlet boxes and fit- 
tings. Approval No. E.7040. 


Sold through Jobbers 
Manufactured by 


JIFFY WIRE CONNECTOR CO. 
Eastern Sales Agents 
CUNNINGHAM & MONTGOMERY 
| New York—Philadelphia—Pittsburgh—Boston 

HACKENSACK, N. J. 
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1928 


, YAGERS 


| SOLDERING 
SALTS 





—“and a can of 
Yager’s Soldering 
Salts?” 


HAT is the question you should 
ask every contractor-dealer in your 
territory when writing up your orders. 
You will be surprised how this will | 
build up your business on Yager’s | 
Soldering Salts. 
A sample can will be sent you on 
request. H 


WRITE DEPT. “J” 


Alex. R. Benson Co., Inc. | 
Hudson, N. Y. | 


1873 














| colored booklet 
| up-to-date | 
' art has to offer,—entitled “The Sym- | 


John B. Martin Passes | 
With deep regret it becomes nec- | 
essary to make announcement that on | 
June 20, 1928, Mr. John B. Martin, 
sales manager of the Great Western | 


. ; t 
Fuse Co., Inc. expired at Saranac | 
Lake, N. Y. 


* * * 


Ralph Crow Moves to Chicago 

Ralph Crow, formerly salesman in 
the machinery and supply department 
of the Mine & Smelter Supply Co., 
Denver, has left that organization to | 
become purchasing agent of the Chi- 
cago Steel & Wire Co., with head- 
quarters in Chicago. 

* * * 


Latest Trade Literature 


Wadsworth Electric Mfg. Co., Inc., 
Covington, Ky.—Bulletin No. 41 has 
just been issued by the company. It 
describes the Wadsworth line of sur- 
face and flush cabinets. The latter 
types are equipped with bar hangers. 


Amrad Corp., Medford Hillside, 
Mass.—A very handsome and highly 
in latest and most 


style that the 


| phonic Series.” 















CThe 
BELLEVUE STRATFORD 


PHILADELPHIA 











‘he choice of discrim 
inating Philadelphians 
and particular travelers. 


Famous for its 
courteous service and 
homelike environment. 



















Centrally Located 
BROAD, at WALNUT 
JM. Rosinson, Manager 
| Affiliated Hotels 
WALDORE-ASTORIA NEW WILLARD 
New York Washington DC 














Curtis Lighting, Inc., Chicago.— 
This company has issued its new 
cost schedule X-2000, quotation sched- 


‘ule X-2001 and price book applying 


to catalog No. 23. 


Pass & Seymour, Inc., Syracuse, 
N. Y., have published a_ beautiful 
new “‘Alabax’”’ folder printed in four 
colors and showing ““Alabax’”’ brackets 
and receptacles in a wide range of 
all-over colors and colored stripings, 
which will be helpful in working out | 
color harmonies. 


Hubbard & Co., Pittsburgh.—The 
new Hubbard No. 28 Catalog is now 


out, containing a complete listing of 


| Hubbard 


pole line hardware and 
Peirce construction specialties. It is 


a handsome book in two colors, pro- 


fusely illustrated and_ sectionalized 
and indexed in the most convenient 
form. 


Benwood-Linze Co., St. Louis.—A 
new booklet covering B-L low voltage 
rectifiers, advertised to be bone dry, 
durable, compact and noiseless. 


printing | 














In Cleveland— 


The Auditorium Hotel over- 
looking Lake Erie and directly 
opposite the Cleveland Conven- 
tion Hall, is located in the heart 
of the city. 


300 Comfortable Rooms 
$2.50, $3.50 and $4.00 


W. H. BYRON, Manager 


AUDITORIUM 
HOTEL 


Cleveland, Ohio 
East 6th and St. Clair Ave. 


























HOLYOKE WIRES 


Holyoke Products are: 


Single, twisted and 
multiple conductors an- 
nunciator wire. 

Weatherproof single 
and twisted Annunciator 
wire. 

Damp proof office wire, 
single or multiple con- 


ductor. 
Triplex or Thermostat, 
three conductor cable 


put up 1000 ft. to coil. 
Radio Hook Up and 

connecting wire. 

Immediate delivery from New York and Chicago warehouse 


The Holyoke Co., Inc. 


621 Broadway, New York, N. Y. 
30 E. Randolph St., Chicago, Ill. 
































| Wrigley for Quality | 


STEEL TOGGLE BOLT 















HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., | 
504 Sherman St., Chicago, Ill, | 
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CWP GALVANIZED 


LOCK NUTS 


National Electrical Code 
Standard 


ADE from a special grade 

of strong tough | steel. 
Stand up to any and all in- 
stallation conditions. Threads 
are accurate, deep and clean- 
cut. First-class quality gal- 
vanizing. 


“‘Worthy of Your Shelves 
—and of Our Reputation’’ 


Ask for Prices and Discounts 


WE PROTECT THE JOBBER 


The Cleveland Wrought 
| Products Co. 


W. 58th St. & Denison Ave. CLEVELAND 











| 


| ing lights in one of the front 
| stair risers. 











Standard Electric Stove Co., Tole- 
do, O.—An attractive off-set mailing 
piece, letterhead size in four colors 
describes a few of the Standard 
ranges and fireless cookers. 





Crouse-Hinds Co., Syracuse, N. Y. 
—“Floodlights and Industrial Units’ 
is the title of a handsome 8-page 
booklet in colors recently issued. 





Bryant Electric Co., Bridgeport, 
Conn.—One of the many 
esting and_ practical 


inter- 
features in 


wiring device installation described | 
d tallat 1 bed 


and illustrated in the Bryant “Home 
of Ideas” is an arrangement of warn- 
hall 
These pilot lights have 
red and green jewels and are so 
wired that should the owner forget a 
cellar light after fixing the furnace, 
or perhaps the back vestibule light, or 
leave the garage without remembering 
to turn the switch when he retires for 
the night, he cannot miss the bull’s 
eye staring at him from the stair riser. 


| He knows, if either of these lights are 
| burning that he has forgotten some 


light downstairs and he can stop this | 


waste of electricity by a turn of the 
switch at the head of the stairs. 





Frankelite Co., Cleveland, O.— 
“Lighting Equipment of Charm” is 
the title of a handsome fixture cata- 
log—No. 28—issued by this company. 





Bryant Electric Co., Bridgeport, 


| Conn.—This company is distributing 


a new folder illustrating in colors and 
describing its new line of receptacles 
with “De Luxe” inlaid wood, “Tem- 
plus,” and brass plates. 





Robbins & Myers, Inc., Springfield, 
O.—New fan circulars Nos. 1386 and 


1387 have just been issued. They il- | 


lustrate and describe A. C. and D. C. 
ceiling fans built with lighting units 
which are especially suitable for ho- 
tels, office buildings, churches, 
stores and 


theaters, restaurants. 


homes. 





Hart & Hegeman Mfg. Co., Hart- 


ford, Conn.—New loose leaf catalog | 


T covering switches and wiring de- 
vices known as “the line of least re- 
sistance.” 














lA 


wed PRODUCTS 


Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 

T-26—6, 8 and 14 Volt 

Built for both 3 inch and 4 inch outlet 
box, 

Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich 





f; TRANSFORMERS of MERIT for FIFTEEN YEARS 














































Lamp guards need to be 
worked like everything else 
Our twelve salesmen in as 
signed territories work the 
line constantly, placing orders 
through the jobbers’ sales 
men and the _ jobbe wl 
stock the guards 

Sell Flexco and Flexeo-Lok 


guards in your territory 
Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, If. 




















FLEXCO-LO 


al 


I 
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Foldex 


Ye S =a New Idea 
in Appliances | 


Not just another appliance, but a 
distinctive piece of merchandise—a 
folding stove. 


A Portable Stove—Use as an Elec- 
tric Range. Use as a room heater. 
The Master Combination. Finished 
in Porcelain Enamel, three heat 
switch. A quality product, neat and 
attractive. 


Its possibilities are apparent— 
rapid seller. Distributors are invited 
to write for our attractive proposi- 
tion. 


Foldex 


ELECTRIC HEATER CO. 


1435 FRANKLIN STREET 


DETROIT - MICHIGAN 
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ash i in on the biggest 
| Opportunity of the year 


Electric ventilator sales are 


growing by leaps and bounds 























promises to be evena bigger year than 
1927, for those merchants who have 








” 

< A glance at the chart to the left gives 

3 Y 4 a quick idea of the growing profit 
be u possibilities in the sale of electric ven- 
: e P tilators for household use. And 1928 

6 

3 

z 








a the right ventilator at the right price. 
1925 1926 = 

































To dertese Window Ventilators have all 


the desired characteristics that make them a wonderful 
selling proposition for you—a reliable, guaranteed fan, 
strong, s sturdy frame, a life-time, reversible motor, and 








low retail price. 


The Peerless Selling Plan is Complete 


In addition to a quality product, Peerless is ready to pro- 
vide the dealer with a selling plan and selling assistance 
that sells ventilators out of the store by a house-to-house 
method — quick turnover— quick profits. 











ee. Mail the coupon for complete information and discounts —NOW! 
> Se Built by a company making fans for 35 years. 
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THE JOBBER’SfA}|SALESMAN 





THE MASTER 
LINE IS 
COMPLETE 


TYPE RA 
Single Phase 
Repulsion-Induction 


164-5 H. P. 


TYPE PA 
2 or 3 phase 
Squirrel Cage 
1¢-716 H. P. 


TYPE SA 
Split Phase 
1/20-14 H. P. 


TYPE DM 
Direct Current 
1/20-5 H. P. 


Write for Complete 
Price Book 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Dealers will 
Sell Motors 
with This 
Display Stand 


Dealers can’t sell them if they hide 
them. Nobody digs around in 
stores to see if there are any motors 
they can buy. Motors must be put 
out where customers can see them. 


Here’s where the Master Motor 
Merchandiser can help. It displays 
the motor to the best advantage. It 
also shows a Master Motor Grinder. 


What's it going to cost? Ridiculous- 
ly little. In fact, the first sale pays 
the cost. And the Master Motor 
Merchandiser is a handsome fixture 

all-metal, sturdy, practical, com: 
pact. Just what your dealers need 
to bring up sales. 


If your dealers use it they won't 
keep motors. They'll sell them. Let 


us send you complete particulars. 





The Master Motor 


Merchandiser 


THE MASTER ELECTRIC COMPANY 


Dayton, Ohio 


STOCKS CARRIED IN PRINCIPAL CITIES 


STER GUARANTEED MOTORS 
4 73 xe (ED) Less than 40° 


ELECTRIC CoO. 



































A Line of Radio Accessories 
that’s Unusually Complete 
and Remarkably Profitable 


Never before has one manufacturer offered so 
complete and so attractive a line of aerial equip- 
ment, cords and accessories to the radio trade. 


The completeness of the Belden Line is a 
vital factor in making it the most profitable 
on the market for dealers. 


The cumulative effect of the Belden continu- 
ous and consistent advertising program over 
a period of many years makes the Belden 
Line unequalled for rapid sales, quick turn- 
over, and dealer profits. 


Again this year an extensive advertising 
program will add to the popularity of the 
Belden Line and pave the way to sales and 
real profits. 


Capitalize on Belden popularity. Tie up with 
the Belden Line for big profits from radio 


accessory sales. 


Place your order today and get your stock of 
Belden Products up to date. 


Belden Manufacturing Company 


2324-A S. Western Avenue - - Chicago, Ill. 
































The New Bronze “Red Spot” 
Hangers are finely proportioned 
—handsomely embellished with 
rich, deep embossing—vibrant 
with the beautiful Wakefield 
bronze  finish—dignified,  sub- 
stantial and solid in appearance. 
You have only to inspect a 
sample to understand why the 
buyer of lighting says “Yes” 
first and asks the price after- 
wards. 





Note that last item on the Con- 
tractor’s job sheet—PROFIT. 


When Bronze Embossed “Red 
Spots” are installed by your 
Contractor-Customers, the profit 
stands out in big letters. 


The reason is simple. 


Bronze Embossed “Red Spots” 
are easy for the Contractor to 
sell at a good, honest price be- 
cause they look like the money, 
They have eye value. 


Yet they cost no more than 
brass. 


Genuine Bronze at the price of 
brass!—that’s what makes them 
sell so easily. 


On top of that, the Contractor 
makes an extra two bits profit on 
each hanger because the special 
time-saving mechanical conveni- 
ence of the Bronze Embossed 
Line reduces the hanging ex- 
pense. 


So, when the installation is 
complete, the Contractor’s job 
sheet reads like this:— 


Time—less than cheap fixtures. 


Material—no more than _ the 
price of brass. 


Overhead—less because — the 
selling expense is reduced. 


1 full and gener- 
ous margin ie both Contractor 
and Wholesaler. 


as. 


Supply your Contractor-Cus- 
tomers with a sample Bronze 
Embossed to show to the buyer of 
the next lighting job in prospect. 
If you have no samples, write us. 


ne F.W. WAKEFIELD BRASS CO.~‘Vermilion,Ohto 
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